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SUPER ACTION LIQUID 


for Oil and Kerosene Units 


¢ Guorantees More Heat Per Gallon of Fuel FOR OIL 

@ Cleans Out Soot, Rust, Sludge, Gum z 

@ Reduces Cleaning and Repairs & KEROSENE 
@ Checks Oily Odors 

@ Clears Out Clogged Fuel Lines 

® Lengthens Life of Heating Unit 


Super Action Additive 
AUTOMATICALLY 


Keeps Furnaces, Heaters, Stoves Efficient, Clean, 
Trouble-Free — Simply Add to Fuel 


SUPER ACTION POWDER 


for Coal and Wood Units 


FOR COAL e@ Guarantees More Heat from Coal and Wood 
COKE & WOOD @ Cleans Out Soot, Scale from Firebox to Chimney Top 
@ Cuts Cleaning and Repairs 
@ Helps Prevent Chimney Fires and Coal-gas Explosions 
@ Each Application in Individually-packed Envelope 
@ Lengthens Life of Heating Unit 


INTRODUCTORY OPEN STOCK 
ASSORTMENT +1694 For Bes! Discounts Order in Case Lots! 


Packed in Colorful, List 
Self-Selling Counter Display Size Pack wr Per Case Retail 
($ .59 size) 
( 1.39 size) : | 1 doz. | 40% Ib $16.68 
( 1.39 size) - 2 doz. | 28% Ib 14.16 
( 2.49 size) Liquid 
1 doz 16% Ib 16.68 
Y . % doz. | 15 lb 14.94 
ACS, our Cost . | Ya doz. | 18 Ib 18.76 
uN Your Profit , . Yy doz. | 33% Ib 33.16 
G. N. Coughlan Co. West Orange, N.J. 
Mfr. of Notionolly-Advertised Process 33, De-Moist and Easy-Aid Oven Cleaner 


* Seeman! In Automatic Glass Cutting 





The 


N TY: PST 
GB2-A 
VERTICAL GLASS BOARD 


POSITIVE ACTION CLAMP 





EASY TO USE AUTOMATIC SHEARING ARM 


Put glass in frame, run automatic cutter down 
glass, break glass clean by a touch on the shear- 
ing arm. There’s your glass, perfectly cut every 
time. 


AUTOMATIC GLASS CUTTER 








THE GB2-A 


The GB2-A is a natural as a new, or as a replace- ' 

ment board for your glass department. Its per- SPECIFICATIONS 
fectly clean and square cuts prevent you from 
ever wasting any glass. Its ease of operation WIDE RANGE -— Cuts from 5/16” to 36”. 
eliminates wasted time. The Red Devil GB2-A < STANDARD CAPACITY —36” x 36”. 


is so well designed that anyone, including the 
most inexperienced, can cut glass perfectly, accu- STURDY CONSTRUCTION ~- ALL metal. Can’t shrink, warp, 
or crack—will never go out of square. Horizontal and vertical scales 


rately and quickly. Get one for your glass depart- have raised numerals that cannot be worn off and are easy to read. 
ment and start collecting greater profits today. 


f 


ALSO GB2 FOR EXTRA LARGE WORK 


E tly th th 

pao csnge tn -_ The GB3-A has the same rugged construction 
AUTOMATIC GLASS and fool-proof operation as the GB2-A except | 
CUTTER feature. Cut it measures 48” x 48”. The GB3—same specifiea- volun 
is made by hand along tions as GB3-A without AUTOMATIC GLASS ment 
true edge of clamp. CUTTER. — 
‘ 
polisl 
lastin 
2806 finish 


A PRODUCT OF ied Devil —_ IRVINGTON 11, N. J., USA 
& 


Gz 
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A new home buyer’s first impression is often the most lasting, 
and builders everywhere are “Dressing Up Their Door-Ways” 
with KWIKSET’S new “400” line 5” backset. 

The use of this inexpensive styling feature on Entry Doors 
adds dramatic distinction to new homes by enhancing the 
beauty of the lockset design. It also prevents the possibility of 
“knuckle nicking” on door jambs. 

This latest addition to KWIKSET’S “400” line offers greater 
volume to dealers and jobbers, and is another major develop- 
ment by one of the World’s largest producers of 
high-quality, low-cost locksets. 

The Trim Rosettes are made from wrought brass, 
polished to a jeweler’s finish and plastic coated for 
lasting durability. They are available in all popular 
finishes. 

#2897 5-Inch Display Mount — An attractive 
point-of- purchase sales aid for displaying the 
One-piece 5” Backset Latch and the 544” Trim 
Rosette is also available. 


The Quality Lock For Budget Building 


400” LINE 





Leonard 


EDIT 


THERE’S A BIG MARKET 


for this “SMALL FRY” line! 


ORDER THESE 3 UNIVERSAL tan ©. 9 


Neil R. Re 


FAVORITES NOW AND YOU’LL Albert J. 


“Who Mal 


HAVE EXTRA PROFITS Paul Woo! 


W ashingto 


ALL YEAR ’ROUND! J. S. Torre 


Menager, | 


William 
Kenneth A 
Rudolph $ 
J. R. Kea 





E. L. Barr 


Frederick 


BUSI 
Cc. C. Rea 


The kids love ’em! They WANT what 
they want when they want it. Ideal onan 
for home, play, beach, or back-to-school. asad 
Every sale you make leads to another 

and another all year ’round. Write 9" pve 
Landers, Frary & Clark, New Britain, einen 
Connecticut, for details on these al 


“Universal” exclusives. Will J. Fe 
Telephone: 


Gene Autry Lunch Kit 


Endorsed by Gene. Front carries colorful picture 
of Gene and Champ. Back and sides are litho- 
graphed like real calfskin. All-metal. With 4 
pint matching vacuum bottle. Retails $2.89 





Chicago | 
Wm. C. § 
230 BS. Mir 
Telephone: 


San Franc 
R. J. Birch 
300 Montg 
Telephone: 


Los Angele 
L. H. Jack 
Telephone: 


Ace 
100 E. 








All-American Lunch Kit 


Educational full-color map of U. S. 
with principal products, spots of in- 
terest. All-steel. Flame-red and grey, PR pan a 
Flag-o-rama Lunch Kit with easy-to-apply nameplate and per year. 
g Universal’s exclusive “Shur-Grip” 14 Single cop 
Authentic full-color flags from 60 nations. Divided pint vacuum bottle. Retails $2.89 
compartments for 10 oz. wide-mouth food con- aan a 
tainer with plastic “Roc-Lite” cup and adjustable York; "Ste 
ee ~~ . ; iss "W 
Snap-Tite” stopper. Exclusive! Retails $3.69 — Pha 
ware Repc 


YOU SELL THE BEST WITH UNIVERSAL went Ne 


@ York, and 





Scotsman 


Outing Set HARDW. 


Thursday b 
Séth Sts., 
. second cle 

Landers . LANDERS, FRARY & CLARK, NEW BRITAIN. CONN Post Office 
Child’s Lunch Kit poe A 

y ° 
174, No. 4 


x5) 
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Vacuum 
Pitcher Set 
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DOG CHAINS 


and Dog Chain Assortments 





Dogs Are Friends of Yours __ 


®@ Man’s best friend is also a good friend of the hardware dealer because Cheins 
he promotes sales of dog chains. Dog leads have always been a good 
seller. And now there’s a new item that’s growing fast in popularity — 
the ACCO Spiraloc Dog Stake Chains: 

This new ACCO Spiraloc Stake Chain (in 6’ and 9’ lengths) gives the 
dog freedom of movement and allows the owner to move him around 
frequently. The %” x 15” stake holds well in the ground and the free- 
swiveling $-hook and snap keep chain from tangling. Spiral-twisted 
links are smooth and have a bright zinc finish. 

ACCO Dog Leads come in a variety of types, some with plastic 
handles; all with easy to operate swiveling snaps. Several types are 
available on attractive metal hangers which you can hang up in your 
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store. 
You'll sell plenty of ACCO Dog Chains if you display them. 
Order at once from your AMERICAN CHAIN wholesaler, 
or write our York, Pa., office for information. 





e 
= America 
AMERICAN CHAIN DIVISION Ch : 
AMERICAN CHAIN & CABLE ain 
tot, Ba, Cltcegh, Genee, Wehele, Heenan, Us Aaaiina, Wear Voce, Aitedeadite, 


Pittsburgh, Portland, Ore., San Francisco, Bridgeport, Conn. 
In Canada: Dominion Chain Company, Ltd., Niagara Falls, Ontario 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 





We service what we sell... 


In my visits with dealers across the country this summer, I have been espe- 
cially impressed by the growing number of stores that are beginning to use 
service as a weapon in their fight against discount sellers. 


These dealers believe that in stressing their willingness to provide prompt, 
local service on the items they sell, they are hitting at one of the more notable 
weak spots in discount house selling. 


The effectiveness of this effort to stress service can not be determined yet, 
but some dealers promoting this policy believe that they have attracted sales 
to their stores, especially on merchandise with engines, motors or moving parts, 
such as power lawn mowers, power tools, etc. 


This idea of using service as a selling tool to combat discount selling is a very 
interesting one and is worth considerable study. It also offers a number of 
interesting copy approaches in store advertisements, although admittedly it 
would not be effective on all types of merchandise. 





It is possible that this emphasis on service may well force manufacturers to 
take another look at the cost of operating their own service department and the 
costs of making good on their original warrantee, when dealing with discount 
houses. 


The typical discount seller is quite open in telling a customer that the manu- 

, facturer will take care of any servicing required during the warrantee period. 

: The discount house won’t do it; they can’t. The result is a heavy burden of many 

small adjustments being dumped into the laps of the manufacturers’ service 
shops. This cuts into the manufacturers’ nets. 





ee 


Any lawn mower service man will tell you that the bulk of service calls under 
a warrantee period represent very minor adjustments to the engine or cutting 
apparatus. There was a time when the average hardware dealer considered it 
part of his job to send out one of his men to do this servicing job. Now many 
dealers ask themselves why they should do this, when the discount house avoids 
doing it by referring all such service problems to the manufacturer. 


Capitalizing on the “We Service What We Sell” idea may involve some addi- 
tional clerical problems, but it would be worth a try. It would also make feasible 
a little different approach in your store advertising on some products. For 
example, the approach of, “Yes, you may be able to get it cheaper elsewhere, but 
where will you get your service? A lawn mower that doesn’t work properly 
after you’ve bought it is a bad bargain, no matter how many discounts you got. 
We back up everything we sell with our own service department.” 





While such a policy may carry weight on some items, it would not affect in the 
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informal editorial comments 


Just Among Ourselves 


slightest hundreds of non-mechanical items that are sold by the discount boot- 
leggers. 


Nor could it be expected that such a policy would seriously hurt the dis- 
counters. But a bold attack along these lines might be an effective way to hit 
them in a weak spot. 


Let’s have your thoughts on this. 


Snow shovels in August . . . 


Snow shovels seem far from our minds these days as the country swelters in 
hot August weather. But, actually, snow shovels should be very prominent in a 
dealer’s planning right now. When the snow falls, a dealer will want to have in 
his store a good variety of snow shovels for sale. In order that those shovels 
can be in his store in December, a lot of work must be done in August. 


If shovels are to be in a dealer’s hands in December, manufacturers must be 
producing them right now. Then, very shortly, wholesalers must build up 


their stocks in readiness for dealer demands. All this must take place before Eacl 
a retailer can offer a shovel ... or any other seasonal item, toys, hunting gear, cont 
electric trains, etc., for sale. 
cept 
The very important question which a manufacturer must answer many, many in cc 
months before an item is required by a dealer is: “How many shovels (or other d 
item) should I make to take care of this year’s needs?” = 
esta 
The wholesaler, too, must ask himself, as he perspires in the hot August this 
weather: “How many shovels, etc., must I stock in order to take care of my 
’ 9? 
dealers’ needs? As \ 
How these questions are answered is of great importance to every dealer. whe 
If the manufacturer or wholesaler underestimates the season’s requirements, becc 
the dealer may find himself out of stock at the peak of the season. When a 
seasonal sale of this type is lost, it’s usually lost for good. Customers won’t wait sale: 
for you to get in another shipment. They’ll go elsewhere. if yc 
So, what does this have to do with a dealer? Just this: He can help avoid the ther 
possibility of shortages by placing orders for futures. rack 
Prior to the war, buying of futures was a general practice in the hardware 
trade. But the confusion of the war and post-war periods, combined with the @ | 
many faces new to hardware retailing that appeared on the scene, futures 
buying dropped to a very low level. e 
Now, however, with everybody watching their expenses so closely, the need 
for a resumption of futures buying on a large scale is imperative. No manu- @ ¢ 
facturer can afford to carry over a big inventory due to being too optimistic in e < 
estimating dealer demands. Nor can any wholesaler afford to carry over stocks, 
either. So both groups are bound to be conservative in their producing and @ 2 
stocking activities and a bad guess at either level can result in a dealer being out 
of stock at the height of the season. 
A simple way to avert this possibility is the buying of futures by dealers. 
Placing of 50 per cent of a year’s sales as futures for the following year 
is a safe procedure at any time. In addition to helping provide more efficient 
and more economical production and distribution, the foresighted dealer who 
places futures also has the advantages of dating. “1 


More emphasis on futures is badly needed by the hardware trade. 
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--.add up to BIG DOOR CLOSER VOLUME 


BE 
READY 
WITH THE 


BEST... LOCKWOOD 


Each year automatic door 
control gains wider ac- 
ceptance, more users... 
in commercial, industrial 
and institutional 
establishments... and 
this year will set a record. 


As we head into the season 

when the weatherman 

becomes your star door closer 
salesman, you won’t miss a sale 

if you’re stocking the leader of 
them all . . . LOCKWOOD’s famous 
rack and pinion ball bearing closer. 


@ Ball-bearing suspension 


@ Leak-proof gland and splash 
chamber 


@ Oversize 1-piece shaft and pinion 
@ Super powered spring 


@ 2-year guarantee 


- 





...in homes, too — for combination doors 








LOCKWOOD's Combination Door 
Closer... powerful, weather-resistant. 
Totally enclosed main spring. Built-in 
shock absorber. Made in 3 grades. 


Lockurod LOCKWOOD HARDWARE MANUFACTURING COMPANY 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Budget Bureau Clamping Down 
On Employee Discount Clubs 


The drive by businessmen to stop Federal govern- 
ment employees from operating discount purchasing 
clubs is moving ahead as the powerful Budget Bureau 
issued a sharply worded directive against the clubs. 

The Bureau has called on the heads of each depart- 
ment to take “appropriate” action to see to it that 
such operations do not use Government facilities or 
manpower to circulate pamphlets advertising mer- 
chandise in a manner contrary to law. 

The order followed efforts of businessmen who, con- 
vinced that the discount clubs violate the Robinson- 
Patman Act provision outlawing price discrimination 
between customers, secured a legal opinion and passed 
it on to the Bureau. 

The opinion warns that granting and accepting dis- 
criminatory discounts could result in legal action. The 
American Retail Federation has asked members to 
report violations so that complaints may be made to 
department heads. 


OUTLOOK—Result of the Budget Bureau 
action, business hopes, will be voluntary tap- 
& ering off of this type of bootleg competition 
with most of the discount buying ended by 
next January. 


Government Buying Calculated 
To Keep Business Healthy 


The market for hardware and appliances may be 
even better than originally hoped for this year as a 
result of the progressively expanding construction in- 
dustry and a government plan to “nudge” the economy 
into a higher rate of spending. 

Government officials, after reviewing June contruc- 
tion figures, when 120,000 homes were started, now 
estimate that more than 1,000,000 homes will be built 
this year. June’s starts were 12 pet over May, al- 
though building traditionally falls off in June. 
Operation “nudge,” designed to make sure the 
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economy takes an upward turn this fall, calls for a 
speed up in Government buying so that orders which 
normally would be placed later will be sent out right 
away, thus bolstering production and employment. 

Other favorable business signs include the con- 
tinuing baby boom with its resultant increase in de- 
mand for labor-saving devices and do-it-yourself 
goods; expanded Social Security and pension plans, 
and higher incomes with lower taxes. 


OUTLOOK—One result of today’s income 
pattern, however, is that many people no 
longer must spend all their incomes. This 

3 means that smarter advertising, sales promo- 
tion and sales training are needed to take 
advantage of the buying potential. 


House Bills on Freight Rates 
May Eliminate Unfair Charges 


Two bills aimed at outlawing so-called “phantom” 
freight charges—the practice of some manufacturers 
of charging flat shipping charges, regardless of the 
actual cost from plant to destination—have won the 
approval of the House Commerce Committee. 

The bills, one directed specifically at the auto in- 
dustry, and the other outlawing the practice in all 
industries, would mean that a dealer could take advan- 
tage of lower costs by ordering from nearby 
manufacturers. 

Even if not passed by Congress, the bills are im- 
portant because they make it clear that complaints 
are coming in and Congress is willing to do something 
about it if necessary. 

The Federal Trade Commission recently took action 
against several manufacturers of rain gutters and 
other drainage equipment for, among other things, 
agreeing on industry-wide rate charges. 


OUTLOOK—Increasingly better deals on 
freight rates from manufacturers, especially 
e in areas near plant centers, are in prospect 
as a result of Congressional interest in phan- 

tom freight charges. 
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Master’s Fam 
at Lowest Possible Cost 


Here’s your answer to price competition! "Little 





Giants” are famous Master quality construction 
throughout — heavy hard-wrought, ribbed steel 
case .. . pure cadmium rust-proofing . . . pow- 
erful riveting .. . brass key guides . . . smooth- 
working locking mechanism. “Little Giants” 
enable you to compete price-wise with ANY 
make of padlock or ANY 


method of distribution .. . 






yet offer your customers 
genuine Master security. 


Make sales faster with 


Master Padlocks 


Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacturers 




















Spray Paint Remover 

Paint remover is applied by push- 
spray instead of brush. Semi-solid, 
it may be used without run-down 
even on vertical areas. Spray is 
said to hold solvents in more pene- 
trating contact with paint or var- 
nish than in old-type removers and 
at the same time to retard evapora- 
tion. No neutralizer is required 





Product will 
paint, varnish, lacquer, enamel and 


after use. remove 


shellac from wood or metal. Bost- 
wick Laboratories, Inc. 


For more data circle No. 1 on postcard, p. 119 


Mixer, Toaster, Roaster 
Three new electric housewares 
are a portable mixer (illustrated), 
roaster-oven, and toaster. Mixer 
has a Speed Selector dial and a 
Stop-N-Go switch. Large size beat- 
ers can be used for any mixing job. 
Weighs less than 3 lb. Retails at 
$19.50. Roaster-oven has 18-qt. 
capacity and is equipped with three 
oven dishes which rest on a rack 
placed in the inset well. White 
plastic control knob has red center 


12 





which glows when roaster is in op- 
eration. Retails at $43.95. Pop-up 
toaster does uniform toasting in 90 
seconds. Ends of toaster are black 
ebony finished phenolic plastic. Re- 
tails at $19.95. Westinghouse Elec- 
tric Corp. 


For more data circle No. 2 on postcard, p. 119 


Automatic Heaters 


Line of automatic thermostati- 
cally controlled heaters includes 
three new models. Model H553 (il- 
lustrated, left) is a fan forced 
heater with tip-over safety switch, 
air cooled case, turn-over safety 
guard and carrying handle. Mea- 
sures 14x10x8 in. Retails at $18.95. 
Deluxe Model H653 (illustrated, 
center) is a combination of fan 
forced, convection heat and infra- 





red radiant heat. Measures 14x10 
x8 in. Retails at $24.95. Model 
H753 (illustrated, right) is a com- 
bination room heater and deodor- 
izer. It has push-button controls, 
automatic thermostat, safety switch 
and guard. Weighs 23 lb. and mea- 
sures 1514x16x12 in. Retails at 
$49.95. Fresh’nd-Aire Co., Div., 
Cory Corp. 


For more data circle No. 3 on postcard, p. 119 


Power Chain Saw 


Called the SpeeDemon, this new 
power chain saw retails for $179. 
Features include automatic, con- 
tinuous oiling; lightweight, ground- 





level cutting; special alloy guide 
bar; single trigger control; float 
carburetion and two position cut- 
ting; full 3 hp. engine; chain jump 
shield, and cone pull recoil start- 
ing. Strunk Equipment Co. 


For more data circle No. 4 on postcard, p. 119 


Spinning Reel 

Spinning reel has new design 
which features an automatically 
retractable finger for line pick-up. 
Device is withdrawn on the cast 
and then automatically slides out 
to pick up line for retrieve. Spina- 
long reel weighs 6 oz. Its line ca- 
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Want more information on these 
products? Then use free post 
card on page 119. 


in hardware merchandise... 





pacity is 100 yd. of 6 lb. test mono- 
filament. Other features are an 
adjustable drag, a stationary spool 
that reduces line-twisting, and an 
offset stand that permits angler’s 
full hand to be placed forward of 
reel for easy fishing and longer 
casts. Ocean City Mfg. Co. 


For more data circle No. 5 on postcard, p. 119 


Lock Installation Kit 


Lock installation kit for do-it- 
yourself home craftsmen is de- 
signed to be loaned to customers 
free of charge by dealers. Kit in- 
cludes all tools used by professional 
locksetters for installation of tubu- 
lar and cylindrical locks. Full in- 
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FOR THE HARDWARE DEALER 


structions for using the tools are 
on inside lid of the 12x54%x6%% in. 
metal reinforced fiber tool box. 
Yale & Towne Mfg. Co. 


For more data circle No. 6 on postcard, p. 119 


Weather Station Kit 


New educational hobby kit, the 
Weather Station, includes complete 
parts for a desk barometer, an out- 
door thermometer and a rain gauge. 
Also includes a weather manual, ob- 





servation charts and an instruction 
sheet. All instruments in kit are 
from the regular stock of Airguide 
weather instruments. Kit retails 
for $10.00. Airguide Instrument 
Co. 


For more data circle No. 7 on postcard, p. 119 


Snack Set; Tumblers 


Colorvision snack set  (illus- 
trated) consists of six 9-in. portion 
plates and six 8-0z. cups. Come in 
mixed colors of melon, citrus yellow 
and almond green. Set of Hi-Kool 
beverage glasses consists of six, 
two-piece tumblers of 15-0z. ca- 
pacity. Can be used end to end as 


(Continued on page 116) 







TO HELP YOU 


SELL 


AND OTHER DEALER 
TALES Bete 


Concrete Drills Display 
This new plastic display for con- 
crete and masonry drills stands 5 
in. high and 10 in. long. All drills 
attached are fastened. Display is 
individually boxed and comes with 
drills and brochure for re-shipment. 
Prices and specifications on back of 
display for quick reference. Also 











available are handy kits containing 
various size drills at cost of drills 
only and a new C display case of 
plastic. It is 13 in. x 9 in. x 3 in. 
and available with stock order at no 
Rocket Concrete Drill Co. 


For more data circle No. 8 on postcard, p. 119 


cost. 


Window Material Display 

600-D display fixture offer 
cludes an all-metal dispensing floor 
fixture with cutting table and mea- 
suring device, and four rolls of 
R-V-Lite and Vimlite window mate- 


in- 





(Continued on page 138) 
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Wholesale Trade Sales 
Lag Behind Retail 
In First 6-Months 


The hardware business at the 
retail level shows a better sales 
report for the year than the whole- 
sale trade. 


Retail sales in June, the latest 
month for which data are available, 
was almost even with sales for 
June of the past two years. 


Wholesale hardware sales, how- 
ever, were off 6 pct as compared 
with last June. 


The wholesale hardware dollar 
volume during the first six months 
was 9 pct lower than it was from 
January to June in 1953. 


On the other hand, hardware 
stores showed only a fractional 
decline in a comparison with the 
first six months’ volume last year. 

Hardware wholesalers reduced 
their inventories to a 93 days’ 
supply in June. In May they had a 
106-day supply. 

The ratio of stocks to sales was 
considerably lower in June than in 
May. 

Wholesalers in the Middle At- 
lantic and East North Central 
states showed lower ratios than 
Mountain and Pacific jobbers. 
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HARDWARE 








> Consumer Indebtedness Rises 


> Business Pick-up Anticipated 


> Retail Trade Remains Steady 





# * 


Hardware Sales 
Even with Last Year 


Retail hardware selling con- 
tinues at about the same level 
as last year. 

Sales in June, as estimated by 
the Dept. of Commerce, were 
$232 million, the same as in the 
like month of last year, and 
about the same as in 1952. 

After adjustment for seasonal 
variations, however, June sales 
were estimated at $220 million 
as compared to $215 million in 
June, 1953. 

The Dept. of Commerce es- 
timates, seasonally unadjusted, 
follow: 


(millions of dollars) 
1954 1953 1952 


January .... 165 166 166 
February ... 172 167 170 
eee 196 200 190 
Saar 221 219 229 
C—O — ee 229 234 244 
| eer 232 232 233 


er 


6 months..1,215 1,218 41,282 


eee mad 236 214 
CS eee ate 228 216 
September ...... 231 224 
Sere 256 233 
November .. ... 237 219 
December .. ... 297 290 

2,703 2,628 





Heat, Drought Were 
Big Retail Factors 


Weather was the key to eastern 
market conditions in recent weeks. 
Lines which required heat and dry 
weather did well but those which 
needed rain, at least in normal 
quantities, suffered badly. 


Department store sales statis- 
tics offered a good yardstick: For 
the week ended July 24, New York 
department store sales ran 4 pct 
ahead of a year ago, while the na- 
tional total was 1 pct ahead. 


The flash report for the July 31 
week showed New York sales down 
3 pet, since, in this case, the ex- 
cessive heat drove the customers 
away from the city as early and 
long as possible. 

This meant that sales for the 
four weeks of July in New York 
ran 2 pet below the like period a 
year ago. 


Pick-up in Business 
Predicted by Bank 


National City Bank of New 
York’s monthly business letter 
claims that business appears to be 
picking up in both consumer and 


(Continued on page 162) 
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IT PACKS AN ATOMIC WARHEAD! 











Hits Like An Atom Bomb — 


ae <= mT Mushrooms Sales 


at - O@—) OF ad 8 a 
| @] OF .@ i me bo) ©) 


Guaranteed Profits 
ppelo) Re) B -s |. 


Put it anywhere in your store — 















be nein 
; Money| CAN BUY 


s hand 
‘ 





Sa: 
Pee 
j ae 


Where traffic is heaviest... 


watch the profits roll in! 


Join the throng of wide-awake dealers 
who have already proved to themselves 
that they can-make more profits faster 
with the P&C Self-Selling tool display 

4 to 6 turnovers a year not only 

sounds good, it is good when you put 


this silent salesman to work for you! 


Nearly 10,000 Dealers Pe ee See 

have Latched on to about the P&C Proved Profit Plan— 
This Hot-Selling Way 
to Insured Profits 





get started with this extra-profit 
bombshell NOW! 


PaC HAND FORGED 
TOOL COMPANY 


Box 5926-A, Portland 22, Oregon 
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WeuKS Me 







RETAIL PRICE 


TG 


Complete with 16” guide and chain 


Patents Pending 


LOOK AT THESE SALES FEATURES 


@ High Speed Gearless Drive @ Single Trigger Control 
@ Automatic, Continuous Oiling (Clutch & Engine) 

@ Light Weight—Only 26 Ibs. © Float Carburetion—2 Position Cutting 
@ Ground-level Cutting @ Full 3 H.P. Engine 

© Special Alloy Guide Bar @ One Pull Re-wind Starting 

@ Chain Jump Shield *@ 30-Day Service Warranty 





Model PD 3 All-position, pressurized model fills 
the bill for full-time woodcutters. 


Model P 3 Two-position, rugged, light weight. 
Strunk's popular priced gear-driven model. 
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| 4 
SIMPLIFIED DESIGN 
CUTTING SPEED 
FOOLPROOF OPERATION 
LOW, LOW PRICE 


CRACKS A VAST NEW MARKET FOR YOU 





MEL 


*Trade Mark 











Strunk does it again! After years of research, Strunk has perfected a 
foolproof, high-speed, gearless drive that makes possible the lowest 
price in the quality chain saw field. The SpeeDemon opens up a Backed by « com- 





2 . lete merchandisi 
tremendous new volume of business for you. Don't fail to cash-in program and ne: 
on this profit-making opportunity. Mail coupon today! en 


Some distributor territories still open 
Oar 





STRUNK EQUIPMENT COMPANY 
1301, Coatesville, Pa. 


Please rush full information on selling the Strunk SpeeDemon 











Name 
CHAIN SAWS  * ; 
Power Sprayers . .. Power Equipment Town State 





Power for Modern Lining 


[] 1am a dealer [J lam a distributor 
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CD2 COUNTER DISPLAY... 


A circular space on your counter about ‘twenty-seven 
inches in diameter is all the room needed for this 
efficient “Tool Salesman.” 

It consists of a base in which is screwed a short length 
of pipe and a ball bearing upon which rests the re- 
volving part of the unit as shown at right. 

Any six of the ten CRESCENT DB120 series of dis- 
plays can be attached to the display unit in the manner 
illustrated. The CD2 unit comes complete with mount- 


















didéal” 


DB121—Crescent “A” style Wrenches 
DB122—Crestoloy “AC” style Wrenches 
DB123—"A” and “AC” style Wrenches 
DB124—Crescent Slip Joint Pliers 
DB125—Crescent Fixed Joint Pliers 


CRESCENT DISPLAY STANDS 


FOR DB120 SERIES 12”x 24” 
DISPLAY ASSORTMENTS 





ing screws and instructions for setting up. Your cost, 
the actual price of the tools, plus only $5.00 for the 
fixture. Shipping weight (without displays) 19 Ibs. 


FS2 FLOOR DISPLAY... 


This unit is designed to stand on the floor and is other- 
wise the same as the CD2 described in detail above. 
The top section revolves on a ball bearing, making 
it easy to show the tools on any and all of the six dis- 
play panels. Standard is painted to match the maroon 
trim on the display panels and is sturdily built. Cast 
iron base holds it steady. Your cost, the actual price 
of the tools, plus only $7.50 for the fixture. Shipping 
weight without any displays, 90 Ibs. 


CRESCENT DB120 SERIES ASSORTMENTS 


Can be purchased separately for use apart from fixtures described above 


DB126—Slip and Fixed Joint Pliers 
DB127—Crescent Tinners Snips 
DB128—Crescent Tenite Screwdrivers 
DB129—Crescent Punches and Chisels 
DB1210—Crescent Hacksaw Frames 


LE ML 
Syl of Excdllence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL 
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COMPANY, 


JAMESTOWN, NEW YORK 
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silt. Cast. | WORLD’S STRONGEST HAMMER 


nat price The shaft of the new True Temper Rocket ts made of the 
lata So i finest chrome-plated boron tubular steel. It won't break 
Shipping .. it won't bend. It’s backed by True Temper's years of 
experience in producing millions of high-quality steel 
golt club shatts 


LI 
} 
SHOCK-ABSORBING, NO-SLIP CUSHION GRIP " ——— 
Comfortable, new-type Flexi-Grip™ handle absorbs shock 
Thisisanimportant feature that carpenters and other crafts- \ d, 
yove men will especially appreciate. And the no-s/ip feature of \ ars 4 
this exclusive new True Temper grip means greater safety he 
Pliers HEAD CAN’T FLY OFF Ky re! 
ps You can sell this great new True Temper tool to your \ 4X 
wdrivers customers with the assurance that the forged head won't ri 
1 Chisels come loose will never fly off. It’s octagon-shaped and 
frames made of the toughest of high carbon steel. Precision claws 


bite even the smallest nails 


PERFECTLY BALANCED...WITH PLENTY OF EYE APPEAL 


The new True Temper Rocket is a perfectly - balanced 
beauty that’s built for you to sell ata good profit. Its smart 
styling and sparkling finish attract customers make 
this fine quality tool easier to sell 


SUAKANTH 





ade only by 


Or K 


vv | IN ALL NORMAL HAMMER USE 


*Pat. A pplied For 


FOR COMPLETE 
DETAILS 
SEE OTHER SIDE 
























TRUE TEMPER 












HERE'S never been a hammer with a/i iT HAS REMARKABLE 
the features that are built into the new STRENGTH 


True Temper Rocket, and these are features | a 5 
In thousands of laboratory and ‘‘in-use 
that your customers will want. And a color tests the new True Temper Rocket has 


ful sales feature tag, attached at the factory, demonstrated its great strength. Try it 


points out and sells these features to your yourself . . . run over it with your car... 
customers. Add to this the smart appear- hit it as hard as you can time after time on 
ance of the new Rocket and you have a the head, on the side or on the handle... 
great new profit-maker hang on it. You can't break it 





LAL WI 


Steel shaft won't break Cushion Grip absorbs shock Forged head won 


LOOK AT THESE 








The oval ha ped, chrome plated, boron tubular steel shaft of the new Rocket 1 the strongest handle eves develope / 


The precision claus of the True 
Temper Rocket are uniformly split 

















nl on by ‘ Hoce nas y; 
te mallest nats f 
= tinct if mper shape afford bg : 
maximum pulling a nd prying \ \ \ 
efficrenc J 
\ 
—— ‘\ 





Here's why the deluxe, forged head of the True Temper Rocket won't 
come loose, can't fly off. The tubular steel shaft is wedeed into the head 





fy 





A steel pin, through head and shaft, holds head permanently tight 








The rubber-fber composition grip (see \s-cutaway above) of the True Temper Rocket ha 
special shock-absorbing qualities making it easter and more comfortable to use. Grip 
us permanently bonded to shaft won't come loose, won't turn. Hands won't slip even 








when grip 1s wet. Metal cap protects inside base of grip. Built to last for the life of the 
hammer! 

















Corporation 




























FEATURED IN IRHM 


PROMOTION 


The new True Temper Rocket will 
a big feature of the National Reta 
Hardware Association's Do-It-You 
self’ promotion. Advertisements 
leading national magazines inclu 
ing The Saturday Evening Post 
will tell the story of the new Rocke 
to your customers. And there's plent 
of True Temper advertising and pr 
motion material ready for your ust 


your market 


ORDER YOUR STOCK 
OF THE NEW TRUE TEMPER 
ROCKET NO. AIl6 FROM 
YOUR WHOLESALER NOM: 
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As simple to run 
as a toaster! 
What rugged 


construction! 


Look at the big 
Control Panel 


We're firing up the 1954 siz- 
zling promotion with large ads 
in these national publications. 
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Just Plug te In $ 


SHOPMASTER 


presents its a New 


STING ARBCE 


>CIRCLE 


2» SAW 


with Built-in Motor and Table Extensions 


Now, for the first time a power tool that is as 
simple to run as a modern appliance. Your 
customers just plug it in. No motors to buy or 
mount! No V belts! It’s a handy floor model 
8” tilting arbor circle saw featuring a one 
piece all metal frame. Features a_ specially 
built nationally famous motor that develops up 
to % horse power torque. Has new master 
view indicator, finger tip control. Blade cuts 
242” depth and tilts to a full 45°. Table size 


with extensions is 


mitre gauge, stop 
rods, rip fence, 8” 
Roc-edge saw blade, 
plastic guard—only 





16” x 30”. Comes 
complete with stand, 
saw, table extension, 
built-in motor, cord, 

NO MOTOR TO BUY! 
NO V BELT TO BUY! 
NO PULLEYS TO BUY! 
NO STAND TO BUILD ! 








SHOPMASTER, Inc. pethedees 


1214 S. 3rd St., Minneapolis, Minn. 


Please send me your booklet on Shopmaster tools. 


Name 





Address____ 
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FULL FORGED RIBS 
CAN TAKE IT! 


AND HERE'S WHY: 


UTICA 


RIB-JOINT 





\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 





2IXYAS2E> 








BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AMD FORCED TO FOLLOW CONTOUR OF RIBS 





EACH RIB SHARES THE SINEW-LIKE 


STRENGTH OF THE ENTIRE JOINT MEMBER 





Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 
sinew-like strength of the entire joint. There is 











UTICA 4, NEW YORK 
"UTICA" (When referring to the line of hand toels) and 
“RIB-JOINT' are Trade Marks Reg. U. S. Pat. Off. 
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COS 


DROP FORGE AND TOOL 


CORPORATION 


S ae 


Pliers + 507-10 


With FOXGED rib -joint 
for added strength 
exactly where you need it. 











YOU'LL 
SEE IT 
IN THE 


NEXT 
MONTH 


no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Utica quality. 





and the world's best 
tools are made in U.S.A. 





Fin oy 
wis 
frees. 


x 









Visit US AT 


BOOTH 219 


AT THE NATIONAL 
HARDWARE SHOW 
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Makes buying 


easier For 
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Put this brand new display to work on 
your counter or aisle unit, and you'll 
sell more abrasive paper .. . save selling 
time... increase your profits. 

Your customers like to see, feel and 
compare the grits when they buy sand- 
paper. They'll buy more—be better 
satisfied —if they can choose what they 
want without bothering salespeople or 
rummaging through unwieldy stacks of 
sleeves or boxes. This new, attractive 
display of Professional Sanding Papers 
by CARBORUNDUM lets them buy the 
way they like to buy! 

This colorful (red, blue and gray), 
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CALL YOUR CARBORUNDUM 
WHOLESALER TODAY 
for complete details of this special deal. 
Or, if you prefer, mail the coupon. 


fe! 


sturdy sales aid is available 
now—with either of the 
following Professional 
Sanding Paper Assort- 
ments: Catalog No. R300 
Flint Paper and Emery 
Cloth Assortment, or No. 
R300A Garnet Paper and 
RED-I-CUT® Waterproof 
Paper Assortment. Both 
contain the most popular grit sizes of 
each product—all plainly marked on 
the display unit and on the back of 
each sheet with CARBORUNDUM’S sim- 
plified gradings: Extra Fine, Fine, Me- 


SAVES Space. 





Smart new ALL METAL display for abrasive paper 


-- SELLS Sandpaper 





dium, Coarse, Extra Coarse. Included 
in each assortment is one box of 10 
Furniture Refinishing Kits —a fast-mov- 
ing ‘do-it-yourself’ item; and a supply 
of free ‘How to Sand” folders. 


t THE CARBORUNDUM COMPANY, Dept. HA 90-425 


f Niagara Falls, New York 


|_] Please rush catalog sheet on your new 
Professional Sanding Paper Display. 


Include complete Hardware 
Catalog, also. 











CARBORUNDUM 


REGISTERED TRADE MARK 


NAME TITLE 
COMPANY STREET AND NUMBER 
CITY ZONE STATE 


HIGH PROFIT, 
LOW INVENTORY 
abrasives line 





















NEW SALES-TESTED 


Kebbeamaid DISPLAY UNIT 


Triples your counter space! 
Multiplies your gales... profits! 


NOW! A NEW and complete self-service unit that helps 
you cash-in big on America’s biggest-selling rubber house- 
wares line. 


This modern, colorful Rubbermaid display turns 8 feet of 
ordinary counter space into nearly 24 feet of selling space. 
Does all 3—stocks, displays, sells RUBBERMAID. 


Sells your customers the items they see in Rubbermaid’s 
full-color national magazine ads. Lighted panel shows 
Rubbermaid products in color, in use! Eye-level height 
makes selections easy, draws multiple sales. 


See your Rubbermaid jobber, or write to: 


Kebbermaii @HOUSEWARE 


the original...complete...enly nationally-advertised line of rubber housewares 
THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 


24 


Order yours now! 


No. 0858 DISPLAY UNIT with lighted sign. 


Compact size: 49’’ long; 2454” wide, 49” high. Ships 
flat. Easy to assemble. Available to you at less than cost. 
Only $30.00. Pays for itself over and over again! 
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RED BREAST 
WHISK BROOM 


@ HOME @ OFFICE 
@ CAR @ SHOP 


America’s fastest-selling, 
best-known whisk. Use- 
ful in so many ways that 
customers will buy sev- 
eral. Tough genuine pal- 
metto fibres snap away 
dirt and dust quickly. 
Convenient hangingring. 
71%" overall. 


SELF-SELLING DISPLAY: Metal rack, with 4 arms, 
displays one dozen Red Breasts. Colorful top sign. Sets 
up in seconds. Packed in box with dozen whisks. 


RANCH HOUSE Outdoor Broom 


@ PATIOS @ TERRACES @® WALKS 
@ GARAGES @ BASEMENTS @ COURTS 


First and finest “made-for-the-home” outdoor broom. 
Helps you sell the huge, ‘‘new home” market. Stiff, 
tough fibres sweep away grass, dirt, litter or snow from 
outdoor surfaces. Push-broom style makes sweeping 
easy, non-tiring. 14” yellow lacquered block. 54” red 
handle, hanging ring. 

SALES-MAKING BOX: Each brush-head packed in 
colorful box. One dozen brushes and one dozen handles 
in same shipping carton. 





DAIRY BRUSHES 





high. Ships 
s than cost. 
ain! 
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OX FIBRE BRUSH COMPANY, INC. 


the new TANKER 


®TANKS ®VATS ®DRUMS 


Specially made for cleaning 
deep containers. Helps you 
sell the big, growing ‘milk 
holding tank’”’ market. Han- 
dle angle gives full use of 
brush surface. Threaded 
connection keeps handle 
secure. Rounded brush sur- 
face cleans everywhere. 
101%” dia. brush-head. 48” 
handle. Brush-head indi- 
vidually boxed. 


SUPERIOR CONSTRUC- 
TION—Two-piece water- 
resistant block; both pieces 
replaceable _ separately. 
Joined by rustless bolts and 
nuts, countersunk to prevent 
scratching. Your choice of 
3 fillings—crimped black 
duPont nylon—stiff Ox pal- 
metto—union fibre mixture. 


MAINTENANCE BRUSHES 


FLOOR SWEEP 
DISPLAY No. 1 


@ DISPLAYS ®@STOCKS 
@ SELLS 


Selling money-making Oxco 
floor sweeps is easy with 
this attractive, compact 
display. Order 18 selected 
sweeps—four most popular 
styles, and get metal dis- 
play at no extra cost. Sets 
up easily—displays 6 sweeps 
and 18 handles; stocks 
balance of sweeps in rear. 
Takes little floor space— 
only 2414” x 1314”. Color- 
ful metal sign suggests 
proper sweep for customer’s 
floor surface... helps you sell. 
PACKING: Display unit, 
18 sweeps and handles in 
one shipping carton. 











See Your Jobber 


Quality brushes of all types -- backed by 
national advertising and 70 years of brush-making skill 














Service Over The Years 


Makes These Brands 
Best Sellers Today 


Shipped nested, 
25 to a carton. 


STOVE PIPE 


Found in more homes 

the country over 

than any other. The 

first self-locking ... and still the 
best-selling stove pipe with 
exclusive locking feature. No 
wonder smart retailers always 
stock and promote profitable 
MASTR-LOK! 


For complete information 
and the name of your nearest 
MASTR-LOK wholesaler, 
write us today! 


For companion sales, feature 


BLU-PRIDE ELBOWS 


You pay less for shipping. . . special 
packing assures you of receiving elbows 


clean and dent-free always... costs you 
less all around! 


Shipped nested, 
12 to special octagonal carton. 


MAKE YOUR KITCHENWARE LINE 
COMPLETE WITH 


blu pride 


steel Be wore 


Only trade- 

marked, nationally- 
promoted steelware 
in the lowest 

price bracket! 


New name 
for America’s favorite 
line of popular-priced tinware! 


DRIPPING 


CAKE PANS PANS 





LOAF PANS 


BISCUIT 
PANS 


DOUBLE 
ROASTERS 





FLARING 

" PAILS 

muffin pans 
colanders 

rinsing pans 
measures 

funnels, etc. 


Send for Price List and Catalogs 


THE PARKERSBURG. STEEL COMPANY 


PARKERSBURG, WEST VIRGINIA 





The Home of MASTR-LOK Stove Pipe, “blu-pride” Steelwore and “‘brite-pride” Tinware 


26 HARDWARE AGE, AUGUST 19, 1954 








MEANS BUSINESS 





5 STAR EXTRA 





Jeweled, shock-resistant, non-magnetic. Chrome case, stainless 
steel back. Leather strap, unbreakable crystal. Retails for $4.95. 


No. 122 Deal. Six “Dart” wrist watches factory-mounted on 
display card. 


You sell 6 at $4.95 .. $29.70 
Cost ae $20.16* 
Your PROFIT $ 9.54 


Sodtined LirTLeE PAL 


America’s best value in miniature alarms. 40-hour movement. 
One key winds time and alarm. Metal case in baked enamel 


ivory finish. Felt padded base. Retails for $3.95, with radium 
dial $4.50. 


No. 120 Deal. Three plain and three radium “Little Pal” 
alarms with free display card. 


You sell 3 plain at $3.95 ... $11.85 
3 radium at $4.50 .. $13.50 

$25.35 
$17.73* 


One of America’s most popular pocket watches. Dependable 
shock-resistant movement, can’t be overwound. Chrome plated 
case, unbreakable crystal. Rotating second indicator. Retails 
for $2.95. 


No. 114 Deal. Six “Click” watches factory-mounted on card. 
You sell 6 at $2.95 .. $17.70 
Cost $12.30* 
Ss Your PROFIT $ 5.40 


Sports For the Kids Fora Soar Fora 











a | 


DISPLAY DEALS 

























Soitinel DAWN S f: f 
8 Day Aan e-Bay Alarm 


Popular-priced 8-day alarm. Metal case in baked enamel ivory 
finish. Bold numerals and hands. Can’t be overwound. Felt 
padded base. Retails for $4.95, with radium dial $5.50. 


No. 42 Deal. Four plain and two radium “Dawn” alarms with 
free display card. 


You sell 4 at $4.95 ........ $19.80 
7. See 













Tle netina $21.58* 
Your PROFIT ...... $ 9.22 













Saitnel DAPPER 


Handsomely styled 40-hour alarm, priced for quick sales. Dura- 
ble Lustrex ivory molded case and base, gleaming brass plated 
bezel. Shatter-resistant crystal. Retails for $2.98, with radium 
dial $3.50. 


No. 231 Deal. Three plain and three radium “Dapper” alarms 
with free display card. 










































You sell 3 at $2.98 .........$ 8.94 ; 
3 at $3.50........ $10.50 EEN... * Aare 
SS 6a ‘states $19.44 oe Tes Fay beset ono eat A 
EEE Ee $13.56* eo st 
Your PROFIT ... .. $ 5.88 , a 


. steered ie POST, Cones, Low oe 
*]f you order four or more of the above Sentinel 


deals, your wholesaler has a special price for you. 





TO HELP YOU SELL, miions 


of sales messages appear consistently in 


POST ° Collier's > LOOK 


INGRAHAM CoO., BRISTOL, CONNECTICUT 










THE E. 

















Gla sbake makes housewares history... 


Be _ : oe ORF = 


. = ‘gf a ™ te x > eae 1 
2 > Sathen, Gy, en Oe rN Ren, ee 
i ne Pg ea gE. ete 
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EETIME tuananrey 


The only glass Bake-anq- 
GUARANTEED FOR LIFE! 


© glass parts of sh; 
seneet rsteae ot 
dress and hea Prompt replacemesst®” break due to 


cher Glass Mom pias Parts to McK 


eannette, Pennsy| 






o 
I -) 
= 
= 
5 -) 
= 
La) 
SS - 


Vania, 


GLASBAKE SCORES AGAIN .. . with 
another outstanding first . . . a product 
guarantee that extends . . . not for 
months, not for years, but for life! Any 
Glasbake product that breaks at any 
time due to oven-heat will be replaced 
free-of-charge. No other bake-and-serve 
ware offers a guarantee like it. 


WHAT A SALES CLINCHER Imagine the 
customer confidence and good-will this 
Glasbake guarantee will build for your 
store. It means .. . for the first time... 
your customers can buy glass baking-and- 
serving ware with full assurance of a life- 
time of satisfactory service. 


HERE'S HOW IT WORKS The glass parts 
of Glasbake products broken by oven- 
heat will be replaced directly by McKee. 
Your customers simply forward broken 
glass parts to us for prompt replacement. 
There are absolutely no returns to trouble 
the dealer! 


GET FULL DETAILS on this great Life Time 
Guarantee from your local Glasbake distributor. 
Talk to him today. 









Glasbake BASKETWARE Slouell Glasbake 


11 popular dishes. 7 handsome dishes, 2 gift sets 


From 51,98 to §] 95 From 5 A to $73 





Glasbake sorts 


Clear or Milk-White glass. 


Service-for-4 $4 95 
Service-for-2 


Glasbakes 
LIFE-TIME GUARANTEE PROMOTION 


\ 
consumer - pisPLnys! 
Newspaper Mats 


FRENCH 
Glasbake CASSEROLES 
Set-of-4 Casseroles, 
$7 49 Covers, Serving Tiles. $385 





FOLDERS) 


McKEE DIVISION Thatcher Glass Manufacturing Company, Inc., Elmira, N.Y. 
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Split handle 
poct display 
unit! Hes e 
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Cuts 25 
In 0 


++. or 49 | 
toes! Also | 
other foods. 
TER, $2.98 


: 


Draws | 
Silverwar 


Lowest pric 
Just drop it 
No rubbiny 
SILVASTA 


DAI 


HARDY 





SWEEPS PERFECTLY CLEAN WITHOUT DUST 


“=MAGNETIK SWEEPER 





Amazing Vacuum-Like Magnetic Action Sweeper Keeps Floors Hospital Clean! | 


Hard-surface floors of linoleum, hardwood or 
tile have never been actually clean unless 
they were scrubbed with soap and water. Now 
a remarkable new dustless sweeper will do a 
thorough job never before possible! 


This new electrostatic sweeper draws static 
electricity from the air when its rubber blade 
glides across the floor. This action magnetizes 
every bit of dirt, forms it into actual clusters 
so that not one cluster can rise into the air 
and settle on drapes and furniture. 


in the broom closet. 
The compact, slim blade design enables you 
to reach under the lowest furniture and radi- 
ators, to penetrate corners that no other 
broom can reach. 

If you suffer from a dust allergy and if in- 
fants play and crawl around your furniture, 
you can’t afford to be without this indispen- 
sible aid to health and cleanliness. 
Stock up now while our hard-hitting 
national advertising creates tremen- 


é‘ 


Pars? 





MAKE THIS SIMPLE 
DEMONSTRATION TEST 
TO YOUR CUSTOMERS 





Sweep floor with your pres- 
ent broom or mop. Then go 
over it with this remarkable 
new sweeper. Your custom- 
ers will be amazed at the 
unbelievable clusters of 
dirt, lint, thread, hairs, sand 
and grit left behind by the 








dous demand for this quick-selling 
sweeper! 


EXCLUSIVE 
<i MAGNASTAT® BLADE! 


And, Mrs. Damar’s Magnetik Sweeper has no 
bristles to hold dirt .. . dust can’t be stored 














wm IF IT DOESN'T HAVE A j 
Le MAGNASTAT BLADE—IT ISN'T, old-fashioned sweeper. 
SS A MAGNETIK SWEEPER! 

























> Only - 


$298 


SUGGESTED 
RETAIL 


Split handle makes com- 
poct display and delivery 
unit! Hes easel back to 
stand on counter! 





dake - 
ets { Wis.Damass nagnetik 


Here Are Just a Few of the 30 
Nationally Advertised Damar Products 











Makes Fluffy Rice 
Automatically! 


No stirring, no watching, no 
burning. Each grain comes 
separate. RICE FLUFFER 
& QUIK-COOK, $1.50 retail. 


ZO 


Makes Any Pot 
A Steam Cooker! 


Fits any 5%” pot or larger. 
Preserves natural flavor and 


Cuts Tomato Into 10 Slices 
At Once! 
Amazing 9-bladed slicer cuts 
tomato evenly—no mess or 
tomato “‘folding up.’’ SLIC- 

EX, $1.00 retail. 


| 


Cuts 25 French Fries 
ES In One Stroke 

-.. or 49 shoestring pota- 
toes! Also handy for dicing 
other foods. POTATO CUT- 
TER, $2.98 retail. 





vitamins of foods. STEAM 
BASKET, $1.50 retail. 


ab 


WD 


DAMAR PRODUCTS 
ADVERTISED IN: 


« Redbook « American Home 
« Living « Esquire « Parents 
« Good Housekeeping « 
Better Homes & Gardens « 
Columbia « N. Y. Times Mag- 


oT. azine Section e« This Week 


a, N.Y. 








Draws Tarnish From 
Silverware Like Magic! 
Lowest price on the market! 
Just drop it in the dishpan. 
No rubbing, no polishing. 
SILVASTAR, $1.00 retail. 


Furniture Scratches 
Vanish In One Stroke! 
Stroke across light or dark 
wood furniture andscratches 
disappear. SCRATCH 

ERASER, $1.00 retail. 


Makes Any Pot 

A Double Boiler! 
Prevents burned or scorched 
foods, no boiling over or 
blackened pots. FLAME 
TAMER, $1.98 retail. 


See Your Jobber Or Write Direct, 


DAMAR PRODUCTS, INC. 
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Erases Spots From 
Clothes — Instantly! 
Magic dry eraser! Removes 
all stains—coffee, blood, ink, 
lipstick, ete, RUBZOUT, 
69¢ ea. 3 for $1.98 retail. 





« Family Circle « Household 
« Work Basket « Woman's 
Home Companion « Moose « 
Holiday and many others! 








Manufacturing Div., 21-7 Damar Bidg., Newark 5, N.J. 
Damar Products of Canada, 971 $t, Timothee, Montreal 24, Que, 
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Scene from the Monsanto 
movie showing on television 
and to women’s clubs all over 
the country. Pictures how 

to install tile... and how to 
buy with confidence. 


This seal will help you Se|| more wall tile 









made of Monsanto 





“on Ob Mune > 

* Guaranteed by 

Housekeeping 
re 


45 aovranssto 





Tynene Wlaiae x 


This seal tells your customers the tile that carries it 
meets the voluntary standards set by the plastic 

wall tile industry and complies with the specifications of 
the National Bureau of Standards for thickness, 

color, durability and quality. It encourages your 
customers to buy with confidence . . . another effective 
selling point like the assurance they feel when they know 
they are buying tile “made of Lustrex.” 


That’s because Monsanto is pre-selling your customers 
through national advertising... stimulating the 

desire to redecorate... showing how to do it 
economically with plastic wall tile made of Lustrex. 
On television, too, Monsanto is reaching millions 

of homemakers, showing them how to install tile, and 
pointing out what this seal means as a guide 

to buying quality and satisfaction. 


Take advantage of these two key selling points. 
Feature wall tile made of nationally advertised Lustrex. 
Point out the industry seal. Use both selling 

points to build more business. 





Monsanto’s national advertising reaches 
millions of homemakers. . . sparks the 
urge to redecorate . . . pre-sells 

them on plastic wall tile made of Lustrex. 


MONSANTO 












SERVING INDUSTRY... WHICH SERVES MANKIND 
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vestment and less space 
than an open magazine 


DEAL No. A399M 
would take, you can put Quantity © Number Name Dealer Price Retail 
in this complete, new 


MIRRO-MATIC. deport. | 1 only 11M $10 Display Stand FREE 

ment, get a permanent, | 2 only 394M = 44-qt. MIRRO-MATIC 

$10 display unit FREE, Pressure Aad $16.40 $25.90 
and pocket a profit of (Without Side-Grip) 

$29.95 on your original order! The display is | 1 only 396M _—6-qt. MIRRO-MATIC 

sturdily built, of non-warping plywood, beautifully | Pressure Pan 12.51 19.75 
finished in blond-tone natural wood. The Deal 

includes a quick-selling selection of most-wanted | 1 only 398M Sy aaa 13.62 21.50 
sizes, plus a complete assortment of replacement ‘ : 
parts, stored on-the-spot in a convenient compart- | 1 only A9913S Replacement Parts Kit 9.22 14.55 


ment of the display. | $51.75 $81.70 


@ For a small in- c Here’s the Money-Making Deal! 


Handy storage for replacement parts 





Prices slightly higher in West. 


Your profit $29.95 (margin 36.6%) 


: PLUS DISPLAY STAND / 
cache M | R R @ wy me your MIRRO Dobbin! 


‘'s the THE FINEST ALUMINUM 
f Lustrex. ALUMINUM GOODS MANUFACTURING COMPANY . MANITOWOC, WISCONSIN 


FIFTH AVENUE BLOG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM mene n Gm. mo) UTENSILS 


MIRRO-MATIC is making, for dealers all over 


Don’t miss this one! Get in on the money that | 
America ! 7 
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ITS TIME TO ORDER 


the Best Space Heater in the World! 


PORTABLE Ric STEAM 


CAFE STEAM HEAT 
FROM ANY WALL PLUG { 








——e 


ke 





ne 


PROFIT-LOADED BECAUSE 
IT SELLS BIG: 


World's le no fire haz 
exposed ele 


SS ae 


Highest Efficiency —Neo's by true 
convection— delivers obundont, un 
od mii) healthf jy) steam heat evenly 
througho 
Most Economical— 


hour to operate inn 


yt the | 
than 2¢ Pe! 














ess 
more 














ost areas 





heat for \ess 

Perfect Portability ligh 
handle —handson 
sh)— for idea! suP 


tweight with 
e (Ivory OF 
corr ying 
Walnut wrinkle fini 


ementar heat anywhere i 
plementary 8-Section Model $39% 


RETAIL 


10-SECTION MODEL $4495 





ve, 
we F Sy Stock, Display and Sell 


BOTH Models 


ExrRA | Ga Slectresteem 
Peopirs, GPa | Dolores Thermostat 


tote ' 
heate telalige mma laren 


differential | ) 
€ a t 2 IVES Mmalolale my] o) 


Plug in folalomma oni 
PRICED TO SELL, $ 95 
ONLY RETAIL 








, | ELECTRIC STEAM RADIATOR CORP. 


T ELECTRIC AVE., PARIS, KENTUCKY 


— ee ‘ . 
—_—— 


aners of Electric Steam R Therm 7 f t | 
M k t adiators, h r ostats Vaporizers Baby Bo tle Wormers and eri 
’ c S zers 
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NATIONAL 
SILENT 
SALESMAN 


to work for you 


Takes only 12 square feet of floor space ... 





You'll catch shoppers’ eyes and their 
dollars with this attractive self-service 
merchandiser. Display it and your normal 
store traffic will move the line fast, because 
there’s a hundred and one uses in and 
around the house for National products. 

What’s more, you'll find a big, ready- 
made ‘do-it-yourself’? market for all 
National’s products. They’re colorfully 
packaged, completely machined, and all 
fastenings are included—ready for simple, 
speedy installation. 






Order from your 
jobber today 


NATIONAL METAL 
PRODUCTS COMPANY 


Pittsburgh 33, Pa. 


or mail coupon 
for additional 
details! 










1001 Ridge Avenue 
P.O. Box 9965 
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 Yational METAL 
WEATHER STRIP 


Ric wr Fore 








Thresholds * Door Sweeps ° Linoleum 
Binding and Edging * Molding * Packaged 
Weatherstripping ° Stair Nosing 
é& 

Here’s how YOU PROFIT with the 


National “Silent Salesman” 


Completely-stocked display 
costs you : 


Total sale price of merchandise...... 


YOUR PROFIT 





Also available with less merchandise at less cost. 









o* . Ep 
([] Please send catalog and price list. i 
WEATHERS TRIP 
[J Advise name of my nearest jobber. , er 
INSTITUTE 
! 
ee 
; Address__ wnennitamaeiigi 
i 
__Zone___State__ esting 





\ City_ 


~ ee eee ee ee ee =» os 








vet $e@ 4 42s heater so good-looking? 


% 


ania te 
eo CGA AOD L AD AEE 
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VENTED CIRCULATORS 
SELL ON SIGHT! 


The acknowledged style leaders of the heater 
parade! Immediate customer-acceptance will 


make them one of the fastest selling lines in’ 


your store. 


Hearth-Flo Vented Circulators are finished in 
beautiful copper-tone hammered enamel. . . grill 
work is gleaming chromium. Will harmonize with 
almost any surrounding. 

They’re extra efficient . . . and service-free. Fea- 


ture easily installed preassembled control mani- 
folds . . . sealed combustion chambers coated 


¥ 6 th ON OG ALLEL ARID BATE 


a 


iO ALLL LALLA 
nn! 


with vitreous enamel .. . high heat output . . . all- 
welded construction... bonderized undercoating. 


Available in four sizes—from 20,000 to 60,000 
BTU’s per hour. . . for all types of gas 
approved by the AMERICAN GAS ASSOCIATION. 


PRICED FOR PROFIT! Hearth-Flo heaters are 
proving themselves to be the se/lingest gas heat- 
ers on the market today. Quick turnover and 
low original cost mean bigger PROFITS for 
you. ORDER FROM YOUR WHOLESALER 
TODAY! 


Made by the same reliable people who give you 


Hearth-Glo unvented room heaters. . 


. “St. Louis 


Blue” stove pipe . . . JEMCO wood heaters. 


» JACKES-EVANS MANUFACTURING COMPANY : St. Louis 15, Missouri 


() 


Manufa drers Since 1888 
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es VOLUME SALES and PROAITS 


YOU'RE DREAMING OF, BY ALL MEANS 


SEE THIS! 


- SWAN RUBBER COMPANY « « « BUCYRUS, OHIO 


World's Largest Manufacturer of Original Equipment Heater Hose 





Haven’t got it? Get it! Don’t miss it! 


TELECHRON 
S 


HOTTEST PROMOTION IN YEARS! 


10-DAY HOME-TRIAL OFFER 
with ANNUAL $15,000.00 CONTEST 























7-piece : 
following: 
When minutes matter... trust cs E i EC H rs 2 ¢ a holder an 
S Y yy, S robe hook 
as ys Y: J BACKED UP BY POWERFUL 
mane so tet ene te one Se Senter FULL-PAGE, FULL-COLOR ADVERTISING LIKE THIS 

, eee, to appear in The Saturday Evening Post, C 

a Fm nse Pm nee 7 509 October 9; Life Magazine, September 13. 


lenachcmnlllteneadnaudlinmatinatatoneatialiaadlitann! 


Ld 
Re | Rm nme pees Net es a ete 


BACKED UP BY DAVE GARROWAY’S “TODAY” NBC-TV PROGRAM 
AND LOCAL TV ANNOUNCEMENTS IN THE WEST 
making sales demonstrations for you 


in millions of homes! 


em a 


1000 es 





10-day home tial ofter 











FREE ~~ > 








Display | 

PROMOTIONAL ci, 

your wind 

You pay « 

KIT the board 

Get it when you buy special contest and AWAY \ 

home-trial assortment pack. WW 

Order from your distributor salesman... right away! _ — SS TH 
A. Telechoice (red), $5.98* D. Dorm, $3.98* >= 

These six home-trial clocks include — sae 

laws heendnew gretuned dede B. Gracewood Luminous, $8.98* E. Decor Luminous, $7.98* Ze =—s 

and two of the fastest moving clocks C. Telecrat, $6.98* F. Swirl (red), $3.98* % dew r 

in the line—all from $3.98 to $8.98! *Prices plus tax. Prices and specifications subject to change without notice 4 ver t 

iwi 

HURRY! GET SET FOR THIS SIZZLER OF A PROMOTION! | “% Ml 

HARDWAI 
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7-piece set (4 pieces recessed) includes one each of the 7-piece set (2 pieces recessed) contains the following: 
following: paper holder, soap holder, tumbler holder, soap paper holder, tumbler and toothbrush holder, soap holder, 
holder and grab bar, 24” towel bar, 18” towel bar, and soap holder and grab bar, 24” towel bar, 18” towel bar, 
robe hook—a complete bathroom set. and robe hook. Package converts to carrying case. 


Compblere sels and disolay boards 
hele you sell Gerity chrome 


These merchandising aids mean 
GERITY BATHROOM ACCESSORIES will bring 
you BIG PROFITS! 


Watch your profits skyrocket when you dis- 
play Gerity Lifetime Chrome on the colorful 
display boards, for window or counter. They 
are FREE—you pay only for the accessories. 

The package, a new Gerity benefit for you, 
converts to display (as illustrated above by 
two of the five Newport sets) or carrying case. 
= Tae By keeping complete sets together, it prevents 
— IAN iis ies m4 misplacement or loss of individual pieces, saves 
labor on project installations, and simplifies 
inventory control. 

And you still enjoy the fine styling and 
other Gerity features: exclusive self-centering 
ee ainda, Cay ent you acliine. backplate for easiest possible installation 
You pay only for the accessories on LIFETIME CHROME copper-nickel-chrome triple plating —and 
the boards! ae Gerity’s lifetime guarantee that fixtures will 

stay bright, never chip or peel! 


ANNU gg ——————————————————————————- ? 


Display boards are colorful, and 
take little space on your counter or in 









GERITY-MICHIGAN CORPORATION HA-84 
S THE GUARANTEE Bathroom Accessories Division | 
= Adrian, Michigan | 
Please send more information on Gerity bathroom accessories and dealer | 
Sp not crack, peel, break, chip or tarnish benefits, and the name of my nearest supplier | 
LZ This guarantee is made possible by new, modern man 
“y ufaeturing processes used exclusively by Gerity and N | 
“My developed after years of research and e xpe rience in the ame 
“y * manufacture of better quality chromeware | 
Zi For chrome plating that is guaranteed always look for Address | 
the name Gerity : 
City —— Zone | 
TUM se a ) 
Ce v re ee err ee cee eee ee ee ee ee ee ee ee ee ee ee J 
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TOUS BEAUTIFERS 


use Pa Balding \ anual 
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... $0 we're selling your customers on ; oreening 





In leading national magazines . . . on televi- 


sion... today’s biggest screening news is it’s available now! 

ALUMINUM—the modern metal ee, Insect wire screening woven by the following 
that’s NONSTAINING. Aluminum Company manufacturers from Alcoa® Alclad 5056 (for- 
of America, 1933-H Alcoa Bldg., Pittsburgh merly 56S) Aluminum Wire conforms to Na- 
19, Pennsylvania. tional Bureau of Standards Specification CS 


138-49 and Federal Specification RR-S-14 1a. 


ALCOA 
| ge eek Alabama Wire Co., Inc. The C. O. Jelliff Mfg. Co. 

















© American Wire Fabrics Keystone Wire Cloth Co. 
* y Corp. New York Wire Cloth Co. 
Ciinton Wire Cloth Company Inc. 
of Clinton, lowa Pennwoven, Inc. 
ALUMINUM COMPANY OF AMERICA Cyclone Fence Division — Phifer Aluminum Screen 
(American Steel & Wire Compony 
Company) : 
Dixie Screen & Wire a cl Cloth & 





Products, Inc. 
Gilbert & Bennett Mfg. Co. 
Gulf Screen & Wire Co., Inc. 


Standard Wire Cloth & 
Screen Company 


Whitehead Woven Wire 





& Hanover Wire Cloth Div. Co 
= (Continental Copper & ‘ 

Steel Industries, Inc.) Wickwire Brothers, Inc. 
& Heilig Bros. Co., Inc. Wire Products, Inc. 
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You can put your confidence 














Put up in 
50 and 100 foot hanks 


or 50 Ib. reels 
Sizes 6 thru 16 
in 2 Grades 


als 
“\~ 





ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Los Angeles, California, or Mari- 
etta, Minnesota. Orders of $20.00 to $50.00, 
freight allowed to $1.00 per cwt. Freight prepaid 
does not include extra charges incurred outside 
carrier’s regular zone of delivery. 










SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 


“ JUTE TWINE 


Line 







When you display the WITH ine- 


it Sells! 


Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED IN 1673 2102 Colorado Blvd. 


} Los Angeles 41, Calif. 
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Marietta 
Minnesota 


41 









“| even cut 
| flashlight lenses out of 
scrap pieces of L-O-F” 







says FRANK W. SOMMERS, owner ' 
Sommers Hardware Store, 
Beverly Hills, Chicago, Ill. 











‘ 
1% 
wy 


= 






Mr. Sommers had just finished running several test-cuts on 
four well-known brands of single-strength glass, labeled A,B, 
(:, and D. He had not been told which brand was which 
until after he had selected the one that was easiest to cut, 

He picked ‘‘C” every time—and “C” was L:O-F. In 
fact, more than 9 out of every 10 dealers who took the 










same test picked L‘O-F. 

“This L‘O:F Window Glass gives you a smoother cut 
with no effort on the cutter,’ said Mr. Sommers. ‘And if 
you have inexperienced fellows cutting glass, you can 
waste a lot of money if you don’t use L’O-F. ”’ 

L:O-F Window Glass is easiest to cut into big or little 
pieces, angled or curved pieces. Even narrow 14” strips 
come off cleanly, with a light, easy stroke. 

L-O-F cuts easier because it is annealed more slowly 
and patiently. That makes it less brittle and more “‘even?’ 
in structure—so it’s a safer buy for your customers, too. 
















Tr th Cut L-O-F first, last, or in-between the der “Glass” in the yellow pages of 
¢ e other brands. Run any kind of a cut phone books in many principal cities. 
you want. You'll see why you have And send for your free booklet—'‘For 


' 1 
! ! 
I | 
1 | 
I | 
I “Blindfold Test” fewer bad cuts, less waste and more Greater Profits in Window Glass”. | 
l profit with L-O-F. Write Libbey-Owens-Ford Glass Co., | 
I I 
l | 
l | 
! l 


Call your nearest L-O-F Distributor. 608 Madison Ave., Toledo 3, Ohio. 
Yourself! 


These local businessmen are listed un- 
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LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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nnouncing Hager’s New FIRST ! 


T.™. REG 


; TRUE ALUMINUM-COLORED STEEL THAT MATCHES 
ALUMINUM DOOR HARDWARE AND TRIM!? 


The Rugged Strength 
and Durability of Steel— AB 


The Soft Lustrous L | 
Beauty of Aluminum— 


... At Less Than 4 
The Cost of Aluminum / 












Specify No. 1241—LS 
for an aluminum hinge within the price range 


[sce and builders have searched in vain 
of steel. Hinge manufacturers have tried time 








any quality aluminum hinge, yet the hinge itself 
is steel / 


and again to supply, at reasonable cost, a steel AG ? PW 2 
hinge that has the looks of aluminum. wow Sac  e~ 2 oe 
PERMANIZED _/ wmea-Cheerr FINISH 
a aoe Again, Hager sets the pace for the industry—now, T.M. REG 
| a steel Hager hinge with new, permanized LUMA- 
| SHEEN finish...the true aluminum color that 
es of matches other aluminum door hardware and trim/ 
cities. | 
—For | Hager is the first to blend aluminum and steel 
"ig | successfully into a functional unit. The new Hager 
s Co., | LUMA-SHEEN hinge costs /ess than solid alumi- 
hio. | num (actually, less than 1 the cost). Looks like 
| 
l 
I 


Specify Hager No. 1241-LS on jobs that call for 
matching aluminum hardware... you'll agree 
Hager achieves the perfect union of beauty and 
strength in the new permanized LUMA-SHEEN 
hinge / 











©1es1 C. HAGER & SONS HINGE MANUFACTURING COMPANY e¢ ST. LOUIS 4, MO. 
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EXAcT; NG SPECIFICATION 
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Wood Screws—Phillips or Slotted; flat, round, 
and oval in steel, brass, silicon bronze, aluminum 
and stainless steel; sizes 3/16'' No. 0 to 7" No. 
30. Machine Screws—Phillips or Slotted; round, 
flat, oval, truss, fillister, pan. Stove Bolts—slotted 
steel in round and flat head styles. 





Packaging: Wood Screws and Stove Bolts in at- 
tractive, new, confusion-proof, soil and moisture 
resistant green boxes with easy identification 
label. Bulk screws packed in indestructible steel 
cans with replaceable lids. Your order quickly 
and accurately filled. 












Samples and attractive new wood screw cata- 
logue in color, free upon request. Box |360-G. 





WOOD SCREWS ® STOVE BOLTS SCREW COMPANY 


STATESWILLG Of MORTH CAROLINA 


FACTORY WAREHOUSES: NEW YORK, N. Y. « CHICAGO, ILL. » LOS ANGELES, CAL. « DALLAS, TEXAS 
Sold through leading wholesale distributors 
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COBURN swing-over 


means faster turnover 


Here are some good reasons why it 
pays to stock and sell Coburn Swing- 
Over Garage Door Hardware —why 
this popular door set gives you profit- 
building sales volume with the great 


majority of today's homeowners, 


REASONABLE PRICE appeais to SIMPLE INSTALLATION ... because it 


ss economy-minded buyer ok Mni hme Zold dialed slelal Simaelil-t Mm Lela celel te! 
cation ; 
complete with full instructions and drawings 


e steel ners QUIET OPERATION 
beca of its gravity actuation and per ADAPTABILITY can be used on all 


iste Ml ofellelalas 
; types of garages; lends itself to new or 


i TROUBLE-FREE LIFE fale) a -tailelel-iilale Mle] oh am oLellali-te Mel Mmeliigelaiha 2 


AAT LiKe ehictoMiil-ce@alelalt vim lemel si moll me) me) gel=1) gray to blend well with any paint scheme. 


a 





on) “Gees 
| to alate 


THE COLORADO FUEL AND IRON CORPORATION —Denver ond Ookland 
WICKWIRE SPENCER STEEL DIVISION— Atlanta * Boston * Buffalo 
C(huago * Detroit * New Orleans * New York * Philadelphia 


COBURN PRODUCTS 
(FI 
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Here’s Jiminy Filter the a 
world’s best filter salesman! > a 
He’s featured in the window 
and counter display your cus- 
tomers will be looking for. Be 
sure to put him to work selling 
for you! 
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clean up again! 


STARTS NEXT MONTH ...BIG, NEW CAMPAIGN 
FOR FIBERGLAS DUST-STOP AIR FILTERS! 


It’s extra profit time—time to cash in on today’s 
bigger-than-ever market for air filters! 

You may not have realized it, but there are 
now over 6,210,000 homes with forced warm air 
furnaces. And they all need replacement filters! 


The preferred filter? Nationally known, na- 
tionally advertised Fiberglas* Dust-Stops*. And 
here’s another big campaign to keep them out 
in front . . . a campaign reminding your cus- 
tomers to change furnace filters now ...a 
campaign that will set up a real sales spree for 
alert dealers who tie-in! 

In top “consumer” magazines, big, full-color 
ads ... and on TV, Dave Garroway, star 
salesman of NBC’s “Today’”’. . . will be telling 
millions of home owners how to save money, 
how to get clean heat and more of it by replacing 
dirt-clogged filters with Fiberglas Dust-Stops. 
And that’s not all! 

Extra selling help at the local level . . . right in 
your home town . . . is provided. We’ve prepared 
a whole new collection of special sales makers 
for your use, including: Window Banners, En- 
velope Stuffers, Sales Letters, Radio and TV 
Spots, Newspaper Ad Mats, Post Cards, Decals 
- . . and the colorful new “Jiminy Filter” 


OWERNS-CORNING 


FIBERGLAS 





*Fiberglas and Duat-Stop are trade-marks (Reg.U.S. Pat.Off.) 
of Owens-Corning Fiberglas Corporation 
‘or producta made of or with fibers of glaas 
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counter-window display! All real traffic builders! 
You'll find complete details in our new cam- 
paign broadside. If you haven’t already received 
your copy, contact your filter supplier right 
away. For there’s a lot to do between now and 
next month. You’ll want to check your stocks, 
plan your promotion, order your free campaign 
materials. To sell the growing thousands of 
prospects for Fiberglas Dust-Stops, you’ve got 
to let them know you handle the line. 


And incidentally, if you aren’t already han- 














dling Dust-Stops, get on the profit band wagon 
... fast. For with the new Fiberglas advertising 
campaign, you have a real opportunity to clean 
up... again! Owens-Corning Fiberglas Corpo- 
ration, Dept. 38-H-19, Toledo 1, Ohio. 


AIR 
FILTERS 





If they want durability, style or price 


this longer, stronger Slaymaker combi- 


nation line has all three—and then some. 
Order now for the September school 


rush. 


When the customer demands everything in a 
combination padlock, lead him to the Slaymaker 
display, and turn him loose. There he'll find The 
Minute Man, The Scout and the brand-new Super 
Minute Man—and the choice is up to him. 


It's a big advantage to be able to offer such a 
selection during this hard sell period. The younger 
set goes for combination padlocks in a big way, but 
these three assure you of consistent volume sales, 
not only during peak seasons like back-to-school 
time, but all year long. And a strong line of locks 
priced right is your best way to beat the competition 


of the schools themselves! 


If you’ve carried The Minute Man and The Scout 
— if you’ve seen the national advertising and mer- 
chandising behind them—you know they move. If 
you haven't, order this new, longer line, and you'll 
quickly see the result in your profit picture. 


48 


Try it for size. There’s something about a combination padlock that 
prompts people to spin the dial. Encourage that at your sales counter! 
The purr of the precise mechanism, and the satisfying “snap” after the 
third number, will help sell the lock. 
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The Super Minute Man No. 854. Shown The Minute Man No. 853. Shown about The Scout No. 453. Shown about %% ac- 
about 2 actual size. Retail $ and you % actual size. Retail 98c, and you make tual size. A volume seller at just 59c retail 
make $5.40 per dozen. Shining, laminated $3.96 per dozen. Case of multi-riveted, lami- a real American value! Your profit $2.53 
steel case; tough, case-hardened steel shackle. nated steel plates. 3-number mechanism. — per dozen. Heavy, brass-plated steel case and 
Permanent record tag. Indiyidually boxed. Permanent record tag. Individually boxed. shackle. 3-number mechanism. Record tag. 
6 to display carton. 6 to display carton. Individually boxed. 12 to display carton. 


Slaymake 


LOCK COMPANY 


Since 1888 
LANCASTER, PA., U.S.A. 


WORLD’S MOST COMPLETE LINE OF PADLOCKS 
Nationally advertised in THE SATURDAY EVENING POST 


NOTE: Scout padlock also available in long- 

shackle (5”) style (No. 453E). 65c ea. retail; 
dlock that your cost $5.20 doz. All three padlocks can be Striking display cartons present the merchandise attractively, take up little 
s counter! supplied stamped with serial numbers at slight counter space (3” x 844” for The Minute Man and Super Minute Man; 6” x 6” 
’ after the extra cost. A record of each combination will for The Scout). The bright red, yellow and black carton color scheme is sure 

also be supplied. to flag attention. 
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When you sell the Griffin line of dns builders’ hardeore 
you sell a fast moving line . . . more sales— more profit. 
Griffin products are produced from highest quality steel, rolled in our own 
mill, by experienced craftsmen. Griffin butts and hinges will bring increased 
business into your store. 
When a customer asks for builders’ hardware, sell him Griffin . . . you'll 
be selling the best. 


ERIE «+ PENNSYLVANIA 
REPRESENTATIVES 


WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 2450- 17th Street 4524East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 10, Calif. Seattle, Washington Baltimore 16, Maryland 


GRIFFIN PRODUCTS 
' ] 


GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charies Avenue 644 Wellington Read 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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It's always 





N open-vision Pittsburgh Store 
Front turns your entire hard- 
ware store into one big showcase 
that puts your merchandise right 
out where the passer-by can see it. 
Such a display stimulates the 
public’s desire for the products 
shown ... brings the “looker” inside 
to make a purchase. Even after clos- 
ing time, the open-vision store keeps 
on winning customers and influenc- 
ing future purchases. 
In this eye-appealing hardware 


~ 

sian Fronts 
and Interiors 
hy Pittsburgh 

= . 
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.. With a Pittsburgh 
—————Open-Vision Store Front! 





Central Hardware Company, St. Louis, Missouri. Architects: Benjamin Shapiro & 


Robert Tisdale, St. Louis. 


store good use was made of several 
quality Pittsburgh Products. The 
open-vision front of Polished Plate 
Glass is held securely in place by 
lustrous Pittco Store Front Metal. 
The entranceway is enhanced by 
two beautiful Pittsburgh Herculite 
Doors. 

The pulling power of open-vision 
store fronts has been proved—with 
increased sales — by merchants all 


over the country. Why not find out 
how some of these other merchants 
have used Pittsburgh Store Fronts 
to good advantage in their business 

. . and also get complete informa- 
tion on Pittsburgh Products? Just 
send for a free copy of our booklet, 
“How To Give Your Store The Look 
That Sells.” There is no obligation. 
Just fill in and mail the convenient 
coupon. 


NE 7 

Pittsburgh Plate Glass Company | 

Room 4273, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 

; your Without obligation on my part, please send me a FREE copy of | 

store your modernization booklet, “How To Give Your Store The | 

ow Look That Sells.” | 

? : | 

sells ND a icenn 400s den dhons0ndsebesnseege sence cend1d004s | 

hese eigen IE: ont ce enwen65060i ss onneteinnees eebiesenaneane ; 

Bete sncaceutevekacpe Samir GD scsbsddcdesavesess | 

sd il a aa es ai ce i Wi a en ea an eed nani aia ee aa 

CHEMICALS BRUSHES PLASTICS FIBER GLASS 
PiLiATE ae Se COMPAN Y 

CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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to meet the new needs 


of modern living 


SERIES “440” 


NATIONAL LOCK EZ 


Patent Applied 





skillfully engineered ... distinctively styled ... 
types for all exterior and interior door requirements 


Functional, budget-priced locksets are today’s answer to modern-home 
living. NATIONAL LOCKset Key Locks, Turnbutton Locks, 
Pushbutton Locks, Privacy Locks and Knob Latches are precision 
engineered to perform a specific function . . . on entrance doors, 
interior doors, porch and patio doors. Enlarged escutcheons and other 
handsome accessories lend pleasing charm to the most distinctive 
decorative schemes. Offered in a wide selection of lacquer-protected 
finishes, Series “‘440" appeals to homeowners and builders alike. 

Easy to install. Order NOW. 





Series ''440” is available with 5 inch backset for use with large 
ornamental escutcheons. Included in the complete accessory line are 
decorative handles and escutcheons in modern matching designs. 


CO : | 
Profitable BUTT HINGES to answer your every requirement 


NATIONAL LOCK Regular Butts, Round Cornered Butts and Template 
Butts are available in all standard finishes . . . ball tip or button tip... 
loose pins. Uniform in size, conveniently and attractively packaged. 


BUY THEM FROM YOUR WHOLESALER 





Originator of ‘‘Select-a-Pak’’...Leader in Merchandising 


NATIONAL LOCK COMPANY 


| Zold 4iela- Pam ii lale) Me ctadil:lilMey:1 te Uh ariiels 


ir ‘ts — ~ 
¢ ne ‘ | ae) | 
pel Cea i CES 5 
s Hf.) a a) 
CABINET NATIONAL BUILDERS SASH CABINET FURNITURE SCREWS 


HARDWARE LOCKSETS HARDWARE HARDWARE LOCKS CASTERS AND BOLTS 
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Check-Out Selling 


























Geared for Quick Service 


nt 


One cashier, three circulating That modern displays, self selection und check-out 
i hel i counters must be used by all hardware stores is the 
salesmen hetp customers in belief of C. W. Pearson, owner of two neighborhood 


store departmentalized for stores in Indianapolis. Both stores have check-out 


e ° counters. 
l “ , . , . ‘ 
ae ck service Floor salesmen Mr. Pearson’s store at 2120 Washington St., was 
bag and check prices, cashier fixtured and planned by W. C. Heller & Co., Mont- 
checks them out, handles all cash pelier, Ohio, to attract women customers, and promote 


quick service. 

Although some older tables from the firm’s first 
store were installed in the newer unit, gondola dis- 
plays with adjustable glass shelving are used in the 
front-of-the-store sections of the newer store. More 
gondola units will later replace some of the older 
tables. 

Manufacturers’ tool, fastener and household hard- 
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Alvin Pearson, at the register checks out several customers. C. W. Pearson 
stands to the right of the check-out center in the new branch store 


ware bars are utilized in the Washington St. store, as 
well as a manufacturers’ lighting display fixture. 
Open six days a week from 8.00 a.m. to 6.00 p.m., 
the store’s full-time sales staff is supplemented by two 
extra employees on Saturdays. The check-out counter 
is in a central location toward the front of the store. 
C. W. Pearson’s glassed-in office at the rear enables 
him to see the entire store, and lets him greet cus- 


tomers entering and leaving by the rear door opening 


on to the firm’s parking lot. 

Three full-time sales clerks are on duty at all times 
to assist customers and mark the totals on the outside 
of packages, with a heavy marker. Alvin Pearson, son 
of the owner, is in charge of the check-out counter 
at which location all payments are received. 

An inter-communication system is used between 
Mr. Pearson’s office and the check-out counter. A 
record player in the office is used to play musical selec- 
tions in the store, and a microphone is utilized for 
making special announcements about specials during 
busy periods. 

To assure clean stores and neat displays, a woman 
is employed on all business days to divide her time 
between the two branches. She does no selling. 

Paint and sporting goods departments are two of 
the most active sections in the store at 2120 Wash- 
ington St. 

Nearly one half of one side of that branch is 
occupied by paint and related lines. Two brands of 
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paint are featured, and as a sales tool Mr. Pearson 
keeps both stores well painted at all times, making 
both of them full-time advertisements for the lines 
offered. Paint demonstrations are put on by manv- 
facturers, at regular intervals with attention called 
to these events by distribution of circular matter on 
the lines and the demonstrations 


Displays Reflect Sports Interest 


Mr. Pearson is an enthusiastic hunter and angler, 
these interests being reflected in a 24-ft wall display 
in the new building. In the spring and summer months 
the sports section is expanded to include gondola and 
table displays in the aisles. 

Near the sporting goods department is a 6-ft rack 
make of %-in. pipe and nipples for showing dog col- 
lars, harness, leashes and chain on metal arms. Col- 
lars, leashes, etc., of the same size are bundled to- 
gether and hung from the arms on shower curtain 
hooks. 

A rack constructed of pipe is also used for showing 
spouting. 

C. W. Pearson entered the hardware business 30 
years ago in a store next door to his new building. 
The second store, 20 blocks distant and also ol 
Washington St., was opened 20 years ago. Like the 
newest store it has a check-out table With Miss Irene 
Moore as cashier. 
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The new store as seen from the mail table. Note departmental signs in each 
display section including numerals and general merchandise classification. 
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iss Irene Paint department in new unit with Karl P. Ferger of Indianapolis 
Paint & Color Co. standing at one end of well arranged section. 
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Bill Rosenfelder re-entered 
business in temporary quarters 
three days after a blaze ruined 

his store and stock. Ten months 
later he opened a brand new store 





pi gh cei SECS Le 
tin OCPD eT 


A new store out of the ashes 


People in Geneva, Ill., were awakened early one 
Saturday morning last February by the screech of 
fire sirens. It was Rosenfelder’s Ace store for which 
the alarm sounded. 

The Rosenfelder store was a complete wreck. Three 
days later Bill Rosenfelder was in business in tem- 
porary quarters with fixtures hurriedly shipped to 
him by Ace Hardware Corp., Chicago, and with a 
fairly good sized stock. 

On Sept. 25-26, 1953, the new store shown in these 
pages was opened, having cost $102,000 for land, 
building and fixtures. Bill Rosenfelder’s old store was 
23x106 ft, his new quarters are 45x105 ft with full 
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basement and 44x75 storage facilities. Business has 
been running about 25 pct over that of the last ful! 
year of operation with the old store. 

Although every effort is made to encourage more 
self-service sales, the new store requires 14 employees, 
nine having been employed in the old store. 

The new store has a visual front, was fixtured and 
planned by Ace Merchandising Service. Four rows 
of continuous fluorescent lighting units illuminate the 
store. Ceiling is white, concrete block walls are 
painted a light green. The asphalt tile floor is yellow 
and brown. 

A feature of the store is a 15-car parking lot with 
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Front-of-the-store 
check-wrap table 
encourages self-service 
purchases. 


- ayn ui ie 


a 


Open display is the 
rule, excepting for 
cutlery and related 
lines, in this attractive 
section. 


access through a glass door opening into the lot on 
one side. The firm’s offices are located next to the side 
entrance, enabling the bookkeeper on a platform to 
view the entire first floor sales area. Bill Rosenfelder’s 
office and that of his son, Bill, Jr., adjoin the book- 
keeper’s quarters. 

Many of the store’s fixtures have aluminum edged 
shelves, more than 1700 ft of this edging having been 
applied by members of the store staff. 

Mr. Rosenfelder has used considerable advertising 
to publicize the merchandise and services of the new 
store. He uses four seasonal Ace sales catalogs, which 
are sent to 15,000 persons in the Geneva, or tri-cities 
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area. Catalogues are sent to nearby communities. 

Postage costs approximately $200 on such a mail- 
ing, but customers call for specific advertised items 
in the catalogs, and thus Mr. Rosenfelder knows that 
they are read and saved for reference. 

He also mails Ace seasonal circulars 10 times a 
year to the same list of boxholders. Thus through his 
catalogs and circulars, he is able to advertise all the 
lines carried in the store quite frequently. 

A well-stocked paint section, about 35 ft in length, 
benefits from such extensive advertising. Paint vol- 
ume rises when circulars mentioning paint are sent 
out, Mr. Rosenfelder declares. Paint agitators, brushes 
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The Rosentelders—Bill, Jr. and Bill,°Sr., look 
over catalog for a major season. 
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Section of the extensive paint and related lines display 
which helps make this department very active. 


and other accessories are located in the well stocked 
paint section. 

Many customers ask the advice of clerks about 
paints, colors and accessories, giving the staff an op- 
portunity to suggest accessories that contribute to a 
more satisfactory painting job. 

Another particularly active section is the plumbing 
supplies department. Quite a few do-it-yourself cus- 
tomers come here to buy. They know from previous 
experience that the firm has an unusually large stock 
of these supplies and that pipe is cut and threaded 
for customers. 

In addition to a long and well stocked wall section 
of tools, Mr. Rosenfelder also has a 4x15-ft island 
nearby which features a wide selection of wrenches 
and related items. This large tool stock brings in 
many mechanics and carpenters in this industrial, 
three city area (Geneva, St. Charles and Batavia) 
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Gondola section in basement shows large stocks of electrical sundries 
and builders’ hardware in manner encouraging self selection. 





Wrenches, smaller electrical tools, are shown in wide 
variety in this basement display. 


and builds steady patronage among many of them. 

The large basement of the new store has brown 
and grey flecked asphalt tile floor. Here are stocked 
items such as water heaters (in addition to first floor 
showing), television sets, electrical supplies, garden 
and lawn items and water systems. 

Mr. Rosenfelder works with his local bank to en- 
able him to sell merchandise on a time payment basis. 
If a customer buys $50 worth of merchandise or more 
at a time, he can have it financed for one year, with 
recourse, if he pz, 3 one-third down. 

The interest rate is 6 pct on the balance. This pur- 
chase finance plan has encouraged many accounts to 
buy more, Mr. Rosenfelder states. He also has another 
credit plan for those who purchase appliances for 
longer periods than one year. 

Assisting Mr. Rosenfelder in the operation of his 
new store are his son, Bill, and a son-in-law, Al Koehn. 
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Customer, left, stops for coffee. Note directional signs pointing to departments and distant cities. 


Free Coffee Servings Lead to Impulse Sales 


The basic idea of the old-time 
crossroads store is far from obso- 
lete, believe T. D. W. McVicar and 
his son Grant, co-owners of The 
McVicar Hardware Co., 8057 35th 
St., in Seattle, Wash. In the hands 
of the McVicars, the idea has blos- 
somed into a Coffee Crossroads 
right in the middle of their store. 
This unique but completely prac- 
tical idea is productive of many im- 
pulse purchases. 

The coffee crossroads evolved 
gradually, beginning when a mobile 
tuberculosis X-ray unit was located 
at the store for a two-week period 
in 1949. To help promote this public 
service, the McVicars served free 
coffee to everyone who came in to 
get an X-ray. It was made in a 
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two gallon urn, and the coffee was 
received so enthusiastically that 
owners decided to continue serving 
it in their store after the X-ray unit 
left. 

At first they served coffee only 
on week-ends, but the service’s pop- 
ularity was such that they extended 
it to every day of the week. And as 
the coffee consumption of their cus- 
tomers increased, the inadequacy of 
the urn method of making it became 
more apparent. It was, finally, re- 
placed by a regular restaurant type 
of automatic coffee maker, at a cost 
of about $400. It has been an entire- 
ly worth-while expenditure, as it 
has reduced the time required to 
make the coffee, and enables the 
staff to have it on hand at all times. 


Previously, they found themselves 
often running out of the beverage 
in the middle of the afternoon when 
they were busiest. . 

The crossroads was erected last 
year. They needed a sign that would 
direct customers to the various de- 
partments, yet wanted something 
that would get their attention and 
be somewhat different. The unit 
they built is an eight-sided fixture 
with glass sides and_ vertical 
wooden joints. The directional signs 
were mounted between the vertical 
joint strips. The signs direct cus- 
tomers not only to the various de- 
partments but to some neighbor- 
hood points of interest such as 
Steiner’s Corner and, for the cos- 


(Continued on page 84) 
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More than 90 ft of visual front window makes much of the store's one large show window. 


Store Modernization 





Do-It-Yourself Increases Volume 


20% in Remodeled, Expanded Store 


Mid-west firm expands and moder nizes store in stronger bid for greater 
do-it-yourself sales. Rental department helps attract more traffic 


How would you go about getting a greater share 
of the do-it-yourself market in your trading area? 

Weitzer Bros., Inc., of 7235 National Ave. in W. 
Allis, Wis., did this by modernizing and expanding its 
hardware and plumbing business quarters in 1953. 
Better display for do-it-yourself merchandise and 
expansion of its rental department have helped to 
increase volume by 20 pct. 

Expansion of the display room to a 60x90-ft store 
from its former 30x70-ft size has permitted the show- 
ing of more types of merchandise in larger quantities. 

The roof lines of the building have been straight- 
ened, a visual front installed, with the addition of 
fluorescent lighting and a gray flecked tile floor. Walls 
are light pink, the ceiling is white. 


60 


Wide aisles permit free flow of store traffic. 

John Weitzer, founder of the business, established 
it 47 years ago, and spent $30,000 on the recent mod- 
ernization and expansion project. Plumbing and sheet 
metal departments are managed by Cletus, son of the 
founder. John Weitzer has two other sons active in 
the hardware division of the firm—Jolin A. and 
Eugene H. Many customers, who bought\hardware 
and plumbing equipment and installation service as 
long as 30 years back continue as patrons of the 
store. 

Although there is a great increase in do-it-yourself 
sales at Weitzer’s, the firm has long made prompt out- 
side service one of its biggest sales builders. Even 
minor repairs—such as installation of new washers in 
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A wide range of 
power tool kits and 
accessories gets 
built-up display on 
this staff-built display 
table. 





Left to right, 

Cletus, John, Sr., and 
Eugene, another 
member of the family, 
John H. not being in 
the picture. 
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Plumbing equipment, previously sold from a catalog, now 
has this display, part of it suggesting a private home. 


leaky faucets are promptly tended to. Such prompt 
service leads to many major sales of complete bath- 
room installations. 

John Weitzer says, “I cannot overestimate the value 
of a prompt plumbing repair service in our business. 
You may not make much profit in one or two service 
calls, but some day you will get a chance to bid on 
the installation of a new bathroom because you han- 
dled small repairs promptly. 

“Sixty per cent of our plumbing work is in new 
homes. Our plumbing jobs range from $5 for minor 
repairs to as high as $3,000 for installation of a new 
bathroom and equipment.” 

Several special displays were built, some obtained 


from manufacturers, of do-it-yourself materials. One 
staff-built unit 6x12 ft is used to feature plumbing 
items, including faucets. 

Display units have been made of saw horses and 
topped with bins for showing sheet metal items, 
Another special display features power tools on several 
step-up levels. 

Tool rentals added several years ago are an even 
better traffic builder in the enlarged store. 

Rental items and prices include: 


Item : Day Week 
Caulking gun 50¢ $3 
Sewer rod $1 $5 
Lawn roller 50¢ $5 
Post hole digger 50¢ $3 
Spreader 50¢ $5 
Conduit ,bender 50¢ $3 
Wrench (small) 50¢ $3 


e 


The firm’s special order department is a particularly 
strong magnet for do-it-yourself fans wanting new 
items or lines not regularly carried in stock. A recent 
example was the finding of a gadget mentioned in a 
science magazine. Although it took the Weitzers two 
months to locate the source of the item they pleased 
the customer by getting what was requested. 

Before remodeling the store the firm’s business was 
mostly with men. Enlarged toy and housewares de- 
partments have been the means of attracting more 
women. 

Although no full-time outside salesmen are em- 
ployed by the firm, all members of the staff make 
calls on appliance and plumbing prospects. 





Parking Lot Sign Features Tool Rentals 


Tool rental is advertised on a 
lighted billboard that serves a 
dual purpose for the hardware 
department of C. C. Collins & Son, 
in Madison, Wis. The board faces 
a parking lot where it can be seen 
by customers about to enter the 
store, and also a highway where it 
can be seen by passing motorists. 
The board is painted black, white 
and red. 

Tool rental gets a boost, Wil- 
liam Draper, department manager, 
reported from do-it-yourself cus- 
tomers of the lumber department. 
Expensive tools are rented only 
to those acquainted with their use. 
The department does not use a 
renta] agreement, but asks for 
customer identification before let- 
ting tools go out. 
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Colors of autumn in windows help attract 
more traffic into Washington store. Simple 
methods produce unusual and colorful win- 
dow display 


Attractive and unusual windows 
pay dividends in greater store traf- 
fic for the Washington Hardware 
Co. in Tacoma, Wash. 

Effective, but easily executed 
display tricks, employing green, 
yellow, gold and rust for autumnal 
atmosphere stopped passersby and 
induced many of them to enter the 
store to look at a variety of mer- 
chandise, last fall. 

Floyd E. Tucker, advertising and 
display manager, used large leaf 
outlines on a window as an eye- 
catcher. Window signs and price 
tickets had leaf designs in mixed 
colors — green, yellow, gold and 
Floyd E. Tucker with the large pattern he used in creating his leaf design on rust. 
windows. Smaller patterns were used on window cards. (Continued on page 90) 
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While discussing material available to home decorators Miss Haeberle and Mr. Moeller 
show the "Week-End Decorator's Handbook"’ compiled by Better Homes & Gardens. 


Do-It-Yourself Promotion 





How to Get Your Store on TV 


A mid-western hardware dealer put his current paint selling program on a local 
TV station. This is how he did it; followed it up with a clinic at the store 


Is it difficult to get your store on a TV program? 

Ralph Moeller, owner of Moeller’s Hardware in 
Robinsdale, Minn., a suburb of Minneapolis doesn’t 
think so. His store and his current do-it-yourself 
painting and home decoration campaign were featured 
recently on WCCO-TV in Minneapolis. 

Mr. Moeller wanted to make a TV appearance as a 
build-up for his own do-it-yourself home decorating 
and painting clinic at his store. He took his idea to 
Arle Haeberle, whose Around the Town, an afternoon 
production, he believed could include his appearance. 

The idea was accepted for inclusion in the April 7 
telecast of Around the Town. 
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Ralph Moeller decided to concentrate on the theme 
that paint application with a roller is a simple and 
effective method for even a beginner. 

To have a strong visual appeal Mr. Moeller obtained 
from Archer-Daniels-Midland Co., Minneapolis, one 
of its Week-End Decorator merchandising kits. The 
kit, not tied to any specific brand of paint, includes 
painters’ caps and aprons, table displays, identifica- 
tion tags, posters, color charts and _ instructional 
brochures and pamphlets. 

Two days after the television program, Mr. Moeller 
started his store clinic on do-it-yourself home dec- 
orating. 
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Hardware dealer Ralph Moeller visits WCCO-TV to plan 


his appearance on Around the Town show. 


The actual appearance of Mr. Moeller before the 
cameras came almost as an anti-climax. Miss Haeberle, 
who prefers to keep her program as informal as pos- 
sible, followed no script and held no rehearsals. In- 
stead, she let Moeller introduce himself and generally 
describe the Week-End Decorator program and his 
forthcoming clinic. Details were then covered in con- 
versation between the two. 

Within minutes of his appearance before the TV 
cameras, Mr. Moeller’s store was visited by a young 
couple anxious to secure “that decorator handbook 
offered on the Arle Haeberle show.” 

But this was just the start. 

Some 1500 customers crowded into the Moeller 
hardware store to see the clinic demonstrations on 
Friday and Saturday; in comparison, normal week- 
end traffic seldom exceeds 600. 

As might be expected in a suburban location, about 
three-quarters of this group were young married 
couples in the 20-35 age range. 

Many of them were owners of homes requiring a 
wide variety of do-it-yourself jobs. 

Sales jumped for an over-all increase of 55 pct 
for these two days, with effects particularly notice- 
able in the sale of paint and related products. The 
store is still reaping the benefits of this promotion. 

Ralph Moeller summarizes his success: “We man- 
aged to set off a sales chain reaction that will boost 
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Miss Haeberle checks with Ralph Moeller as to proper 
way to protect her hair while painting. 





An in-store demonstration attracts two prospects during 
the firm's two day clinic. 











our total business for a number of months to come. 

“In cultivating the ‘do-it-yourself’ market we have 
found that a small purchase may develop into a larger 
one later. The onée-quart customer who paints his 
kitchen may find that other rooms suffer by contrast 
and end up repainting all his interior walls. And the 
man who puts a fresh coat of paint on his porch or 
picket fence will often stir his neighbors into under- 
taking similar projects.” 

To other dealers contemplating similar projects, 
Mr. Moeller offers this advice: 

Take full advantage of the sales aids offered by 
manufacturers. This material is designed with your 
needs in mind and can be adapted to fit any type of 
local merchandising campaign. 

Set up a carefully integrated program employing 


Front of the corner 
store of Moeller Hard- 
ware as it looked dur- 
ing its two-day home 
decorating clinic. 


every promotional technique available to the local 
merchant. 

Prepare the way for your clinic by advertising ir 
your local newspapers. Use direct mail to develop new 
customers and, if possible, include a premium or store 
giveaway offer. 

Try to get an appearance on television or radio. 

Paint footsteps on the sidewalks leading to your 
store. Set up a public address system. Sometimes 
you can rent one, or, as in my case, borrow it from the 
local radio station. 

Select demonstrators who are competent and con- 
vincing . . . who can make home projects look easy. 

Mr. Moeller concludes, “In short, make your cam- 
paign an all-out effort. It has paid off for me, it can 
for you.” 





Eye-Catcher Toy Window . 


aL sr \ MI ! 


i. mo 





Typical of windows used to feature 
offerings of its 52-week toy depart- 
ment is this display at Homewood 
Paint & Hardware Co. in Birmingham, 
Ala. Artificial grass mat, picket 
fence background and juvenile goods 
of varied sizes and in several price 
ranges served as eye-catchers. 
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Institutional Advertising 





News-Style Ads Publicize 


Abilities of Store Staff 


Belief that a hardwareman must emphasize his staff and himself as 
professional men prompts Illinois dealer to stress experience in ads 


Herman Hofferkamp,  owner- 
manager of Hofferkamp Bros. 
Hardware at 627 E. Adams St. in 
Springfield, Ill., considers the hard- 
ware business a profession. He 
advertises that belief in newspaper 
insertions that resemble pictorial 
news items in their appearance. 

In three-column wide ads, of 
varying heights, he showed em- 
ployees waiting on customers in 
different departments. Copy started 
in each instance with identifica- 
tion of the sales clerk or de- 
partment manager, and included an 
outline of the employee’s experi- 
ence. 

One ad featuring Bill Cawley, 
Ph. D., (Public Hardware Doctor) 
told how customers sought his ad- 
vice, “for Bill knows just about all 
there is to know about hardware 
and he has solved their difficulties 
time and time again.” 

Ads of the firm are slanted to 
keep the store’s name before the 
public. 

Other ads in the series featured 
different phases of the business 
such as builders’ hardware, power 
tools and hand tools. 

The ads shown in these pages, 
and others in the series, were pre- 
pared by an advertising agency. 
Ideas and technical data for the 
firm’s ads are supplied by Mr. 
Hofferkamp. Advertising copy is 
prepared at least three months 
ahead of insertion dates. 

Direct mail advertising is fre- 
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in from the store's private parking lot. 





Part of neat, roomy appliance display under the firm's 
sheet metal shop. It is easily accessible to those coming 





Incinerators and floor covering displays in basement make 
a bid for sales of a variety of extra sales of major items. 
Firm sells and installs 60 gas furnaces in a year. 


Long Range Remodeling 
Builds Store Trafhc 


Furnace, sheet metal and other service work have 
long been an important part of the Stuhlman’s Our 
Own Hardware Co. business at 429 S. Wabasha St., 
in St. Paul, Minn. These phases of the firm’s opera- 
tions continue to be profit builders, but the store is 
the scene of a step-by-step modernization to build 
greater store traffic. 


More than half of the modernization by stages. 


project—with fixtures and plans provided by the 
Minnesota Retail Hardware Association—has been 
completed. Traffic has been greatly improved, as well 
as sales of do-it-yourself merchandise, much of it on a 
cash-and-carry basis, 

S. Wabasha St. is one of the main highways and 
bus routes of traffic going across the Mississippi River 
from S. St. Paul to St. Paul. It is in an industrial 
area with many large and small plants, but there is 
a steady stream of vehicular traffic passing the store 
in both directions throughout the day. Many indus- 
trial workers visit the store while on the way to and 
from their jobs. 

To do a better job of attracting traffic J. L. Stuhl- 
man, manager and one of the partners, and his sister 
and co-owner, Miss M. C. Stuhlman, established a 
50-car parking lot with a blacktop surface next to the 
store. Store traffic has shown a good increase since 
establishment of the free parking facilities. 
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The parking lot had to be hewn out of a hillside 
on the Stuhlman property running 125x185 ft. Total 
cost of excavating, black topping the parking section 
and building an auxiliary entrance from the lot, to 
the store was in excess of $1,500. 

Customers like the drive-in facilities offered by the 
store. The Stuhlman Hardware parking lot is an 
expansion of a much smaller one used for many years 
by store patrons. A Quonset hut has been used next 
to the lot for many years for a warm-weather lawn 
and garden store. This store will be enlarged to take 
advantage of the increased traffic attracted by the 
expanded parking lot. 

The merchandise and services offered by Stuhlman 
Hardware are advertised by signs on a 250x75-ft plot 
across the street from the store. A partially sheltered 
bus bench, with a sign indicating that it was supplied 
by courtesy of the firm, is located next to the plot 
on which the signs are located. 

A new appliance display room has been constructed 
in former storage space at the rear of the store, an 
entrance from the parking lot bringing many visitors 
to this section. 

The appliance department is a 28x42 ft room and 
has a 7 ft 6 in. ceiling because it is underneath the 
sheet metal shop. Despite this relatively low ceiling, 
appearance of the room offsets that disadvantage. 
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New fixturing along one side of the main floor of the 
Stuhlman store. As in other parts of the store, top ledges 
are used only for showing bulkier items. 


A Minnesota store’s owner remodels 
in stages to make greater merchandise 


sales of impulse and demand items 


The appliance room has concrete and steel walls 
painted a pleasant-to-the-eyes medium tone green. 
The corrugated aluminum ceiling has eight recessed 
fluorescent lamps to light it. A maroon colored cement 
floor adds to the colorful appearance of the appliance 
department. 

In addition to ranges, washing machines, refrigera- 
tors and heaters, the appliance displays include gas 
and other type of incinerators. 

A feature of the appliance room is the location of 
double socket electric outlets every 6 ft all around the 
room. This permits demonstrations of appliances 
without having a number of cords lying around on 
the floor. 

Although the firm does not ring doorbells to sell 
appliances on a cold canvass basis, store-developed 
leads are followed up by Mr. Stuhlman and his em- 
ployees. 

Furnace and other service customers are constantly 
reminded that the firm’s new appliance room is a 
place they should visit. 

The firm’s furnace and appliance section has already 
attracted greater traffic as the result of improved 
parking and a generally improved store appearance. 
Complete electrical appliance installation and repair 
service is offered by the firm, profit and traffic builders 
of themselves. 
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Sporting goods and tool displays run to one of visual- 
front windows. Use of this new equipment has materially 
aided in attracting greater sales of these lines. 

























, Ss 
| GARDENYARG 


Winter view of the company's Gardenyard, operations 
of which are to be expanded to create /arger traffic, in 
crease impulse purchases. 


Parking lot with wide entrance between main store, to the 
left, and the Gardenyard—a Quonset hut, the back of 
which is visible at the extreme right. 
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Service department is in store basement with mowers to be serviced kept at the left, 
tear-down bench in the center, and engine overhaul bench in the right foreground. 


Lawn Mower Selling 





Service: Your Key to 


A service department helps the hardware dealer sell 
power lawn mowers by providing the facilities for 


adjustments and maintenance so the dealer can con- ' 


centrate on selling dependable performance rather 
than merchandise alone. 

This is a great advantage in meeting the competi- 
tion of discount houses which sell the mowers, then 
let customers fend for themselves when their mowers 
need adjustments and repairs. 

This also builds customer confidence since buyers 
are aware that the dealer stands back of the mowers 
he sells and is in a position to keep them in good 
operating condition. 

These benefits have been proven by hardware 
dealers, such as Palmer Bros. Co. which has a service 
department in its store in Ridge Edge, N. J. In the 
opinion of Harry Palmer, head of the company, cus- 
tomer confidence is the basis for a successful mower 
business and a service department is “‘good public 
relations in combating discount houses.” 

An added benefit is the customer service records, 
maintained through service department job tickets, 
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Beating Discount Sales 


which the Palmer hardware store plans to use as the 
basis for an aggressive off-season preventive mainte- 
nance program this coming fall and winter. 

The promotion will be in three parts. Each will 
consist of a mailing over the entire list, followed im- 
mediately by two or three insertions in a daily news- 
paper. 

The first section will come in late October. The 
cutting season will be over at that time, and cus- 
tomers will be urged to bring in their mowers for 
inspection, maintenance services, and winter storage. 
Their mowers will be delivered in the early spring. One 
facet of the sales appeal will be that over the winter, 
service department mechanics will have more time for 
inspections and repair work than they will have dur- 
ing the usual spring rush. 

The second section will be timed for early January. 
This will be timed to follow the holiday season, to 
interest customers who deferred a check-up at the end 
of the cutting season but who are foresighted enough 
to get repairs taken care of ahead of the spring rush. 

The third section will break in late February. This 
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Bed knife grinder is frequently used machine 
in hardware store's service department. 


will be a sort of last minute appeal to beat the spring 
rush which will be just a few weeks ahead. 

A winter preventive maintenance and storage pro- 
motion was tried last year, but on a limited scale. 
The number of customers who could be accommodated 
was limited to 50, as that was the storage capacity 
of Mr. Palmer’s home adjoining the store. The new 
store building* on the old site has storage capacity to 
permit a full-scale promotion. 

The mailing list will be taken off the customer ser- 
vice record. This record is kept on all customers who 
have bought mowers at Palmer hardware store and 
those who have had their mowers serviced. 

The record is kept in two ring binders. Each cus- 
tomer has a separate page for his record. This page 
is plain, white paper. The customer’s name, address, 
and make of mower are typed on the top. Below are 
recorded each servicing, with the numbers of the parts 
used, services performed, and the charges. 

This information is taken off the shop work ticket. 
The ticket is tied to the mower until it leaves the 
shop, in the basement of the store. Then the ticket is 
sent to the office on the second floor. 

The customer service record has proven valuable also 
in settling any differences between the store and cus- 
tomers on what services were performed and when. 
This has been helpful in selling service work, and in 
preventing a customer from harboring a wrong im- 
pression about work done on his mower. 

A customer, for instance, may bring in his mower 
with the idea that a major overhaul will be needed. 
Inspection shows that replacement of a few parts will 
be needed and that the mower can go through another 
season. When a major job is suggested the customer 
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The hardware store's highly valuable customer service records are in 
these two binders held by Harry Palmer. 


may think that was done just a year ago, and question 
why it has to be repeated so soon. The record is used 
to show the customer that what he bought a year ago 
was a few parts replacements, not the major overhaul. 

The Palmer hardware store service department has 
a minimum service charge of $1.50 when a service 
man calls at a customer’s home. The minimum charge 
is $1 when the mower is brought to the store. 

Repair charges are estimated after the mower has 
been inspected. If the tear-down shows up the need 
for more work, the customer is so advised before the 
job continues. Replaced parts are given the customer. 

A charge of 50¢ is made for pick-up, and 50¢ for 
delivery of a power mower. About half the service 
department customers bring in their mowers. 

The ease of getting power mowers in and out of 
the store was considered in the basement floor plan 
when the new building was designed. The side street 
by the store slopes down from the main street so the 
driveway at the rear is almost at the. basement floor 
level. The company’s truck, or customers’ cars, can be 
driven to the basement doorway to unload or pick up 
mowers. There is a short ramp to the basement floor 
level, and the service department is at the foot of 
the ramp. 

The service department has one full-time mechanic. 
Jules Schaeffer, secretary of the firm, who is a factory 
trained power mower serviceman, also is in the depart- 
ment during peak periods. 

Trade-in mowers help level off the valleys during 
the off seasons for maintenance work. These are in- 
spected and repaired as time permits. 

The major items of equipment in the service de- 
partment are the tear-down bench, engine overhaul 
bench, the sharpener, and the bed knife grinder. 
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Specialty Selling 





Mr. and Mrs. David Oppenheimer 


of sprinkler system and tools used 
for drilling shallow well. 


Lawn Sprinkler Systems Provide 


A New, Lucrative Market 


How a suburban New York dealer profits on homeowners’ needs 


for extra water for lawn sprinkling. He shows those served by 


water mains how to get greater supplies on their own property 


Central Hardware Co. in Valley 
Stream, Long Island, N. Y., is 
capitalizing on the need of many 
homeowners in that community for 
more water than they can obtain 
from the water supply company. 
The firm is profiting from a new 
market. 

The solution to the water prob- 
lem is found in electric sprinkler 
systems. Valley Stream residents, 
and those in many surrounding 
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communities, are forbidden to use 
water from the supply company’s 
mains for lawn and garden sprin- 
kling. Population and water use 
have shown such sharp increases 
in the area that the present pump- 
ing and water main facilities can- 
not handle the volume of water 
needed for lawn and garden use. 

There are ample supplies of un- 
derground fresh water in this part 
of Nassau County, these sources 


being untapped by the utility com- 
pany. And water a property owner 
can pump from underneath his own 
property is legally his. 

In the past two years David 
Oppenheimer and his son, Eric, 
partners in Central Hardware Co., 
have shown many customers how to 
tap underground water 
right on their own property. 

Window and store displays of 


sources 


(Continued on page 78) 


HARDWARE AGE, AUGUST 19, 1954 


and son Eric, at their store disr 








CYCLON 


HARDW 


ing 


)ppenheimer 
ir store disply 
id tools used 
2/1. 


‘ket 


ity com- 
y owner 
his own 


3; David 
n, Eric, 
rare Co., 
s how to 
sources 
lays of 


page 78) 


19, 1954 








" Talk about these Teatures 


ae when you talk about 





Cyclone 


PICKET TOPS PERFECTLY EVEN 
































PICKETS CROSS 
EVERY 3 INCHES 

































TOPS —__ J 
INTER WOVEN i” 
CANY BE 


ee 


DEEP 
CRIMP IN 
PICKETS —-” 


LOCK 
ON EACH 
PICKET 


TRIPLE 
TWIST 


A A 


TOP CABLES 
2% INCHES 
APART 


CABLES CANT 
BE MOVED 
W]e) meleh A. | 


< 


ENDS WOVEN INTO 
TOP CABLES AND 
§ SECURELY LOCKED 


UNIFORM 


SPACE BETWEEN 
SPACING ° 


OTHER CABLES 
6 INCHES 


r 


WELDED 
AT EVERY 
INTERSECTION 


PERFECT 
STRONG 
WELDING 


P-CRIMPED 
CABLES 


EVEN 


PERFECT SPACING 


STRONG < 
, ING 
eens BRIGHT, DURABLE, GALVANIZED FINISH 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


lawn Fence” 


When you’re showing a customer Cyclone 
Lawn Fence, take a few minutes to point out 
to him the features that put Cyclone in a class 
by itself. It’s the quickest way there is to ring 
up a sale. 

If you’re talking about Cyclone Woven Lawn 
Fence, point to its firm, uniform weave. Picket 
wires have a deep crimp that locks the cables 
securely in place. And horizontal cable wires 
have a triple twist between pickets with this 
twist reversed on every picket. It’s a strong, 
durable fence that keeps its good looks. 

* And if it’s Cyclone Welded Lawn Fence 
the customer is interested in, show him how a 
strong weld at every joint holds every wire in 
place. Wires are straight with spacing that is 
absolutely uniform. A deep crimp in the hori- 
zontal cable wires gives extra stability to the 
fence. 

Every fence sale should bring an order for 
one or more Cyclone Gates. And don’t forget to 
mention Cyclone Trellis and Flower Bed Bor- 
der, too. 

Customers appeciate quality and they recog- 
nize the Cyclone “Red Tag” label as an assur- 
ance that they are buying the best. Keep full 
stocks of Cyclone Hardware Products on hand, 
and call your jobber today to fill any gaps in 
the line. 





FLEXIBLE STEEL MATS 


Clean Better —Last Longer 





U’S*S CYCLONE ‘ke’ 707 HARDWARE PRODUCTS 
A i A i es 


HARDWARE AGE, AUGUST 19, 1954 


73 








Three-level table shows wide range of 


medium-priced bridal suggestions. 


Giftware Selling 





both quality and 





Dinnerware, glassware and pottery sets and individual 


pieces offer wide variety in limited area. 


Social Columns Provide Giftwares Prospects 


A Texas store builds profitable gift volume by watching wedding an- 
nouncements and with use of eye-catcher displays 52 weeks a year 


Watch the society columns of the 
local newspapers if you would build 
a good giftwares trade. And have 
attractive displays at all times. 

That is the key to a highly suc- 
cessful gift and housewares volume 
for Allen’s Hardware in Bowie, 
Tex. Mrs. Cecil Allen, manager and 
buyer for those departments, does 
this to build an ever increasing and 
highly profitable volume. 

When a local paper announces a 
forthcoming wedding, Mrs. Allen 
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contacts the bride-to-be, and ob- 
tains—if possible—the names and 
addresses of guests being invited. 
Should the bride-elect choose pat- 
terns of dinnerware or other table 
needs at Allen’s that fact is passed 
on to the guests-to-be. 

As people select gifts at Allen’s, 
a record is made to prevent dupli- 
cations, and to enable the firm to 
assist in selection of needed items. 

It igs not unusual for a _ local 
woman to call Allen’s, check as to 


items not already bought for a 
forthcoming wedding, make selec- 
tion over the phone and then re- 
quest direct delivery of the items 
in one of the firm’s special gift 
wraps. 

For some bridal showers Allen’s 
have delivered as many as 30 gifts 
to as many individual buyers. 

The store’s selection over the 
phone service is used by many 
women on rainy days, or on occa- 
sions when they find it inconveni- 


HARDWARE AGE, AUGUST 19, 1954 









Bulkier 
wide tal 


ent to! 
store. ' 
heard ¢ 
roundin 
Giftv 
are sh 
throug! 
more tl 
departn 
mercha 
of the 
crease 
firm evé 
wares ; 
The 
single 
nerwar 
terns 0 
high qi 
—offers 
twice a 
las hel; 
partme 
trends 
Bowi 
home c 
Art Le: 
has mc 
on exhi 
ages ¢ 
Texas 
Store 
annual 
visitors 
mers 0: 
receive: 


HARDV 


individual 


ects 


ht for a 
ake selec- 
then re- 
the items 
ecial gift 


rs Allen’s 
s 30 gifts 
yers. 

over the 
by many 
- on occa- 
nconveni- 


19, 1954 








Bulkier gift suggestions get center-of-store showing on 


wide tables for easy inspection. 


ent to make a personal visit to the 
store. “Call Allen’s” is an often 
heard comment in Bowie and sur- 
rounding territory. 

Giftwares and other housewares 
are shown in window displays 
throughout the year. Operated for 
more than nine years the giftwares 
department, and other housewares 
merchandise occupy an entire side 
of the store. A sizable profit in- 
crease has been registered by the 
firm ever since it enlarged the gift- 
wares section. 

The gift section began with a 
single pattern of open stock din- 
nerware. Today there are 22 pat- 
terns of pottery, semi-vitreous and 
high quality china—all open stock 
—offered at the store. Attendance, 
twice a year, at gift shows in Dal- 
las helps Mrs. Allen keep her de- 
partment in line with current 
trends and demands. 

Bowie, a town of 5500, is the 
home of many artists. The Bowie 
Art League’s annual sidewalk show 
has more than 3000 pieces of art 
on exhibit each year. Artists of all 
ages are attracted from north 
Texas and surrounding states. 

Store traffic is benefited by the 
annual show, with many first-time 
visitors becoming regular custo- 
mers of the firm. The art training 
received by youngsters and adults 
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in Bowie makes the people in that 
town highly appreciative of the 
quality giftwares offerings at Al- 
len’s. 

Mrs. Cecil Allen visits gift shows 


— | tii x 





Neat corner features equipment for hot and cold bev- 
erage preparation and serving. 


in Dallas, twice each year to watch 
for new lines and items to add tu 
the department. Mr. and Mrs. Cecil 
Allen, and his mother, are owners 
of the store. 





Window Panel Promotes Garden Tools 














Gardening and clean-up equipment are effectively displayed on this peg 
board panel at the Lebanon, Conn., hardware and /umber business operated 
by Dominick Puhlick. The inner section of the large panel is used to display 
other items visible to those shopping in the store. Featuring samples of o 
wide range of garden items in this manner turns many window shoppers into 
customers. 


~1 
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Revolving Displays for 


Paint Chips and Impulse Items 


Here are two rotating displays 
which can be easily and inexpen- 
sively constructed by a local car- 
penter or store handyman, and 
which will serve a multiple of uses. 

The display in Fig. 1 is for show- 
ing paint color chips in various con- 
trasting and matching combina- 
tions. Fig. 2 illustrates a perforated 
board display for impulse items that 
can be located on a cash or check- 
out counter, or as a feature display 
in various parts of the store. 

Fig. 1 is a color selector for the 
customer interested in a do-it-your- 
self paint job. To make it easier 
for the customer to select, or the 
salesmen to demonstrate different 
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4 PLYWOOD TDR 


4 
S+/INE BOARD BASE 


color combinations, our display con- 
sultant has designed this color se- 
lector. 

The unit is made of four separ- 
ately revolving octagonal sections. 
The facet of each is to be painted 
in a different color or shade. 

Assume a customer wants to paint 
the upper wall area of a bathroom 
in yellow, and then wants a good 
contrasting color for the lower wall. 
All the salesmen need do is turn 
one of the sections, A, Fig. 1 until 
the yellow facet faces the customer, 
and then turn one of the other sec- 
tions until a suitable second color 
is found. 

The color selector holds 32 differ- 







DERN DISPLAY ID 
a2) BAG 
creased 








ent color panels. By increasing the 
height of the display, it can accom- 
modate more colors, or it can be 
augmented in this way. 

Make up 32 additional panels 
as shown in B, Fig. 1. Cut them out 
of %-in. plywood or hardboard. 
These then can be attached to any 
of the octagonal sections by the use 
of small pins as shown in the dia- 
gram. 

This will make it possible to show 
64 different colors. The extra color 
panels can be stored in a pull-out 
drawer built into the base (C) of 
the color selector. 

To construct the selector, build 

(Continued on page 88) 
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the new Ocean City #350 

or, apn Spinalong Spinning Reel $4.95 

ates e Smooth Gears e Gear Ratio: 3 to 1 
e Perma-seal Lubrication e Adjustable Drag 
e Revolutionary New Automatic Pick Up 


Heavily Plated Metal Parts 
Line Capacity: 
Approx. 100 Yards, 6# Test Monofilament 


; \ the new Montague #2G3 
a | Vi“ Spinalong Spinning Rod $4.95 








e 2 pc. White Solid Fiber Glass 
Write for free e 3 Graduated Spinning Guides and Top 
1954 Catalog. e Cork Grip, fiber glass reinforced, sliding bands 
Dept. H8 e Overall length: 514’ 
: : ae 
_ Field tests have proven the Spinalong combination to — aN 
_ be as efficient and as dependable as many other | 


combinations costing twice the price. . . and the 4 
Spinalong is guaranteed by Ocean City and Montague ! 


ORDER THROUGH YOUR JOBBER NOW! : 








7) 
as 
Q « 3 
OCEAN CITY REELS MONTAGUE RODS 
OCEAN CITY MFG. CO. MONTAGUE ROD AND REEL CO. 
] **A”’ and Somerset Sts. Montague City 
Se Phila. 34, Pa. Massachusetts 
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Travtlectric 


CONVERTERS 


provide 
House Current 
Anywhere 


— from battery in car, truck, boat. At the 

beach — picnic grounds — at cabin — 

on trips — anywhere! 

Easy! No installation! Just plug Trav- 

Electric into cigar lighter on dash. 
Trav-Electric Operates: 

Tape Recorders Dictating Machines 

Electric Shavers Small Electric Drills 

Radios Portable Phonographs 

Soldering Irons Etc., etc., ete. 


6 Models — 10 to 100 Watts 


— a size for every need. 


“MIDGET” tof 
Mode! 6-11160 
10-15 Watts 
About as small as a 
pack of cigarettes 


$11.95 LIST 









"JUNIOR" 
Model 6-110 
115 Cycle 
30-40 Watts 
$12.95 LIST 


"SENIOR" 
Model 6-1160 
Size 2!/2'"x2!/2""x4!/,"" 
35-40 Watts 
$15.95 LIST 
"MASTER" 
Model 6-51160 
40-50 Watts 
Size 4°'x5''x6" 
$27.59 LIST 
"SUPER" 
Model 6-71160 
(Shown at top of ad) 
60-75 Watts 
Size 4''x5''x6" 
$37.95 LIST 
— and now, the "CHIEF" 
New — just out—Model 6-11 160—75-100 
Watts—automatic on-off switch — $49.95 
LIST. 


cre ‘Suave w 


Write for Catalog Sheets 
and Discounts 


Terado Company 


Designers and Mfrs. of Electronic Equipment 


1067 Raymond Ave. St. Paul 14, Minn. 
In Canada Write: Atlas Radio Corp., Ltd. 
560 King St. West, Toronto 28, Ont. 
Export Sales Division: Scheel International, Inc. 
4237 N. Lincoln Ave., Chicago 18, Ill. U.S.A. 
Cable Address—Harshee! 
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Lawn Sprinkler Systems Provide New Market 


(Continued from page 72) 


Window display featuring units of different capacities, plus some of tools 
loaned for an installation of sprinkler pumps. 


electric water sprinkler units, sup- 
plemented with posters and other 
printed material supplied by the 
manufacturer are used to tell the 
sprinkler pump story at Central 
Hardware. Displays just inside 
the store’s entrance include the 
pump, plastic and metal pipe, 
sprinklers, well points and tools and 
equipment needed for installation. 
Although somé dealers charge 
rental fees for use of equipment 
needed for installing these units, 
Central Hardware loans them to 
sprinkler systems buyers without 
charge. Most people buying the 
sprinkler units do their own in- 
stallation after instruction from 
the Oppenheimers, and pick up and 
return the equipment themselves. 
At present two complete well 
drilling outfits are available to cus- 
tomers, most users needing them 
for only three or four hours. The 
section served by the Oppenheimers 
has water sources less than 25 ft 
down, many people being able to 
tap water at 15-20 ft depths. 
Equipment loaned to the home- 
owner includes a tripod—7 ft high 


for those wanting the well in their 
basements and 12 ft high for an 
outside installation. Other equip- 


ment includes a pitcher spout 
pump, rope, well driver and a post 
hole auger. 


The customer is shown how this 
equipment is used, the auger and 
well driver being used until water 
is reached. Then the pitcher spout 
pump is used to clean the well of 
sand. Some installations also re- 
quire a water clarifier, the hopper 
and material selling for $40. 

Some customers wanting the en- 
tire job done for them are put in 
touch with well drillers with whom 
Central Hardware Co. has made 
such arrangements. An average 
well installation in the area runs 
about $35, including well drilling, 
sprinkler head installation and 
electrical work. 

One of the Oppenheimers al- 
ways checks back on a well instal- 
lation, whether done by a do-it- 
yourself customer, or by well drill- 
ers working with licensed electri- 
cians. This policy leads to customer 
satisfaction, and often results in 
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comfort means 
continuing sales... 


CUMBERLAND 
has it! 


especially designed 
for easy wearing, 
easy selling 
















¥ 167— 
Fishing Vest , 
Cool, lightweight and a ploce for 
everything. Seven pockets, re- 
movable creel, zipper front, ring 
sbi: for net, loop to hold rod. Sizes: 
* small, medium, large and x-large. 
yi) Material: Fisherman's jeans cloth— 
Outdoor green, Packed in a plio- 
film bag. 

# 267 (same but with bvoyant pads 
placed in for emergency.) 






























* 59—Shell & Game Vest 


For warm weather and early 
season shooting. Made of 8 oz. 
twill, 16 all-gauvge shell loops. 
Heavy duty rustproof zipper. Built- 
in bloodproof game bag, easily 
accessible. Sizes: small, medium, 
large, x-large. 




























Your customers know they can count 
on Cumberland for tops in comfort 


The most complete and yet the shortest hunting and fishing 
sportswear line on the market is now ready for immediate 
delivery. It’s the Cumberland line . . . designed for comfort 
for your customers and profits for you. 


If you haven’t ordered your Cumberland fall hunting clothes, 
do so now from your favorite jobber. You'll find it profitable 
and pleasurable to offer your customers the rugged and smart 
looking Cumberland line. Send for new 1955 literature and | él. 


prices today. \ Knitted Zovave 

‘ Brush and brambleproof. Made for 
hord wear of 11 oz., two-ply duck 
with stormproof finish. Leather 
bound side pockets. Roomy seat 
and legs. Heavy duty zipper fly. 
Lockstitch seams throughout. Sizes 
even waist measurements—30 to 
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THE AMERICAN PAD & TEXTILE CO. 


SPORTSWEAR DIVISION 
GREENFIELD, OHIO 
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| XP Noiseless! 
Df Shock Absorbing! 
SF Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel .. . absorb shock ... and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 


SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO's SILENT FLASH 
outweors steel. Bigger wheels 
make skating faster. Noise- 
less! Shock absorbing! 






The SILENT FLASH is made only by the 
great name in skates for over 40 years 


THE MIGHTY CHANNEL ARCH 
CHICAGO's exclusive *'Chan- 
nel Arch’ is strong enough to 


support over 200 pounds — 
another proof of CHICAGO's be 99 
ruggedness. SILENT FLASH 


chassis is the same as the fa- 
mous FLYING SCOUT shown. 


Roller Skate Company 
4456 West Lake St., Chicago 24, Illinois 














sale of other types of merchandise, 

A single newspaper ad featur- 
ing the shallow well sprinkler sys- 
tem idea started the ball rolling 
for Central Hardware last year, 
Some of the firm’s advertisements 
on other types of merchandise in- 
clude brief mention of the sprin- 
kler system outfits. Most cus- 
tomers for these units have been 
attracted by word-of-mouth ad- 
vertising and by store and window 
displays. 

To date all sprinkler systems 
sales—20 last year, and an even 
larger number up to July 1 of this 
year—have been for cash or with 
customers having monthly charge 
accounts. Should customers wish 
these purchases financed arrange- 
ments have been made with a local 
financial institution to handle the 
details. ; 


Sells Related Merchandise 


Most of the pumps sold were 
$100 units, plus $20 for a well 
point, and with sprinkler heads 
at $6 each. Thousands of feet of 
garden hose, plastic and metal pipe 
have also been purchased by sprin- 
kler system buyers. In some in- 
stances several customers have 
jointly bought systems to serve 
more than one home, equipment 
orders running as high as $600 
for these jobs. 

Emphasis is placed on the fact 
that water volume is the big need 
for proper lawn watering. 

Instead of giving the customer 
detailed descriptions of the horse- 
power of the motors, gallonage, 
etc., stress is placed on the fact 
that the units will do an effective 
job for one, two, three or four 
sprinklers. 

Valley Stream is a community 
of about 30,000 population. The 
firm does business with customers 
as far as 20 miles away for its 
sprinkler systems, and in a wide 
variety of other merchandise. 


A Correction 


Dieruf Hardware & Implement 
Co. is located in Jeffersontown, 
Ky. It was incorrectly stated in 
the June 24 issue of HARDWARE 
AGE on page 88 that the firm is 
located in Lexington. 
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MODEL 775 
$105 00 (retail) 


MODEL 755 


$99 50 (retail) 


—iiz 


moon. 77 =§$C 


$69 75 (retail) 


MODEL 77 


$59 00 (retail) 





MODEL 620 


$75 00 (retail) 
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Stevens Pump buns 


COME IN ++ 


give ‘em their choice 


Some customers want automatics—others prefer pump 
guns. Whichever their choice, you're ready to se// them 
when you stock Savage automatics and Stevens slide action 
repeating shotguns. These dependable, sales proven models, 
shown and described below, will be pre-sold to your cus- 
tomers this Fall in large space color advertisements in lead- 
ing outdoor magazines. Be ready for business—place your 
SAVAGE order now with your distributor. 

SAVAGE ARMS CORPORATION 

; \ Firearms Division, Chicopee Falls, Mass. 


Savage 


SAVAGE - STEVENS - FOX Firearms 








% (Savage Automatic Shotguns 








Lightweight — 12-16 ga 5-shot 

Fast, smooth, auto-loading action... proven dependability . . . smart 
streamlined appearance... lightweight receiver of tough aluminum 
alloy...these are the features which make the Savage Model 775 a 
popular sales leader and the “first in the field” choice of upland game 
and skeet shooters. 

Same specifications, same streamlined design as Model 775, but has 
steel receiver. Gives maximum recoil reduction from even the highest 
velocity, long range loads 







ho 





Hammerless —6-shot —solid frame. 12 ga at the Right Time 


An all new pump gun fitted with new Savage Super-Choke for instant 
choke selection—less recoil. New over-all streamlining ... mew beauty 

..new value... new sales appeal. Extension bgavertail slide handle, 
streamlined receiver and trigger guard, and lightning fast action of 
proven dependability make the new “77” a sales leader in the slide 
action repeating shotgun field. 


Same specifications, same outstanding sales features as Model 77-SC, 
but without Savage Super-Choke and rubber recoil pad 








Hammeriess — 6-shot takedown. 12-16-20 ga 





The original, successful slide action repeating shotgun design — proved 
and improved. Now with new streamlined extension beavertail slide 
handle, plus these other outstanding sales features: Fast, dependable 
action... Hammerless, solid breech design with visible locking bolt 

. convenient push-button safety ...non-glare finish on top of re 
ceiver... American walnut stock with checkered pistol grip. All pop- 


ular chokes. 
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Muskrat, 
Skunk 
and Mink... 


No. 1 VG VICTOR 
STOP LOSS 


The delayed action guard 
prevents escapes. The 
auxiliary guard moves high up on 
the animal’s body to eliminate 
“wring-off.” Simple, sturdy con- 


struction; lightweight; easy to set. 
Jaw spread, 4”. 








News-Style Ads Publicize Staff 


(Continued from page 67) 





| Bill Cawley, Ph.D.” 


most valuable to the individual} why so many people who are in 
householder, contractor, mechan-;thé market for hardware always 
ic, construction or maintenance | look to~ 


Whether your specialized 
hardware problems concerns a 
lock for your bathroom door, 
or the complete Ynstallation for 
a hospital, take your problem to 
Bill Cawley and his associates at 
HQOBFERKAMP'’S. Bill has no 
tpained scroll on the wall attest- 
Ing to his “degree” but his hard- 
ware education is complete, never- 
theless. His 34 years of experi- 
ence at this same store, coupled 


with a keen mind; makes him 
\ 


man, for Bill knows just about 
all there is to know about hard- 
ware and he has solved their} 
difficylties time and time again. 

Bill has a wide acquaintance in 
| the Springfield area, and in eaddi- 
tion to hardware, he knows all 
about hunting and fishing. If you 
don't believe it. just ask him! | 

Bill is one of the many reasons! 








HOFFERKAM(] 


HARDWARE 


427 FE. ADAMS @ DIAL 8-6476 





| P. S& We've pinpointed Bill Cawley in this ad because he's our senior man in years 





No. 1 JG 





*Publie Hardware of service 
Doctor. 


You'll read all about the other qualified fine folks at Hofferkamp's 
im future adverusements, 





Bill Cawley at his desk was the center of interest in this ad. 





used throughout the full year. Hofferkamp Hardware was es- 

y ONEIDA JUMP Industrial and commercial buy- tablished in 1905 by Ed and Harry 
——— h STOP LOSS ers are regularly contacted in per- Hofferkamp, father and uncle of f 
Light, compact—the Oneida Jump son, although many of these custo- the present owner. Its downtown y 
trap with famous Stop Loss guard. mers do not wait for such contact location store has a 22x100 ft t 


The favorite trap for those who 
prefer Jump style. Jaw spread, 454”’. 






For Fox... 


No. 2 VICTOR 
COIL SPRING 


The most popular fox trap. Sturdy, 
quick in action. High quality con- 
struction; reliable spring made of spe- 
cial analysis steel. Jaw spread, 534’’. 
Order Victor Traps by name 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. ¢ 


Pascagoula, Miss. 








—being in the habit of mailing or 
phoning their orders. The firm 
devotes its selling and display ef- 
forts to the merchandising of 
hardware, machinery, hand and 
power tools in a wide range of 
sizes and types. 


display room and two display win- 
dows. 

Four employees assist Mr. Hof- 
ferkamp on the sales floor and one 
in the office. One employee has been 
with the store for 37 years, an- 
other for 25 years. 





Advertises Repair Service 


The Zweck-Wollenberg Co., Bea- 
ver Dam, Wis., hardware dealers, 
advertises in a special weekly We 
Fix It section of a local newspaper 
with many other merchants offer- 
ing a variety of repair and other 
services. This ad, made from a 
manufacturer’s mat, appeared with 
messages from clothing, automo- 





NOME a (©) 474 40) 


MAYTAG 





NASHER SERVICE 


Zweck - Wollenburg Co. 
HARDWARE 

















oe 
bile and implement repair services 121-323 Front St. Tel. 5269 
offered in the community. It at- WE USE ONLY GENUINE 
tracted numerous new customers MAYTAG - BUILT PARTS ’ 
—make money for you! for the firm. * t 
HAR 
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Display “EVEREADY BATTERIES 





Nine Aives 
ie 


Gu 








.. Sell the Outdoor Market | 


Be os 





For vacationing, camping, traveling, or just around the lights with “Eveready” batteries because a flashlight is 
yard at home... everybody needs a flashlight! This is only as good as the batteries it uses. And “Eveready” 
the time to remind your customers to power their flash- batteries are best for brighter light, longer life. 






“THIS IS THE DISPLAY BOX 
THAT DOUBLED BATTERY 
BUSINESS LAST SUMMER!” 


says Stamford, Conn., dealer, Harry Karp. 











YOU, TOO, CAN RING UP EXTRA 
SALES BY DISPLAYING “EVEREADY” 
BATTERIES IN THE DOUBLE DIS- 
PLAY PACKAGE — two displays instead 
of one. Remind your customers to buy! 
Display “Eveready” batteries prominently! 
Don’t forget that “Eveready” is America’s 
fastest-selling battery brand! 






















EVEREADY BATTERIES 


BRAND 





The terms “Eveready”, “Nine Lives” and the Cat Symbol are registered trade-marks of Union Carbide and Carbon Corporation 
NATIONAL CARBON COMPANY ~ A Division of Union Carbide and Carbon Corporation + 30 East 42nd Street, New York 17,N. Y. 
District Sales Offices: Atianta, Chicago, Dallas, Kansas City, New York, Pittsburgh, San Francisco * IN CANADA: Union Carbide Canada Limited, Toronto 
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FOR THE BEST SALES 


SELL 


THE BEST... 





KEYSTONE 


INSECT WIRE SCREENING 


FINEST MATERIALS and manufacturing perfection! 


Maximum strength and longest life! The Keystone line of 


Insect Wire Screening enables you to give today’s biggest 
value for every screening dollar...and the best buy is 
always your best bet for sales and profits. 

Keystone Insect Wire Screening comes in aluminum, 


bronze and galvanized steel, and 










in all standard widths. It 
meets U.S. Department 
of Commerce Commer- 
cial Standard 138-49. 
Write for catalog giving 
full information and 
start cashing in on this 


proven sales leader. 


KEYSTONE 





WIRE CLOTH COMPANY 
HANOVER, PA.-+ FOSTORIA, OHIO 


84 








| Free Coffee Servings 


(Continued fram page 59) 


mopolitan touch, to Calgary (784 
miles) Bahia Blanca (8,875 miles), 
Freetown (7,477 miles) and Reykja- 
vik (3,870 miles). 

The interior of the fixture is il- 
luminated so that the glass sides 
diffuse a pale green light. It is also 
used as a night light for the store, 
and is sufficiently strong to illu- 
minate most of the store area. 

“Both the crossroads idea and the 
free coffee have been sales builders 
for us,” says Grant McVicar. “Even 
at the present price of coffee it still 
costs only $30 to $40 per month. In 
terms of the promotional benefit to 
us, that is a very moderate expendi- 
ture. It not only attracts people to 
our store who would not otherwise 
know about us, but brings some 
customers in to us with greater 
regularity. 

“In addition, it has the desirable 
result of slowing down the cus- 
tomer. Many customers are in a 
hurry, come into the store for a 
specific item and then rush right 
out again. A person with a cup of 
coffee in his hand cannot hurry. He 
relaxes, walks around the store and 
notes other lines we sell. 

“Many customers tarrying for a 
cup of coffee, after having pur- 
chased a single item, will come up 
to the wrapping counter with some 
items he had not previously intend- 
ed to buy.” 





HARDWARE HUMOR 








c)Hardware Age 1954 


Hereafter, make sure you got plenty 
of jars before you start canning 


stuff!" 
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another reason why 
you make more profit selling 
DEMPSTER WATER SYSTEMS 







Whatever a customer's water sup- 
ply problem may be, Dempster. 
dealers’ have the best and latest 
pump to answer it! In more than 75 
years of design and manufacture of farm 
Water Supply Equipment, Dempster has 
established a reputation for sound engi- 
neering and construction. Excellent 
examples are these new multi-stage 
Jetmasters, designed for deep wells down 
to 350 feet and for shallow-well demand 
up to 4,000 gallons per hour 


This means more profitable dealerships 

with sales at a maximum and service at a 
minimum and a single line (with many 
parts interchangeable) to meet every 


requirement of your customers 


Dempster builds trouble-free performance 
right into every Dempster water system, 
with simplified design, tested materials 
and complete scientific quality control. for 





every step of manufacture in Dempster’s 
own modern plant 












It will pay you to investigate the valuable 
Dempster franchise. For full details write: 





DEMPSTER MILL MFG. CO. 
BEATRICE, NEBRASKA 


Branch worehouses ond offices in Omaha, Nebr.; Kansas City, Mo.; Des Moines, Ia.; 
Sioux Falls, $. D.; Denver, Colo.; Oklahoma City, kle.; Amarillo, Tex.; 
San Artonio, Tex. 
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Counterfeit Money ....Watch for It 





Here is the latest information on new coun- _— After aa little practice you will be able to 

terfeit bills as reported by the U. S. Secret check bills quickly and unobtrusively, with- 

Service. Train yourself and your sales peo- _—out offending the customer. Keep this page 

o to study all bills so they know where to where you can quickly refer to it. This pre- 

ook for the identification listed below. caution could well protect you from loss. 
SERIES 1950 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF ST. LOUIS, MISSOURI 








CHECK LETTER AND 
FACE PLATE NUMBER: 8B 53 




















00000000 BACK PLATE NUMBER: 764 
Deceptive reproduction printed from photo-intaglio plates on one sheet 
of paper of superior quality. Check letter synchronizes with serial 
numbers, which vary, H13572614A and H12613574A having been used SS No. 1396 
to date (Card No. 286) 
SERIES 1950 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 


CHECK LETTER AND 
FACE PLATE NUMBER: E 6 























BACK PLATE NUMBER: 728 
Deceptive counterfeit printed on one piece of paper of superior quality. 
Hair lines in portrait reproduced so lightly that the hair appears to be 
grayer than in the genuine. Lack of shading about the mouth reflects 
a grim expression. Wisp of hair curling downward at ,top center of 
forehead is barely visible. SS No. 1399 
Serial numbers vary, some notes bearing G53405074A. (Card No. 287) 
SERIES 1934 D | 
t 
NEW COUNTERFEIT $5 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF MINNEAPOLIS, MINNESOTA a 
CHECK LETTER AND / 
FACE PLATE NUMBER: G59 t 
ATIONS ( 


00000000 


BACK PLATE NUMBER: 1757 








ONS 








Deceptive counterfeit printed from intaglio plates of excellent workman 
ship on one piece of paper of fine quality. In the portrait, shading 
about the eyes is too dark. Red ink lines drawn on the note to simulate SS No. 1400 


fibers in genuine paper. Serial number 128852365A. (Card No. 288) 
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HODELL CHAIN 


for every farm use 























UTILITY HANDY TIE-OUT PORCH-SWING TRACE HALTER * LOG 
CHAINS CHAINS CHAINS CHAINS CHAINS CHAINS CHAINS 


There’s a big market for quality chain on the farm. Be ready 
to supply this need from the full line of high-quality welded 
and weldless chain produced by Hodell. Have Hodell 
Animal Chains readily available on your counter for cus- 
tomers. Display Hodell Pailettes with Proof Coil and BBB 
Coil Chain in a convenient location, too. 





You'll want full information on this line of chain, so Hodell Pailettes are all-steel, re-usable containers 
write for your Hodell Catalog, today ...and be sure to ask +++ hold 100 Ibs. of Proof Coil or BBB Coil 


ee : Chain in four sizes. 300, 500, 1000-Ib. barrels 
r i for H 4 a ’ . 
_ distributor for Hodell Chain of Proof Coil or BBB Coil Chain also available. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





6 ST 


) FASTENERS Sf HODELL CHAINS CHESTER HOISTS 
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DEALERS WANTED 





RED HEAD 


LAWN TRIMMER 


Electric lawn trimmers are gaining popu- 
larity every day — it won't be long until 
hand grass trimming is a thing of the 
past. You can get a BIG share of this 
business selling the new RED HEAD 
trimmer! Manufactured by one of the 
midwest’s leading metalworking firms, a 
firm with a reputation for producing only 
the best, the RED HEAD trimmer Jooks 
quality and /s quality. Look at these 
features: 


4/ Aluminum construction with beautiful, 
eye-catching anodized finish 

“/ Safe soft iron blade that resists chipping 

4/ Top quality 8000 rpm electric motor 

a/ Weighs only 3% pounds 

“/ Retails at only $19.95! 











Here’s a combination that's a sure 
sales winner — 


* the right product at 
* the right price 





Write for full details today ! 








The CINCINNATI 
VENTILATING Co. 


THIRD & MADISON, COVINGTON, KY. 











Revolving Displays for Paint Chips and Impulse Items 


(Continued from page 76) 


the revolving sections (A) of pine 
board, using 14-in. plywood for the 
tops and bottoms, as shown in Fig. 
1. Then put them in position on the 
desired length of 1-in. pipe, insert- 
ing a 3-in. outside diameter metal 
washer between each section. This 
will enable each to be rotated inde- 
pendently of the other. 

Since a 3-in. outside diameter 
washer has a 1*%¢-in. hole, and the 
outside diameter of the 1-in. pipe is 
1.315 in., the washers might fit a 
little too tightly on the pipe. They 
can be reamed out for a looser fit. 

The round stem of a chrome finish 
metal card holder can be inserted on 
top of the rotating display. Drill a 
hole into a round piece of wood. 
Drive the wood in the end of the 
pipe and insert the stem of card 
holder into the wood plug. 

Small tack-on bin price clips (P) 
can also be attached to each face to 
identify the color, type of paint, and 
price. 

Since the measurements given in 
Fig. 1 are only suggested measure- 
ments, they can be varied to fit in- 
dividual requirements. 

Fig. 2 shows a four-sided display 
unit which is supported by and ro- 
tates on a length of 1-in. outside dia- 


meter pipe inserted in a pine board 
base. This display is suggested for 
use on an island unit or a flat 
counter. 

The 1x 2-in. wood frame can be 
sized to meet different require- 
ments. Each side of the revolving 
unit is faced with perforated hard- 
board, attached to the frame with 
screws so that the panels can be 
easily removed when new samples 
are to be attached to them. 

Many metal price clips, shelf sup- 
ports, boxed goods holders, etc., ar¢ 
available for displaying different 
types of merchandise on perforated 
panels. A good idea is to paint the 
panels in a flat color which will off- 
set the merchandise displayed. Use a 
spray gun in finishing the panels so 
that the perforations do not become 
filled in. 

Various lines of merchandise can 
be displayed on this revolving unit: 
Small hand tools, small housewares, 
kitchen gadgets, fishing plugs and 
lures, ete. 

If the display is located next to 
the cash register, it will be a quick- 
selling impulse item merchandiser. 
On occasions, the display can be 
signed “Today’s Specials” and mer- 
chandised with promotional items. 





Plumbing Sundries 


in Compact Space 





L. D. Schapperkotter wanted a compact fixture in which he could show a 


wide variety of plumbing fixtures. 
Hardware store in Columbia, Mo., 


with a center panel section for showing fixtures and smaller items. 


portions are used for back-up stock. 


This unit he built in the Schapperkotter 
uses conventional style step-back shelving 


Lower 
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Snow YOUR CUSTOMERS this cut-away sec- 
tion, illustrating the heavy construction of 
the Red Head well point . . . the only non- 
clogging, V-shaped continuous inlet slot...and 
the only direct waterway without a pipe base. 


As they can see, there’s a tremendous open 
area for water—and there’s absolutely no 
gauze jacket to clog up or rip away! 


There’s no necessity of carrying duplicate 
stocks because the Red Head can be used 
Cut-oway section showing the heavy as a flush point—or as a drive point, it can 
construction of the ‘RED HEAD" drive : 
well paidt, the nen-degaing, V-chaped be driven as hard as necessary under nor- 
continuous inlet slot, and the direct mal conditions. Available in 114” and 2” 
atti nee sizes, it’s made of low-carbon steel, double 
galvanized, and it’s welded by a patented 
process from top to bottom into one 


solid unit. 








Ask your jobber or write for bulletin... 


EDWARD E. JOHNSON, Inc. 





how a 

kotter ST. PAUL 14, MINNESOTA 

= te Well Screen Specialists Since 1904 
Ww 
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**Never mind the 97 rooms and 56 fireplaces. Has 
it got Campbell Chains on the drawbridge?” 
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There’s no substitute for safe, dependable 
CAMPBELL CHAIN on hundreds of jobs of haul-’ 


ing, holding or hoisting. 


A complete Campbell line includes chain of 
every size and grade, for any purpose. Order it 
in the easy-to-handle CAM-PAK .. 
on the eye-catching Campbell Merchandising 
Stand. Your jobber can give you complete in- 


. display it 





formation. If you prefer, write direct. 








CAMPBELL CHAIN Company 


. i ee arm  « — 





CAMPBELL 


Tes ee ee ee ee 
pa CHAIN 






Main Office, York, Pa. » West Burlington, lowa 
Portland, Oregon * Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Special Decorative 


| 
| Effects Stop Traffic 


(Continued from page 63) 


Light sprayings of special dis- 
play enamel obtained from a dis- 
play materials distributor were 
used by Mr. Tucker to produce the 
leaf patterns. 

An individual autumn leaf out- 
line was made on a 5x7 in. sheet 
of wrapping paper. Mr. Tucker 
used an actual leaf for his pattern, 
drew an outline on the sheet and 
then used scissors to cut his leaf 
pattern. 

The large pattern was fastened 
in position on the window and 
along its edges the paint was 
sprayed. Then the pattern was re- 
moved from the glass and the rest 
of the area within the outline was 
lightly sprayed. The border of each 
of the giant leaf patterns were 
highlighted with careful spraying 
of colors to get light and heavy 
shadows. 

Displays of utility and fancy 
housewares items were clearly visi- 
ble through the leaf patterns. 


Windows Attract Attention 
From Both Sides of Street 


Md Coleg ~ 





VOI 


wet me te GM 


A mezzanine display window was in- 
stalled by Santa Monica Hardware 
Co., at 1304 Wilshire Blvd., in Santa 
Monica, Calif., to attract the atten- 
tion of foot traffic on the opposite 
side of the street. Parked cars do not 
obstruct the upper window so passers- 
by have an excellent view. 
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he Protit lime” 
tor American Fonte Doaers 


e Summertime is “Profit Time.” 
Farmers are spending money—pre- 
paring for the coming fall and winter. 
Naturally, they want to buy wisely 
and carefully. And they want the 
best. You, as an American Fence 
dealer, are in a position to supply 
them with the best. 

The farmer is no stranger to Amer- 
ican Fence. During the year we have 
kept him aware of ‘“‘American’”’ prod- 
ucts through national advertising in 
leading farm papers, read by more 
than six million subscribers. Radio 
commercials and direct mail litera- 
ture have helped, too. And thou- 
sands of satisfied farmers who 
already use American Fence have 
increased our advertising tremen- 
dously by word of mouth. Now it’s 
time to make the sale. 

Many of these people will be in to 
see you. Refresh their memories. See 
that your American sign is in a 
prominent spot. Make certain that 
your American Fence is displayed to 
best advantage. And be sure you 
have plenty of American Fence liter- 
ature to cover your complete mailing 
list and personal distribution re- 
quirements. If you need more litera- 
ture and signs, contact our nearest 
sales office. The demand for Ameri- 
can Fence is one of your biggest sales 
assets. And your best sales point? ae ° . 
Well— I : @, 


























There’s more American Fence 
in use than 
any other brand! 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S- AMERICAN FENCE 


a eee ee ee STATES >t 8.8 4 
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home Bop nerd it easy 
to display this self-selling 
carton wherever there's a 
hook or peg. 





s Oot 


a o< 
KENDALE im SBS 
PURITAN CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 











Sore detful 
. WAGNER 





and sec the DIFFERENCE 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 








$20,000 Volume in 
Dairy Equipment 


How would you like to do more 
than $20,000 annual volume on less 
than one-half of one pct of your 
inventory investment? 

Dairy equipment lines account 
for 10 pet of the $200,000 volume 
at the Mohrhusen-Schmidt Co. in 
La Grange, Tex., despite the fact 
that they are given limited store 
display space in a remote corner. 
Milking machines and a few re- 
lated items are shown in that sec- 
tion. Dairy equipment replacement 
parts are displayed in a _ back-of- 
the-store storage room. 

Operations costs are low for this 
department, one man sells the line, 
he and a helper handling all of that 
phase of the firm’s business. 

The company has sold 125 me- 
chanical milkers, these units form- 
ing the nucleus of a profitable ser- 
vice volume. H. A. Haberlein man- 
ages the department, and says, “I 
make sales by calling on dairy 
farmers, tell them about our lines, 
and about our repair service.” 


Discusses Farmer's Needs 


Mr. Haberlein seldom mentions 
new equipment when he makes his 
initial call on a dairy farmer. He 
inquires as to how well the farmer's 
mechanical dairy equipment is oper- 
ating. Often the farmer tells of 
some minor difficulty he is having. 
If the trouble is something he can 
rectify during that visit, he does 
so. If a major repair or replace- 
ment is needed, Mr. Haberlein takes 
the unit back to the store, with 
promise of return the next day, or 
the one following at the latest if 
possible. 

Farmers like this quick and 
efficient service, and become pros- 
pects for replacement units when 
needed, says Leon Schmidt, one of 
the firm’s owners. 


Another service appreciated by 
farmers is the loan of a replace- 
ment cooler the day the customer's 
own unit is removed for repairs 
which require return to the factory 
or service necessitating a_ unit 
being out of operation for several 
days. 

The firm guarantees all new 
equipment for one year, with all 
labor for repairs within the year 
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AUGUST—Sign of Virgo the Virgin 


If your birthday falls between August 24th and 


“SN _ 




























Xe 


September 23rd . . . you have great endurance 


... you plan your work logically . 
is active and extremely practical 
patient and farsighted . . 


.. your mind 
ee you are 
. you are quick to 


foresee the profit gained from a fast-selling Gal- 


vanized line like J&L Ware. 


Every month isa PROFIT-SIGN 
with J&L Galvanized Ware 


Galvanized ware moves better and profits are more satisfactory 


405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 


Your Customers Know and Buy J&L Ware... 


when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 
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Yes, by ordering from 
one supplier, your near- 
est ATLAS wholesaler, 
you have one order, one 
invoice, less paper work, 
easier stock inventory. 
And you have depend- 
able ATLAS quality, 
known the world over! 
Ask your wholesaler to 
show you the complete 
ATLAS line — and ex- 
plain how dealing with 
one source for tacks, 
nails, staples and allied 
items can increase your 
profits on these fast 
moving items by 5% or 
more. 


SINCE 1810 


ATLAS 


TACK CORPORATION 


Meokers of the largest verlaty 
of tacks and nails in the world. 
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| 


want and need... 


BOOST PROFITS 5% 





provided at no cost to the customer. 
Parts guarantees are for 90 days 
from the time of purchase. 

When Mr. Haberlein is not busy 
in the store on sales or service, he 
is out visiting prospects and cus- 
tomers, talking about dairy farm- 
ing and service requirements. 

Mohrhusen-Schmidt Co. has its 
dairy equipment displays in back 
of the store so that privacy may be 
provided for discussing dairying 
problems, and the price and terms 
on major equipment. 


Bandaged Thumb Society 


Attracts New Customers 


Did you ever hear of the Ancient 
and Honorable Order of the Band- 
aged Thumb? 

To attract attention of more do- 
it-yourself fans to its new yard 
and retail store Merrick Lumber 
Co., a hardware and building ma- 
terials firm in Holyoke, Mass., sent 
a number of customers and pros- 
pects membership cards in the 
Ancient and Honorable Order of 
the Bandaged Thumb. Members 
receive a letter of welcome from 
Raymond D. Merrick, president of 
Merrick, on the order’s letterhead 
indicating that headquarters are at 
the company’s Offices. 

Members are sent a small mem- 
bership card, membership certifi- 
cate, with the welcoming letter and 
a C.O.D. reply card with space for 
indicating whether they are home 
owners, the age of their homes, 
number of rooms and whether they 
have unfinished rooms, attic and 
basement. Space is also included 
for indicating garage and work- 
shop ownership, and whether or 
not the recipient does his own re- 
pairs and painting. 

More than 4 per cent of the 
members return the cards, thus 
giving Merrick valuable market in- 
formation. 

Before the order’s membership 
lists were opened, teaser ads in 
local papers showed the heraldic- 
type shield, a large bandaged thumb 
and hammer and square for a crest. 
Embellished in symbolic shavings 
were a screw, nail, saw and level. 
The words, Order of the Bandaged 
Thumb, appeared at the bottom of 
the ads. These symbols all appear 
on letterheads, membership cards 
and certificates. 





Coleman Distributors 


Alabama 

Alabama Appliance Co, Inc 
First Ave. N. at 13th St 
Birmingham 

Arkansas 

Gunn Distributing Company, inc 

E. Markham St., Little Rock 

California 
The Coleman Company, Inc 
6506 S. Stanford Ave 
Los Angeles 

The Coleman Company, Inc 
195 Rhode Isiand St 
San Francisco 

Colorado 
B. K. Sweeney Company 
1601 Twenty-third St, Denver 

Connecticut 

Roskin Distributors, Inc 
275 Park Ave., E. Hartford 

D.C. 

Mid-Atlantic Appliances, Inc 
2046 W. Virginia Ave, NE 
Washington 
Florida 

Pearce & Johnson, inc 
218 E. Bay St., Jacksonville 

J. D. Johnson Company 
16 West Gregory St., Pensacola 

1. W. Phillips & Company 
Morgan & Bell Sts, Tampa 

Georgia 

Appliances, Incorporated 
50! Stewart Ave, SW, Atlanta 

Illinois 

Robert Barclay, Inc 
1234 W. Fulton St, Chicago 

Triangle Industries Corporation 

W. Adams St., Chicago 

The Crum Distributing Company 
732 N. Monroe St., Vecatur 

Hardware Products Company 
Sterling 

Indiana 

Femco Corporation 
1825 W. Main St., Fort Wayne 

Central Supply Company 
210 S. Capitol Ave , indianapolis 

Femco, Incorporated 
1503 Prairie Ave , South Bend 

lowa 

G. J. Timmermann & Company 
114-116 Western Ave 
Davenport 

Sidies Company 
8 Seventh St., Des Moines 

Kansas 

Siebert & Willis, Inc 
149 North Rock Island, Wichita 

Kentucky 

Vailey Distributing Company 
912 Baxter Ave., Louisville 
Louisiana 

Waither Brothers Company, Inc 
1722 Poydras at Willow St 
New Orleans 

Maine 

Nelson & Smail, Inc 
68-78 Union St, Portiand 

Maryland 

United Supply Corporation 
2600 N. Howard St., Baltimore 

Massachusetts 

Bigelow & Dowse Company 
P.O. Box 95, Back Bay Station 
Boston 

Michigan 

Semmier Wholesale Supply Co 
5100 St. Joan, Detroit 

Buh! Sons Company 
246 Grandville Ave, SW 
Grand Rapids 

Semmier Wholesale Supply Co 
1840 Sheridan, Saginaw 

Minnesota 
Marshall-Wells Company 
P.O. Box 39, Lake Ave. South 
Duluth 
Marshall-Wells Company 
640 N. Prior Ave., St. Paul 
Missouri 
Columbian Electrical Company 
2603 Grand Ave., Kansas City 
Hollander & Company, Inc 
3900 W. Pine Bivd., St. Lous 
General Wesco Distributing Co 
521 N. Jefferson, Springfield 


Montana 
Marshail-Wells Company 
1300 E. 6th St., Billings 
Nebraska 
Sidles Company 
502 S. 19th St., Omaha 
Nevada 
Osborne & Dermody, Inc 
253 Chestnut St, Reno 
New Mexico 
Albuquerque Lumber Company 
501 N. First St, Albuquerque 
New York 
Roskin Brothers, inc 
1827 Broadway, Albany 
Lee Distributing Company 
845 Washington, Buffalo 
Jericho Plumbers Supply Co. 
Jericho Turnpike (Rt. 25 
Centereach, L! 
Roskin Brothers, inc 
115 Wisner Ave., Middletown 
O'Donnell Heating & Air 
Conditioning Co., Inc 
348-382 W. Fayette St, Syracuse 
North Carolina 
Shaw Distributing Company 
205 W. First St, Charlotte 
Ohio 
Hughes-Peters, Inc 
1128 Sycamore, Cincinnati 
The Shuler Radiant Compan, 
2114 Woodland Ave., Clevelar 
Hughes-Peters, Inc 
111-117 East Long St, Columbus 
The York Supply Company 
531 E. Third St., Dayton 
The Joseph B. Smith Company 
1945 Franklin Ave, Toledo 
Oklahoma 
Dulaney's 
825 N.W. Second St 
Oklahoma City 
Oregon 
Marshall-Wells Compahy 
420 N.W. Lovejoy, Portiand 
Pennsylvania 
The Coleman Company, Inc 
133-143 W. Hunting Park Ave 
Philadelphia 
Anchor Distributing Company 
955 Liberty Ave., Pittsburgh 
Rhode Island 
Lenz-Knight Company, Inc 
80 W. Exchange St., Providence 
South Dakota 
Power City Radio Company 
209 S. First Ave., Sioux Falls 
Tennessee 
C. M. McClung & Company, Inc 
501-509 W. Jackson Ave 
Knoxville 
McGregor’s, Incorporated 
1071 Union Ave., Memphis 
Radio and Appliance Corporatior 
No. | Cummins Station 
Nashville 
Texas 
Amarillo Hardware Company 
600-22 Grant St., Amarilio 
Radio City Distributing Company 
720 S. Austin St., Dallas 
W. G. Walz Company 
500 San Francisco St, Ei Paso 
Edwin Fiato Company 
914 Calhoun Road, Houston 
Straus-Frank Company 
301 S. Flores St., San Antonio 
Utah 
Strevell-Paterson Hardware Co 
126 S. W. Temple, Salt Lake City 
Vermont 
Ww. C. Landon & Company 
21 Evelyn St., Rutland 
Virginia 
R. F. Trant, Inc 
924 W. 2ist St., Norfolk 
Washington 
Marshall-Wells Company 
1258 First Ave., South, Seattle 
Marshall-Wells Company 
131 E. Main St., Spokane 
West Virginia 
Van Zandt Supply Company 
1123 Fourth Ave., Huntingte 
Wisconsin 
Wisconsin Heating Distributors 
1518 E. North Ave, Milwaukee 


Comfort costs so little 
with a 


OE, 


® 
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reall Get your share of the heater traffic in 

ve, Cleveland 

ine H 4 ’ } 

ES count the big selling season that's just ahead 

oll Hop aboard—and enjoy the money-making benefits of this 

_— fast-moving, profit-building Coleman promotion. It guarantees 

—_ the buyer comfort indoors and out with (1) ANY heater in the big 
Coleman line and (2) free gift of Wool o’ the West blanket. 

—e Coleman dealers share comfort in the eztra profit this promotion 


delivers—with a merchandising program nationally backed 

by the factory and a nation-wide distributor setup. Get in touch 
with your distributor for all the facts. See column at right. 

The Coleman Company, Inc., Dept. 952-1-HA, Wichita, Kansas. 
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THE GREA TEST NAME Uses Spot Displays 
IN MELMAC DINNERWARE 


ACCIDENT PROCE 








The owners of Homme] Hard- 
ware in the shopping center estab- 


lished by the firm in Middleton, 
Wis., use spot displays in various 
parts of the store. A_ rubbish 
burner from stock was converted 
into such a display to feature 
wash cloths at two for 29¢. An in- 
verted garbage can lid was placed 
inside the burner to prevent the 
merchandise from slipping to the 
bottom of the unit. 

In back of the wash cloth spe- 
cial display were two other burn- 
ers with items at 32¢ and 69¢. 
These spot displays led to many 
impulse sales, more than paid for 
the limited space they occupied. 

Featured specials and rubbish 
burners were sold by these dis- 
plays. 











ee ead 


Style —Color— Durability, three words synony- 
mous with COLOR-FLYTE dinnerware. Designed 
for the consumer market only—COLOR-FLYTE 
style sells Mrs. Housewife everyday. COLOR- 
FLYTE'S colors, grey, green, copper, and lime 
are the colors that ring cash registers all over 
the country. And of course COLOR-FLYTE'S 
durability brings more and more sales... 
guaranteed not to chip, crack, or break for one 
full year. Big beautiful hard-selling ads, in 


leading magazines and newspapers—in every The Profiteer 





HARDWARE HUMOR 





part of the country —are consistently paving An extra salesman that costs you nothing. 
the way for record-breaking COLOR-FLYTE Requires only two square feet of counter 
sales. Your sales record will jump too!— space—shows every piece in the 

“ty COLOR-PLYTE . . wr : COLOR-FLYTE line. Send the coupon 
wit! ef -+-the greatest name in below for more information on the 
Melmac dinnerware. PROFITEER—for more profit. 


eee ee ea a ae a ee a ae aa a | 





Bs THE BRANCHELL CO., Dept. HA i 

7 6024 Lloyd Ave., St. Louis 10, Mo. | 

B= Gentlemen: | would like more information on profit-making J | 

} Color-Flyte and the Profiteer. ry 

NE ic onacimapcxautede shinies madibaiins io 

| t © Hardware Age, 1954 
— COMPANY..... ceocccce PU SCCED CDSS COCR CORE+CCCCSS a 

a sili tdleanntistitbimaraniiind we | | “You simply fill the tub with hot 
i 8 | water, add soap, scrub the clothes 
3 CITY & DIATE ccccceee Ceara eeeeeee eeeeeeee eee & until they're clean, rinse them well, 
ee | and there you are.” 
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Biggest Seller Everywhere 


because Sheffield yperk WYIM{Z 





is thee ONE Aluminum Paint 


that does the, enrtite jot | 









Shettield M4 
perk gm | 
ALUMINUM PAINT (RAZ 

| brick 


covers 






metal 
aR i “< ~ ee, . 
in 
one coat 


TiO" 
THE SHEFFIELD BRONZE PAINT CORPORA 
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DOMINATE 


CAULKING 


Bare 


ure? 


MARKET 





CAULKING COMPOUND 


If you are not dominating your caulking 

market . or if vou are in any way 
dissatisfied with your present line... 
talk to your jobber or write us direct. 


LANDEN PUTTY WORKS, inc. 
LFV ST. ALE ABS 


BLOCK TEST 


Proves QUALITY 


LEXISEAL 


CAULKING COMPOUND 









The illustration shows demonstra- 
tion block caulked with FLEXI- 
SEAL. The top of the joint has 
been opened mechanically 3/16”, 
yet FLEXISEAL maintains a_per- 
fect seal! 
ASK YOUR JOBBER 
TO SHOW YOU OR WRITE 
FOR INFORMATION 


LANDEN PUTTY WORKS, inc. 


24A IRVING ST., MALDEN, MASS, 
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You and Your Selling Job 


Are you prepared to sell more customers this year? 
Here are some tips for re-evaluating yourself as 
a salesman and for improving selling techniques 


by C. L. Lapp, PhD. 


Associate Professor of Marketing 
School of Business and Public Administration 
Washington University, St. Louis, Mo. 


Do you want to sell more this 
year? If you do, it depends on 
you. 

So take a second look at your- 
self—your attitudes, your prod- 
ucts, your selling techniques, and 
your customer relationships. 

Basic selling fundamentals don’t 
change, but new twists of old ideas 
must constantly be used if your 
selling is to remain effective. Be- 
cause you were able to sell in 1929, 
1939, 1949, or even 1953, doesn’t 
necessarily mean you are prepared 
to meet your customers through- 
out 1954. 

Selling conditions are dynamic. 
New products, new competition, 
new merchandising ideas, new ob- 
jections for not buying, new appli- 
cations for old products, or new 
customers in an_ ever-changing 
business climate, demand that each 
year you self-evaluate your readi- 
ness to sell. 

A salesman must maintain a de- 
sire to progress if he is going to 
keep up with changing conditions. 
A complacent salesman who does 
nothing extra for buyers, who fails 
to try new ideas, fails to look for 
new prospects will wake up some 
morning on a sales trip and hear 
nothing but “No, No, No” from 
customers. 

Formulate a plan. Decide 
whether it is more profitable to sell 
more to existing customers or to 
increase the number of customers. 
But have a plan, and work your 
plan. 

Know your products. Are you 
letting a lack of product informa- 
tion limit your selling success? A 
complete knowledge of your prod- 
uct lines and specific products is 


becoming more and more essential 
to selling success. 

It may be difficult to learn every- 
thing about hundreds of items. If 
such is your case, at least, you can 
each day learn four or five primary 
selling points for one of the items 
which you select to push. Many 
salesmen fail to rise above medi- 
ocrity in sales mainly because they 
fail to select push items. 

Then, too, you may be failing to 
reach excellence in your selling ef- 
fort not because you don’t know 
your product, but because you don’t 
know how to explain your product 
features in language which will be 
understandable rather than con- 
fusing. Being an expert on out- 
standing features of a product is 
not enough. Most important, is 
being able to tell the customer 
what such features mean to him. 

A salesman is like a musician in 
at least one respect. Continuous 
practice is essential to continued 
success. Paderewski once said, “If 
I fail to practice one day, I know 
it. If I fail to practice two days, 
my booking agent knows it, and 
if I fail to practice three days, my 
audience knows it.” 

If you fail to improve and per- 
fect your sales techniques, the dif- 
ference is only in the order of 
recognition. First your customers 
know it, then your employer knows 





Editor’s Note—Dr. Lapp, the au- 
thor of this article, is a sales con- 
sultant and author of the book, 
“Personal Supervision of Sales- 
men.” This article is based on a 
speech made before a recent sales 
convention of the Shapleigh Hard- 
ware Co. of St. Louis, Mo. 
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duct is There's a Pittsburgh brush for bristle available today o 
ant, 1s every home and industrial use 
istomer 
him. The phrase ‘‘Pure Bristle’’ stamped on a paint brush doesn’t mean a whole 
ician in lot nowadays. It doesn’t tell a thing, for example, about the source of the 
tinuous — bristle—and we don’t have to tell you how the source affects quality! 
ntinued Groches What can you go on? The Pittsburgh name... the Red Stripe label! You 
aid, “If non can be sure that when you sell Pittsburgh's pure bristle brushes, you're 
I know selling the best bristle obtainable today! Pittsburgh's contacts are world-wide, 
0 days, and our buyers are constantly searching for the best bristle possible. Al- 
it, and though bristle on today’s market is not always good enough for our Gold 
ays, my Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 

Wall and buys the best of it and makes it into Red Stripe brushes. 
Floor Brushes 

nd al Make sure your customers understand this—post this ad near your brush 
the dif- setae department. And watch sales respond to the magic of the Pittsburgh name! 
der of Brushes For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH 
stomers PLATE GuLass Company, Brush Division, Dept. A-8, 3221 Frederick Ave., 
knows Baltimore 29, Maryland. 
mares PITTSBURGH 
the au- 
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it sales G BRUSHES ¢@ PAINTS e GLASS © CHEMICALS ¢ _ PLASTICS ° FIBER GLASS 
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PITTSBURGH PLATE GLASS COMPANY 
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PLASTIC 


RUBBER 


FRICTION 


— 
DOLLAR VOLUME 


IN 
GOLD SEAL TAPES 


Gold Seal plastic electrical tape, 
for example, gives your customers 
more “coverage” for their money. 
A few neat wraps and the job’s 
finished — gives all needed 
dielectric on most jobs. 









Single 60 ft. rolls in 
round metal cans 
and Handy Pack of 
ten 20 ft. rolls in 
metal and fiber 
cartons. 


FOR 
EXTRA SALES AND PROFITS 
STOCK AND SELL 


JENKINS 


FRICTION © RUBBER © PLASTIC 
Also Diamond Seal Friction and 


Rubber Tapes made to ASTM 
specifications 


100 









it, and finally you recognize it. 

The two most common criticisms 
of salesmen are that they do too 
little selling, using a take it or 
leave it approach, or that they en- 
gage in high pressure selling tac- 
tics. It may seem these two short- 
comings are somewhat paradoxical. 

A closer look at both, however, 
will disclose a common failing in 
both approaches. Both fail be- 
cause a customer doesn’t 
a salesman is interested in his 
welfare and problems. 


believe 


Vary Your Approach 


Then too, it may be indicative 
of another trying to 
sell all customers in the same man- 
ner. Sales presentations must be 
individualized for each buyer. 
What may be a take it or leave it 
attitude to one buyer may be high 
pressure to another and vice-versa. 


weakness 


It is very difficult to break down 
a sales presentation into steps but 
for the purpose of evaluating your 
presentation it becomes 
The following break- 
down, although not new, 
you in checking yourself on your 
effectiveness in sales presentations. 


sales 
necessary. 


vill assist 


Check your opening remarks, or 
you may not have a chance to say 
much more. 

You should be sure you have a 
sales story to tell on every product 
you attempt to sell. Do not, how- 
ever, try to sell by means of a glib 
tongue. A constant barrage of 
chatter will mark you as a high 
pressure salesman. The art of good 
selling lies in the concealment of 
your techniques and strategems. 

Get your prospect to talk by ask- 
ing a few well selected questions 
that will draw out his viewpoint. 
Listen as a prospect talks for he 
will tell you what he wants to 
hear. Then proceed to sell what 
you have to offer in terms of what 
a prospect wants. 

As you present your sales story, 
neither talk too fast nor too slowly; 
too loudly nor too low, nor in a 
monotonous tone. Select words and 
phrases carefully. 

Do not overwork weak phrases 
which detract rather than add 
punch to your sales presentation. 
Weak filler phrases as, “See, See,’ 
“in other words,” “this here,’ and 


“this can’t be beat,” should be 
avoided. 
Trite cliches such as “your 


” 


pleasure,” “frankly speaking,” or 
“a person with your business judg- 


ment will no doubt recognize,” will 
detract rather than add to your 
sales effectiveness with most cus- 
tomers. 

Then too, some phrases such as, 
“commonsense will tell you that 
there is no comparison,” or “you 


don’t understand what I am say- 
ing,” may be insulting to a cus- 
tomer’s intelligence. 

It is necessary to re-evaluate cer- 
tain phrases which once may have 
been effective, but through con- 
tinued use have become recognized 
sales strategems by customers. Ex- 
amples of such phrases are, “yes, 
but” in answering an objection, or, 
“I’m sure glad you brought that 
point up.” The mere change in 
phrasing, “if you buy,” to “when 
you buy,’ may make the difference 
between a sale and no sale. 


Study Sales Talks 


You should know 
presentation not necessarily so you 
can give a pitch, word for word, 
but so well that you can put it to- 
gether, using only those points 
which are directly appropriate to 
a specific customer. 


your sales 


Throughout a sales presentation, 
take the prospect’s buying tem- 
perature. If he seems ready for a 
close, even early in the presenta- 
tion, try a close. Otherwise you 
may take two hours in selling when 
it would have taken only half the 
time if you had reacted to the buy- 
ing temperature of your prospect. 

Formerly it was said, “you have 
to tell them to sell them.” This 
working motto should be replaced 
wherever possible by “you have to 
show them to sell them.” 

There is probably no_ better 
method of creating belief than 
through demonstrations. In some 
instances, however, it may be im- 
practical or too time consuming. 
In such cases, testimonials, present- 
ing results obtained by other cus- 
tomers, or even a brief trial offer 
may be necessary to convince the 
customer of the merits of the 
product. 

Know your prices, and keep them 
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KESTER 
METAL MENDER 





IT SELLS for you 
IT SELLS again and again 


KESTER 


“apes Ss 
post 


me gru™ 


The original small package of Acid-Core Solder 
introduced 30 years ago! Often imitated but never equaled. 
The flux is of the Kester proven formula .. . correct 
diameter (1/8th inch) for best work. 
Remember, Kester is not a solder with /ess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply. 


KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


SOLDER 





Newark 5, New Jersey © Brantford, Canada 
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up-to-date. More important, avoid 
the price issue, unless you are sell- 
ing solely on a price basis. 

Customer objections should not 
be considered roadblocks to a sale. 
It is the natural inclination of 
every customer to raise an objec- 
tion. Of a hundred different ob- 
jections, you will find that of 9 
pet of those raised, there will be 
no more than 10 which occur over 
and over again. Here are a num- 
ber of ways to meet objection: 

Let the prospect talk, and he will 
often answer his own objection. 

Forestall his probable objections 
by giving proof before some point 
becomes important to a customer, 

Agree with the prospect in part, 
but indicate that there are other 
considerations. 

Relate the experiences of other 
customers to avoid a personal con- 
flict with the buyer. 

Recognize the objection as a 
stall, and keep selling. 


Watch Your Sales Talk 


If the prospect says the price is 
too high, or the quality below par, 
ask him a simple question such as, 
“Why?” The prospect will often, 
after just one such question, con- 
cede your point. 

Don’t be afraid to meet competi- 
tion, but don’t bring competitive 
products into the sale interview by 
name unless the prospect does. 
Unless you watch yourself, you may 
bring to the customer’s attention 
competitive products that he had 
never previously thought of buying. 

All your selling effort is wasted 
unless you close the sale. Learn to 
do this in a number of ways such 
as: 

A direct appeal to the customer, 
in some instances, even going s0 
far as to say, “Do you want it, or 
don’t you?” 

One eminent sales trainer goes 
so far as to suggest that a sales- 
man often may be very effective 
if after asking for the order, he 
will say, “Now, say yes!” As in 
any other technique, you must 
practice it enough so that the 
words and technique just come out 
naturally or you will be dubbed 4 
phony. 

Reduce the sales presentation to 


(Continued on page 106) 
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Does anybody 
else do this 
for you? 


Weve worked out a dandy system of 
sending customers and business to 
dealers. 

Each month, we get hundreds of in- 
quiries asking us where to buy Firzite 
Satinlac and Weldwood Plastic Resin 
Glue. They re mailed to us by readers 
of our ads in Saturday Evening Post, 
Better Homes and Gardens, Popular 

Science and over 20 other national 
magazines. 

: Here’s What We Do 

We actually send all such inquiries 
received from your neighborhood, right 
to you, if you're registered with us as 
a carrying dealer. You contact the local 
customer, and make the sale! 

All Aboard for the Gravy Train 
This service to you is free! To get it 
just file your name with us as a Weld- 
wood dealer. Simply tell us on a post 
card which Weldwood items (described 
below) you carry, and mail to Dept 
131. , 

If you are not now stocking W 

; eld- 

ee Plastic Resin Glue, Firsite and 
atinlac, you're missin lent 

profits. Order now! ? sie 


UNITED STATES PLYWOOD CORP. 
Dept. 131, 55 West 44th St. 
New York 36, New York 



























































































































































Largest Selling Wood Glue— 


WELDWOOD | 
poste Reo" GLUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue — for 
all wood -to- wood 
bonds and many 
other uses. Makes 
joints stronger than the wood 
itself. Mixes easily with water. 
Stain-free, rot-proof, highly water- 
resistan: ! For hobbyists, home 
owners, contractors, carpenters !In 
self-selling display cartons! 15¢, 
35¢, 65¢, 95¢; 5 lbs., 10 lbs., 25 lbs. 










Blonde or pickled effects call for 


ware FIRZITE 


For magical woodsy 
effects on hard- 
wood or soft, ply- 
wood or solid lum- 
ber. For light pastel 
tones, tint with 
Colors-in-Oil. For 
soft wood and fir 
plywood paint jobs, 
WHITE Firzite as an undercoat, helps 
prevent grain raise or checking. (For 
soft wood or fir plywood stain jobs, 
recommend CLEAR Firzite, to tame 


wild, unsightly grain.) 
In pints, quarts, gallons, drums. 











Big demand for natural wood finishes, 


“ SATINLAC 


The big modern 
style trend - or 
light natural woo 
SATINLAC y Gnishes—on furni- 
ea ture, wood panel- 
ing and woodwork. 
When customers 
ask you what to 
use, you'll make 
friends by recom- 
mending SATINLAC. It brings out 
and preserves the natural grain and 
color-beauty of any plywood or solid 
wood. Water-clear Satinlac avoids 
that “built-up” look. Easy to brush 
or spray; dries “dust-free” in 20 
minutes, ready for next coat in 3 
or 4 hours. 
In pints, quarts, gallons, drums. 
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*Trade Mark Order trom your Wholesaler 
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“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 
pellents 











E. I. du Pont de Nemours & Company (Inc.) 








IN RETAIL HARDWARE OUTLET: 
There are many Du Pont “Freon” accord) 


Aerosols keep 


skyrocketing! 
140 million units produced in 1953 
—retail sales hit $150 million 


With another tremendous sales surge, 
aerosol products continued to grow in 
consumer favor during 1953. Survey 
figures released by the Chemical Spe- 
cialties Manufacturers Association show 
that production reached 140 million 
units, while sales soared above 
$150,000,000. 

Insecticides accounted for a large part 
of this total—roughly 43 million units. 
Other big sellers in hardware stores in- 
cluded clear-plastic sprays and pig- 
mented and metallic paints. Over 8 mil- 
lion units of aerosol-packaged paints 
were produced in 1953, making this a 
big and profitable market for the hard- 
ware dealer to work on. 

With 1952 production estimated at 
98 million units, the 1953 figure shows 
a gain of almost 45°% over what had 
been considered an outstanding year. 
Rising products like mothproofers, 
water repellents, rug shampoos and 
Christmas-tree snow promise that 1954 
will continue the boom in aerosols. 
Consumers like aerosol products, and 
they’re saying so at the cash registers! 





NUMBER OF AEROSOL UNITS 
PRODUCED 





140 
MILLION 





98 
MILLION 








42 
Y/ MILLION 














1951 1952 1953 








CSMA figures 





‘Freon’ propellents put 
the “‘push’’ in aerosols 


In most aerosol containers the com- 
pressed liquefied gas that “‘pushes”’ the 
product out isa Du Pont ‘‘Freon’’ fluori- 
nated hydrocarbon propellent. When 
the valve is opened, part of the liquid 
‘‘Freon’’ propellent in the solution turns 
to gas vapor—expanding terrifically in 
an instant and forcing the product out 
through the valve. The remaining 
‘“*Freon’’ propellent in the container ex- 
pands to keep the pressure constant 
until the last of the product has been 
dispensed. 


MAIL COUPON TODAY FOR FREE PAMPHLET 


Du Pont’s interesting pamphlet ““Work Made Easier’”’ tells how your 
customers can do jobs about the house the easy, efficient and economi- 
cal aerosol way. Knowing the facts on this less-work way to mothproof, 
lubricate or decorate can help build your sales. Fill in the coupon and 


mail it today! 


FE. I. du Pont de Nemours & Co. (Inc.) 
Room N 11500, Wilmington 98, Delaware 


Please send me your free pamphlet that can help me sell more aerosol 
products with ‘‘Work Made Fasier.”’ 





Store 





Address 





State 





| 
| 
| 
| 
| 
| 
| Name 
| 
| 
| 
| 
| 


City. 


compounds, and a manufacturer can 
select the one—or combination—that 
will dispense his product most easily 
and efficiently. Du Pont chemists help 
manufacturers choose the ‘‘Freon’’pro- 
pellent formulation that will provide 
just the right particle size, pressure and 
other properties. All Du Pont “Freon” 
propellents are held to the same rigid 
standards of quality control . . . are uni- 
form and dependable. All are nonflam- 
mable, nonexplosive, virtually nontoxic. 


Du Pont survey proves 
importance of displays, 
demonstrations 


Much helpful information .can_ be 
gleaned from Du Pont’s recent consumer 
survey on aerosol-packaged Christmas- 
tree snow. One very significant fact re- 
vealed was this: 43.5% of those who 
bought aerosol snow did not plan the 
purchase. They bought on impulse when 
they saw a display or demonstration! 
Another point worth noting-is that 
49.17, of the purchasers chose the large 
size. Get your share of the big, high- 
profit aerosol market. Order enough of 
your aerosol products to build a promi- 
nent display of large sizes. And remem- 
ber—demonstration sells. 
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REG, Y. s. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


++» THROUGH CHEMISTRY 


‘“*Kinetic’’ Chemicals Division, Wilmington 98, Delaware 
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AEROSOLS SELLS 50% BETTER 


according to Martin Tanny and Robert J. Gould operators of Tenenbaum Hardware Stores, Chicago, Ill. 
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“Since we began stocking aerosol spray 
paint, our aluminum-paint sales alone 
have jumped more than 50°;,”” Martin 
Tanny said. ‘Our customers always had 
a hard time doing a smooth job before. 
One customer thought he’d never get to 
all the corners of a kitchen radiator he 
wanted to paint. But he used an aero- 
sol paint spray and did a perfect job. He 
hasn’t stopped telling me how pleased 
he is since! 

“T like to use demonstrations to sell,” 
Mr. Tanny continued. ‘Not long ago I 
told a woman that this Kerpro spray 
coating for wallpaper would give last- 
ing protection —evenon bathroom walls. 
She hesitated, so I sprayed a sample 
section of paper here, and told her to 
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can offer our customers. 


take it home and test it. Next day she 
was back .. . told me she ran the bath- 
room shower on the sample for over an 
hour, and it hadn’t done any damage 
at all. I didn’t have to sell her, she sold 
herself once she saw how good a job the 
aerosol spray did and how easy it was 
to use.”’ 

The aerosol paint business has been 
so successful that the Tenenbaum Hard- 
ware Stores now stock 22 different colors 
of the Kerpro paint and wallpaper- 
coating line made by the Robert J. Kerr 
Chemical Company of Park Ridge, IIli- 
nois. As Mr. Tanny sums it up, “I can 
honestly say that we think aerosol spray 
paints are the best paint product we 


” 





“Taking a few minutes to explain aerosols to a 
customer leads to satisfaction and repeat sales, “ 
says Mr. Tanny. 
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TODAY’S FASTEST-SELLING 
CABINET HARDWARE 





AMERICANA 


“H" HINGE 


with screws 
#318—for %'' 
offset doors 


#319—for flush 
doors 

















AMERICANA 


DRAWER PULL 


with screws 


ee 









ta eee se 6 lh at a a ae eile r 
AMERICANA 


“HL” HINGE 


1 pe.—3"’ 
overall 
with screws 


DU 


#327—for 
Ya" offset 
doors : 
3 AMERICANA 
#330—for = KNOB 


flush doors 







with screws 


FREE! 


Display with 
Americana Deal 


tomers you've 
got Ht In stock 
with this New 
Stand-Up Dis- 


RUBBER ROLLER CATCH 
U. S. Patent No. 2,660,464 
Silent action—easy to install. Finished in 


Show your cus- 


play. Complete |! "Star-Brite’’ Nickel. Envelope packed 
with Americana © including 2 strikes. Bulk packed includ- 
Hardware ing | strike. 


THE MOST POPULAR LINE YOU 
CAN FEATURE... 


handsome, hammered 
steel AMERICANA 
Hardwere, finished in 
“Star - Brite’ Black, 
Antique, Copper or 
Brushed Brass. 





STAR mera PRODUCTS Co. 


370 Butler Stre 


et, Brooklyn 17, N. Y. 


SEND FOR COMPLETE 
CATALOG TODAY! 








Sold through wholesalers only 
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You and Your Selling Job 


(Continued from page 102) 


a choice between something and 
something, not between something 
or nothing. 

Assume the prospect is going to 
buy by asking agreement on some 
detail such as delivery, or color 
preferred. 

Reduce the reason for not buying 
to one objection, and then over- 
come that objection by making ef- 
fective selling points. 

Summarize briefly those plus 
points which both you and the pros- 
pect have presented and agreed 
upon throughout the sales presen- 
tation. 

After each sale, reconstruct what 
transpired with each specific cus- 
tomer with this in mind: How 
could the sales presentation, just 
completed, have been handled more 
effectively? Selling techniques are 
important but complete compati- 
bility with each customer is the 
plus factor that will add that some- 
thing which will make you a star 
salesman. 

If you want to climb the ladder 
of sales success, make sure that 
you and your attitudes are right; 
that you and your company rela- 
tions are right; that you and your 
selling techniques are right; anc 
that you and your customer rela- 
tionships are right. 

Attention to those basic funda- 
mentals in selling will pay off for 
you in 1954 because you will sell 
more, and make more in ’54. 





HARDWARE HUMOR 


ACME Mer , 
HAND AXE MUMAS 


= COMPANY 
GENERAL OFFICES 
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any way you look at it... 


You Will See— New Products— New Developments— New Merchandising Plans— 
Over 10,000 lines of the finest and best products in hardware 
and allied lines, lawn, garden and light farm equipment, 


displayed by over 1,000 exhibitors at the industry’s great national trade show. 


navy pier, chicago october 11-15, 1954 


Buyers, plan now to attend. Fill out and mail the registration coupon. Your admission 


badge, which will admit you without further registration, will be mailed to you. 


Save time by registering NOW. Fill in and mail this registration cou- 
pon and your admission badge will be mailed to you. Please check be- 
low if you wish us to make hotel reservations for you. (Please Print.) 


national 
hardware show 


i> 331 madison avenue, new york 17 


IE ssasistdessmisiocmemmeseniasaraas 


= ae ssc alaadetcedeepaeliestipaaaaadbiniesbmmneasiieuen ‘ State 





please fill out coupon and mail tz 
Please check below the classification of your business 
(0 Wholesaler (CD Retailer (J Dept. & Chain Store Buyer 
() Importer-Exporter [] Mfrs’ Agent [ Manufacturer [) Other 
( Please send us your hotel reservation blank. 
Minors under 18 years of age will not be admitted 
under any circumstances 


! 
| 
I 
| 
| 
| 
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Greenlee Chisels 


make lasting 
customers for you! 





When you sell a Greene chisel, you are 
selling the means to fine workmanship and 
sure satisfaction. Each Green ee chisel is of 
highest quality . . . carefully balanced... 
blade is selected tool steel that long retains 
its fine-cutting edge. Attractive green 
plastic handle provides comfortable, sure 
grip. Available in Socket Butt, Socket 
Firmer, and Tang Butt types. Sell them in 
sets shown below for extra volume! Stocked 
by leading wholesalers. Write for 


complete information. 





Sets of four GREEN- 
LEE chisels in hard- 
wood cases. 


Sets of six or nine 
chisels in attractive 
plastic rolls. 


Sets of three chisels 
in metal-edge fibre- 
board boxes. 


biclelG Bie) Ma Flas) 13.) 


GREENLEE 






GREENLEE TOOL CO., 1808 Herbert Ave., Rockford, Illinols 
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AAAI TANIA AAI MNNNN A, 
Letters to the Editor 


Fete 


Bad as Discount Houses 
Dear Editor: 

I have been very much inter- 
ested in your discussions of dis- 
count houses. Have also read the 
letter from one dealer in the last 
issue in regard to them (See HA, 
June 24, p. 136). In our section 
we do not have to worry about the 
discount houses, but we do have 
outlets in our section that do sell 
both wholesale and retail. This in 
my opinion is just as bad as the 
discount houses. 

The wholesale and retail stores 
are nothing more than a discount 
house in my opinion. When you 
come on the retail floor they will 
ask you if you have any connec- 
tions with a retail firm. All you 
have to say is yes, then you will 
no doubt get their middle price. 
They will have at least five price 
scales. I have found that they will 
ask what he has paid for certain 
types of merchandise in the past, 
regardless if it was only a small 
item. 

A wholesale outlet that does re- 
tail business is no good for the 
general retail trade, because they 
have certain amount of friends 
among their clerks that are al- 
ways seeking the wholesale price, 
and which they will get. There- 
fore I say they are in general in 
my opinion on an equal with the 
discount houses of our larger 
cities. 

We in the retail end only have 
more to cope with in a town of 
10,000 population and under, than 
the larger cities do where there is 
more traffic in one hour past their 
places of business than in towns 
I speak of in an entire day. 

We are going to need legisla- 
tion to determine what type of 
business a firm can conduct. We 
have forgotten the small business 
and their interest in smaller 
towns. The retail outlet cannot 
cope with the tactics that the 
wholesale-retail outlets are try- 
ing to sponsor. 

We should take inventory with- 
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SELL 






4M4 SCOPE FITS THESE: 
(22 rifles with 











factory-grooved receivers) 
MOSSBERG 142,142K,142M,144,144LS, 
146B,151K,151M,152,152K. 
MARLIN, 1954 Models 80C,80DL,81C, 
81DL,88C,88DL,89C. 
REMINGTON, 1954 Models 511, 512, 513S 
after March 15 and 550 after February 10 
SAVAGE, 1954 Models 4,4S,5,5S,6,6S 
STEVENS, 1954 Models 84,85,86,87 
WINCHESTER, 1954 Model 74 








YES, now 22’s from all these 
top gun makers come from 
the factory with dovetail 
grooves already milled atop 
receiver as shown in the dia- 
gram. Mossberg 4M4 scope 
slips on easily and locks tight 
on these grooves in only 
seconds! No tapping, no drill- 
ing, no tools required. Scope 
can be removed and replaced 
at any time without changing zero. 









EXTRA PROFITS FOR YOU! Every 22 you sell with 
grooved receiver is a prospect for the Mossberg 4M4 





SCOPE! 









scope sight—and you'll col- 
lect these extra sales and 
profits easier by mounting 
Mossberg scopes on your 22 
rifles . . . and displaying them 
up front in your gun section. 
Tests show that rifles with 
scopes mounted on them 
outsell rifles without scopes 
by 3 to 1—proof positive that 
customers want scopes, will 


buy them when given half a chance. So why not 
feature this time-proved sight mounted on all 22’s and 
get yourself these extra profits! 














MOSSBERG 4M4 SCOPE WITH DOVETAIL MOUNT 


| Penmaes rma att, 


4X magnification All lens surfaces hard coated 
Patented internal adjustment 


Only $9.95 retail 


MOSSBERG 2M4 SCOPE 





PARTNERS IN PROFIT! The Mossberg 2M4 shown 
teams up with the 4M4 — the same fine scope with 
a special cast mount for guns without dovetail or 
guns requiring a high position scope which is attached 


with screws. Together, these two scopes give you 
highest-quality, low-cost scopes that fit practically 
all makes of rifles up to 25-20 cal. Get your share 


ossberq 


for accuracy 
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of scope profits by featuring BOTH Mossberg models! 
Remember, every 22 rifle owner is a prospect for 


a Mossberg scope. 


Only $9.95 retail 


O. F. MOSSBERG & SONS, INC., 41608 St. John St., New Haven 5, Conn. 
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SELL MORE SNIPS 


WITH THIS NEW 
BLUE BIRD DISPLAY 


This self-contained unit includes a well- 
balanced assortment of 15 fast-moving 
Blue Bird snips, all displayed to their best 
advantage against a striking red back- 
ground. This unique wrought iron stand- 
ord with folding easel can be used as a 
counter display or a wall display. Price 
may be inserted under each tool, which 
is completely identified with stock number, 
size, and description. 


YOURS —AT NO EXTRA COST! 


order through your wholesaler 





T 
‘ 





Blue Bird drop-forged snips are fully guaranteed and are backed by more than 50 
years experience in the specialized manufacture of tinners snips. Each snip is accu- 
rately adjusted and blades are heat-treated, hollow ground and hand polished. 


THE FINEST... AT A FAR LOWER PRICE 


put Bip, 








6 










7 ) * Bergman TOOL MFG. CO. INC. gee 
[TOOLS | 15731575 NIAGARA ST BUFFALO 13, N seer 


Established 1899—Manutlacturing Fine Quality Tools For Over 50 Years 











Customers STOP-LOOK and BUY 


the Sensational New GLE7 CLAD 


& 


with SEALED $1950 


BEAM unit 


STANDARD $995 


BULB TYPE 


less battery 





It’s sweeping the na- 
tion! Customers stop...look 
. and just can’t resist the 
fabulous new BIG BEAM 
BEACON LAMP withits power- 
ful 1500-foot beam and ex- 
clusive two-position flashing 
red beacon. Join this tremendous PROFIT 
BANDWAGON. Stock...display...and sell 
the entire line of BIG BEAM portable elec- 
tric hand lamps and flashing electric 
flares for sportsmen, motorists, and home 

owners. You’re bound to Prorir! 
Ask your jobber or write direct — 5166 


U-C LITE MFG. CO. 1036 W. Hubbard St., Chicago 22, Ill. 


IN CANADA: Bernard Marks & Co., Ltd., 459 Church Street, Toronto 5, Ont. 
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RAAT AAO AS 
Letters to the Editor 
FRACTION 


in our own realm. Let’s do some- 
thing about taking advantage of 
our organization. 
Yours, truly, 
Roscoe C. Davi: 


Kenyon Auto Store 
Hazard, Ky. 
Director, Ky. Retail Hdw. Assn. 


44 Years 


Dear Editor: 

Many times we have started 
letters to you. Our spirits and 
hearts failed. On May 20, 1952, 
Raymond A. Carter, owner and 
operator, was rushed to an Evans- 
ville hospital. On May 29, 1952, he 
passed away. Since that time the 
family and owners of the company 
have sold the beautiful building, 
the merchandise and will now with- 
in a few weeks dissolve the name 
since final papers are being pre- 
pared for the dissolution. 

You lovely people will never 
know how we shall miss your maga- 
zine. I shall appreciate a copy now 
and then as his widow. I must keep 
in touch since we owned our busi- 
ness 44 years. 

Mrs. Raymond Carter 
Boonville, Ind. 


Featherbedding 


Dear Sir: 

Your editorial “Decisions, based 
on facts,” that appeared on page 7 
of the April 29 issue is good, and 
in a way supports my opinion that 
the philosophy of having profits 
assured by legislation is just an- 
other type of featherbedding. As 
an innovation, it will not weather 
a depression, because real sales- 
manship is a challenge and never 
was easy. 

I suggest that you add to the 
three important facts listed in your 
editorial, the element of salesman- 
ship in place of order taking. 

Yours truly, 
Roy P. McConahay 
Roy P. McConahay Hardware 
Van Wert, Ohio 
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help you send them to school withan 


INS-COLSON bicycle = a 





~ 


PUT THESE MONEY-MAKING SALES TOOLS TO 








SELL THEM 





GIANT TEXAS 
MILLION-DOLLAR BUCKS 









RADIO SCRIPTS 
& PUBLICITY 


WORK FOR YOU...IN ONE PACKAGE YOU GET... 











PRODUCT ILLUSTRATIONS 
AND COPY BLOCKS 








WINDOW AND WALL STREAMERS 





WITH EVANS FAMOUS FEATURES 


AND THIS “MORE FOR YOUR MONEY” PROMOTION 


attention — each one talks a separate sales fea- 
ture. Can be used in the window, on the wal! 
or in a store center position. Comes complete in 
large envelope, together with direct mail and 
local sales aids so you can put on a real sales 
drive. Ask your Evans-Colson Representative 


Here’s a powerhouse display that’s an eye- 
catcher .. . traffic stopper . . . sales builder, that 
takes a minimum of floor space — packs a maxi- 
mum of sales punch! It has everything you need 
to graphically demonstrate the Evans “More for 
your Money” sales story. Big 4-foot Banner! 
Giant $1,000,000 Texas Bucks flutter to attract 


about it. 


Write for your copy of the new four-color Evans-Colson catalog. 






eee THE POPULARLY PRICED EVANS-COLSON LINE 
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PUTS POWERFUL SELLING ADVANTAGES BEHIND 
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ENGINEERED 
FOR SAFETY 


U-W hardwood 
and oval steel 
shell manila rope 
tackle blocks have 
flattened steel hooks which give 
them rated working loads 
higher than usual—at no extra cost! 


UPSON- 
WALTON 


tackle blocks 


You can fill all your require- 
ments for tackle Modine 
turnbuckles and fittings too 
— from Upson- Walton's 
complete line of fine qual- 
ity products. Sold nation- 
wide through selected 
distributors. Write for 
free catalog today. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND II, OHIO 





New York ¢ Chicago °* Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 
EXPERIENCE — ESTABLISHED 1871 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


10-12 Sporting Goods Eastern Market 
Week in New York 

11-15 National Hardware Show 

27-28 Hardware Wholesalers, Inc. Con- 


August 
22-25 Portland (Ore.) Gift Show 
29-31 Spokane Gift Show 
30-31 Walter H. Allen Show 


vention 

September b 

20-2! Franklin Hardware Convention November ; 7 : 

26-29 National Builders’ Hdwe. Exposition 6-11 — - Building Maintenance 

w 

October 

3- 6 Atlantic City Hardware Conven- — 

tion of AHMA and NWHA February 


10-12 Cotter Fall Show 6-10 Nat. Sporting Goods Show 











National Events 


American Hardware Manufacturers tion, Sept. 26-29, at the Palmer 
Assn. annual joint convention with House, Chicago. Sponsored by the 
the National Wholesale Hardware National Builders’ Hardware Assn., 
Assn., Oct. 3-6 at the Marlborough- John R. Schoemer, managing di- 
Blenheim Hotel, Atlantic City, N. J. rector, and the American Society 
Arthur L. Faubel, secretary of of Architectural Consultants, W. A. 
the AHMA with offices at 342 Madi- Mathewson, executive’ secretary, 
son Ave., New York 17, N. Y. Administrative office of both groups 
Thomas A. Fernley, Jr., is execu- at 420 Madison Ave., New York 17, 


tive secretary of the NWHA with N. Y. 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. 


National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


Garden Supply Trade Shows, Jan. 
9-11, at the Hotel Sherman, Chi- 
cago, and Jan. 31-Feb. 3 at the 71st 
Infantry Regiment Armory, New 
York City. Sponsored by the Gar- 
den Supply Merchandise, 1901 St. 
Paul St., Baltimore 18, Md. 


National Retail Hardware Associa- 
tion annual congress, July 11-14, 
1955, at Hotel Statler, Buffalo, 

National Builders Hardware Exposi- N. Y. Managing director, Russell 
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6 INCH 9 
Wherever 


and play —they 
need and buy 
wheels like these 


Millions of wheels in these 5 sizes are purchased an- 
nually by manufacturers of Rotary Mowers, Garden 
Tractors Accessories, Garden Furniture, Caddy Carts 
and other mobile equipment. Millions of wheels in 
this load-carrying range — 60 to 250 Ibs. per wheel 
— must be replaced annually. An investment of less 
than $55.00 gives you a stock of 23 wheels in these 
needed sizes to set up a Profitable Turnover in Re- 
placement Wheels. 


GLEASO 


6511 W. State St., Milwaukee 13, Wis. 


Please send Complete Information on 
Gleason Wheel Deal. 


Nome.. 





Address...... 








ea ccceshnccactispeehissiokasbiaiciiiacipincdiabinisih aioeiiasibes banshee idncedenaiinedeivininn 
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HEAVY DUTY 
10 INCH 


12 INCH 





; 


Converts 


x1OP$$ 
Producer in 


Wheel 


Sales 






It's hot 


— the Gleason WB-10 Wheelbarrow 
Conversion Kit! The wheel in this Kit 
— one of the 5 Best Sellers* — has 
produced more Dollar Volume for 
dealers than other Gleason Wheels. 


— noisy steel-wheel wheelbarrows 
into smooth, quiet-running, rubber 
tired conveyances, at low cost. Every- 
thing in one compact kit appeals to 
gardeners, home owners and others. 
Carton serves as counter display. 
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FRONT VIEW 


Easy 


— anyone who can handle a wrench 
and hammer, can convert his old, 
noisy wheelbarrow with this handy, 
low-cost kit. Simple instructions show 
‘em how — all parts matched for 


easy assembly, oe 
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offering a brand in 
EVERY PRICE BRACKET 
for every need! 


AMERICA’S NO. 1 LINE—FOR OIL 
STOVES, RANGES AND HEATERS 


REORDER the brand 
your trade demands! 


GLASWIK 
World's finest spun giass wireless wick. 


FLAMEMASTER 

The asbestos leader —more eil-carrying strands. 
BESWIK 

New solid-weave asbestos wick, competitive price. 
OTHER ASBESTOS WICKS 
Fastheat + Superheat + Thrif-t 

Tripleneat (3-wire)—new low price 
Top Notch—for Perfection stoves, heaters 


ALSO METAL-BACK RANGE BURNER SETS IN 
GLASWIK, FLAMEMASTER & THRIF-T BRANDS 


Sold Only Through Distributors 


ATL AS ASBESTOS 


SALES CO, 


NORTH WALES 7, PA. 
Mars. of Asbestos Textiles Since 1922 











R. Mueller, 964 N. Pennsylvania 
St., Indianapolis, Ind. 


National Wholesale Hardware Assn. 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. Arthur L. Faubel is sec- 


retary of the AHMA with offices at | 


342 Madison Ave., New York 17, 
me he 


Sanitary-Building Maintenance Expo- 
sition, Nov. 6-11 at the Ambassador 
Hotel, Atlantic City, N. J., spon- 


sored by The Industrial Housekeep- | 


ing Safety Guild, Inc. (Eastern 
Sanitary Supply Group), The Har- 
rison Bldg., Philadelphia 2, Pa. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


Cotter & Co. Fall Merchandise Show, 
Oct. 10-12 at company headquar- 
ters, 365 E. Illinois St., Chicago 11, 
Til. 


Franklin Hardware & Supply 
annual stockholders’ meeting and 
convention, Sept. 20-21 at company 
headquarters, 918-28 N. Delaware 
Ave., Philadelphia 23, Pa. 


Hardware Wholesalers, Inc., Fall Con- 
vention and Stockholders’ Meeting, 
Oct. 27-28 at company headquarters, 
Fort Wayne, Ind. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toys, and Housewares 
Show, Aug. 22-25, at the Public 
Auditorium, Plaza and Benson Ho- 
tels, Portland, Ore. 


Spokane Gift Show, Aug. 29-31, at 


the Davenport Hotel, Spokane, 


Wash. 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This trade show is 
similar to the annual Western 
Market Week, sponsored by the Na- 
tional Sporting Goods Assn., 1 N. 


Co., | 





La Salle St., Chicago, Ill. 


SELLS 
EXCITING 
NEW 
PLANTABBS 
PACKAGE! 





Means More Profit! 


Get on the bandwagon. Stoek 
Plantabbs! Show ’em! Now— 
with more regular LIFE ads to 
back you up all year ’round— 
you’ll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


FULTON’S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 
Pleatebbs Corp. Dept. AH Baltimore 1, Me. 









sells on sight... 
spurs wheelbarrow sales 


It's a leat basket, trash cart, 
leat burner . . . real profit-maker! 


v 














Multi-purpose collapsible wire basket of 
heavy galvanized steel — fits standard 
wheelbarrows—forms sturdy, rigid, 17-bu. 
hamper. 

¢ LIGHTWEIGHT 

¢ QUICKLY ATTACHED 

¢ FOLDS FLAT TO 45"* x 36" x 2"* 


Put Barrow Basket on Display 
. . « watch your profit grow! 


APritD FOR 
Dealers and Distributors —— 
Wanted... 


Write for Facts 








POPE MANUFACTURING CO. 


PRAIRIE VIEW Pee 
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Quick! Manufacturing the world’s finest pumps is only part of our | i ee 
job. The other part, equally important, is helping you SELL I 
BS those pumps to your prospects! That’s why we have de- | 
) veloped, for your use, a complete pump promotion plan | 
TABLETS —everything you need to successfully sell Goulds Pumps | 
ore 1, Mé. in your store! Included in this plan, for example, is a wide | 
| 


OUTSIDE'STORE IDENTIFICATION 


—to tell people you sell Goulds Pumps! 










GOULDS Backs YOU Up with: 





A Believe it or not, letting people know what 
sales ? you have to sell is still the best possible 
1. Exclusives in Pump Design 
carf, sales insurance! And you can do it easily 
naker! 2. Prompt Distributor Service PP - si eatin: Wiad 
a. Pump supply NEAR you an inexpensive y wi ou $s ufsice 
b. Repair parts NEAR you Store Identification material. You'll find 
3. Complete, Informative Catalogs and Literature colorful metal signs, decals, 
4. Helpful Dealer Training service stickers, shop coat 
, i _ hi 
5. Powerful National Advertising OULDST UMPS ay ey yee 
‘ — LILA. WATER SYSTEMS need to remind customers 
6. Outside Store Identification " z ° 
and prospects alike that your 
isket of 7. Window Display 
a store is headquarters for 
_ 17-bu. . _ 
8. Inside Store Advertising Cavite Pemes. fer congiote 
9. Pump Demonstration details, ask your Goulds Dis 
x2" 10. Local Advertising Material tributor, or write Dept. HA-!9. 
a Goulds Pumps Inc., Seneca Falls, N.Y. 
row 
ine ..... the line that backs YOU up 
PLIED FOR 





995 WATER SYSTEMS 
List pea Since \e48_| 


FOR EVERY FARM AND HOME NEED 
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WHAT’S NEW 








@ For more information on these products and services 


use free post card on page 119. 


(Continued from page 13) 


Bf 


é 


Z 





“4% 


shakers or as 12 tumblers when 
separated. Outside sections come 
in two each of melon, citrus yellow 
and almond green; inside sections, 
in white. Both sets are made of 
Dow No. 475 Styron. Gits Mold- 
ing Corp. 


For more data circle No. 9 on postcard, p. 119 


Aluminum Roll Roofing 

New cross corrugated aluminum 
roll roofing and siding, in 50, 100 
and 200 ft lengths, lies flat when 
unrolled enabling it to be handled 
easier and applied faster. Roofing 
comes in three gauges, U. S. Stand- 
ard 26 (.019 in.), 24 (.024 in.) 
and 22 (.032) in 24 and 48 in. 
widths. It never needs painting 
and is resistant to corrosion by in- 
dustrial fumes and gases. Also is 
rat-proof and fire-proof. Quaker 
State Metals Co. 


For more data circle No. 10 on postcard, p. 119 





Toy Snow Shovels 


Junior snow shovels for children 
come in two models; No. 506 in 
steel, at 79¢; No. 516 in aluminum, 
at 98¢. Handle is yellow-gold with 
contrasting blue D-grip. Blade 
size is 12x10 in.; overall length, 
34% in. Self-service display as- 
sortment which includes one free 
shovel is available as an introduc- 


. rca pricnd 


a SwOW SHOVEL 











tory offer. Assortment consists of 
six No. 506 and six No. 516 shovels, 
a display stand, and one free alu- 
minum = shovel. Dealer cost is 
$8.20. Gardex, Ine. 


For more data circle No. 11 on postcard, p. 119 


Rat Killer 

Warficide water-soluble rat and 
mouse killer is packaged in indi- 
vidual heat-sealed packets. One 
dozen are packed in a combination 
self-shipper and counter display 
unit. Each packet makes 1 qt. of 
treated water deadly to rats and 
mice. No stirring or mixing is re- 
quired. Retails at 39¢ per package. 
d-Con Co., Ine. 


For more data circle No. 12 on postcard, p. 119 


Electric Blender 


Handyhot Blendette with spin- 
nerizing action is designed for mix- 
ing, aerating and pureeing. Takes 
up 4\4 in. counter space and is 1114 
in. high. Unit works quietly and 





produces even feed; no first “big 
splash.” Blendette has 32-0z. jar 
graduated in cups and ounces. Wide 
bottom permits sufficient spatula- 
space between the walls and spin- 
blades for working such mixtures 
as spreads. Blades removable for 
cleaning. Lists for $14.95. Handy- 
hot Div., Silex Co. 


For more data circle No. 13 on postcard, p. 119 


Steam-Or-Dry Iron 

New steam-or-dry iron features 
a stainless steel soleplate which is 
highly resistant to scratching; 
maintains a smooth, shiny surface 
that glides over any kind of fabric, 
and eliminates discoloration on 
bottom of iron. Other features are 





easy-to-read dial, flick-on switch in 
front of handle, and one-bolt as- 
sembly which permits easy separa- 
tion of parts for servicing. Hoover 
Co. 


For more data circle No. 14 on postcard, p. 119 


Snow Brush-Scraper 


Improved model of the Sno- 
Chaser brush features durable 
plastic bristles; pliofilm cover which 
slides back on handle when brush 
is in use and slides forward to cover 
brush as protection from wet 
bristles; straight handle, and 
strengthened scraper designed with 
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with the 
NEW Columbian 


COLPACK 
Rope Rack 
























fm 100 FT = 
. ae CONS oe 


Ufcowvmernn MANILA RoPe | 





Here it is... the fast, easy way to sell rope and 
sell it profitably! 

Columbian Manila Rope sells readily and in large 
quantities to homeowners, farmers, boat owners and 
industrial firms. The handy Colpack carton originated 
by Columbian keeps your stock neatly coiled — free 

from dust — easy to dispense — appealing to custom- 

ers. And now this new Rack makes an eye-catching 
display — presents rope in an attention-getting 
manner that earns extra profits from impulse sales. 
Columbian's Colpack and Rack are a money- 
making combination! Your jobber can prove it 


see him for the facts. 


COLUMBIAN 
) Rope Company 


? Auburn “The Cordage City” N. Y. 





Base measures 20" x 29"'. Rack 
holds one Colpack 25, two 50's 
and one box of 100 ft. connected 
coils. Comes completely assem- 
bled, ready to use. 
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‘S NEW 











| wont 


corrugated edge. One end of brush 
has red or yellow bristles; the other 
is a color matched durable plastic 
breaker and scraper, removable 
from the slotted handle-end for 
close work. National Brush Co. 


For more data circle No. 15 on postcard, p. 119 


Serrated Base Wing Nut 

New self-locking wing nut with 
serrated base frequently eliminates 
the need for a lock washer and 
speeds assembly. Available in a 
full range of popular sizes, wing 
nuts are made of rustproof zinc 
alloy and feature a patented re- 
cessed thumb grip. 
ducer Corp. 


Gries Repro- 


For more data circle No. 16 on postcard, p. 119 


Etched Escutcheon Plates 

Decra-Dor line of etched escutch- 
eon plates is designed for Lock- 
wood’s recently introduced “C’”’ 
series locksets. Available in brass 
or aluminum, plates are etched in 
five different designs and outlined 
with bright inlaid enamels. Plates 
are held to the door by the rose. 
Lockwood Mfgq. Co. 


For more data circle No. 17 on postcard, p. 119 
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Plastic Containers 

Five new plastic containers of 
flexible ethylene include two Kold 
Pak refrigerator and freezer con- 
tainers, tumbler, cereal bowl, and a 
48 oz. juice container. Kold Pak 
containers fit any type of refriger- 
ator freezing compartments and are 
interlocking for stacking. Tumblers 
and cereal bowls come in red, white, 





yellow and blue. Juice container 
has air-tight cover, drip-proof 
spout, visible fluid level, and gradu- 
ated markings. Rogers Plastic Co. 


For more data circle No. 18 on postcard, p. 119 


Toilet Tank Ball 

Flush-O-Matic toilet tank ball is 
coupled direct to the trip lever with 
a single rod without conventional 
double linkage, thus eliminating 
wires and slide or guide mechanism 
that may cause balky toilet opera- 
tion. Rigid guide fins extending 
below the ball, engage the valve at 
all times, thus guiding the ball ac- 
curately into position for proper 
seating when water level falls to 
valve level. Kirkhill, Inc. 


For more data circle No. 19 on postcard, p. 119 


New Refuse Can Line 

Nesco “Streak-O-Strength” gal- 
vanized cans have been introduced 
in a full line of four sizes, in three 
styles, from a promotion line to 
heavy-duty styles. Cans have 16, 
20, 24 and 32-gal. capacities and 
are equipped with bayonet-type 
locking covers. Extra. strength 
has been built into cans through 





chevron corrugating. Covers have 
high dome, rain-drain design and 
bottoms are shaped to keep acid- 
forming liquids away from seams. 
Priced on zoning basis. National 
Enameling & Stamping Co. 


For more data circle No. 20 on postcard, p. 119 


Electric Fence Controller 

New lightning-proof electric 
fence controller, called the Weed 
kontrol, has two lightning arrestors 
and double fusing arrangement that 
protects against damage to fence 
and line sides of controller. Con- 
troller kills weeds on contact and 








operates effectively on dry ground. 
Green light indicates proper func- 
tioning. Electronic Specialties Co. 


For more data circle No. 21 on postcard, p. 119 


Saw Attachments 

Two dual purpose saw attach- 
ments, a jig and slitting saw, may 
be operated as stationary or port- 
able units when used with saw table 
designed for units. Table, jig and 
slitting saws operate only with 
manufacturer’s 149 series 1% in. 
drills. Jig saw attachment can be 
adjusted to cut any radial angle 
for cutting square, circles and con- 


(Continued on page 122) 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD @¢ 


\ 
: 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined, Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise aoouied, 
with flat and chamfered machined 
joint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


om 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


““HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 

AE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
upse opgeee. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve om et adjusting screws — 
Seaeaes ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end angemee. Supplied in various 
head with oil holes and 
grooves ee ilterent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
a — Finish: plain, 
ier's ated, cadmium plated. Size: 


3/4", 18/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
i 
u 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 





SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 











Boxed to sell 


at BUY LEVEL! 








W/E 
Anchor Brand 
CHAIN REPAIR LINKS 


Get fast turnover, easy profits with 
this compact, colorful display carton 
of ANCHOR BRAND Chain Repair 
Links. Complete assortment con- 
tains popular size pivot and rivet 
type links used by farmers, ranchers, 
riggers, lumbermen, and _ builders 
everywhere for quick, positive chain 
repair jobs. Attractive built-in dis- 
play stimulates impulse sales. Try 
one and see. Order through your 
jobber today. 


---Display carton contains: --- 


8 No. 2531 Rivet Links, 4” ; 
9 No. 2531 Rivet Links, 34” H 
9 No. 2530 Pivot Links, 34” ! 
6 No. 2530 Pivot Links, 14” ' 
6 No. 2531 Rivet Links, 5/4” 

j 


6 No. 2530 Rivet Links, 3/4” 


NORTH & JUDD 


MANUFACTURING COMPANY 





New Britain, Connecticut 


New York © Boston © Philadelphia © Atlanta © Bufiale © Detrelt 
Chicage © St.Louis © Dallas © Les Angeles © San Francisce 


122 















HAT’S NEW 


@ For more information on these products and services 
use free post card on page 119. 


(Continued from page 118) 
tours. Seven blades available for 
jig saw and two for slitting saw. 
Jig saw is furnished with five 
blades and slitting saw with one. 
Mall Tool Co. 


For more data circle No. 22 on postcard, p. 119 


All-Weather Door Mat 


New Rubbermaid all-weather 
door mat has tapered top ribs that 
are self-draining, and under sur- 
face ribbing that prevents water 
from being trapped under the mat. 





Top ribs are notched to pick up mud 
and water from shoes. Mat is 17% 
x 28 in., comes in gray only, and 
lists for about $3.98. Wooster Rub- 
ber Co. 


For more data circlé No. 23 on postcard, p. 119 


Barbecue Kindlers, Stove 

New flame Boy barbecue kindlers 
for outdoor and indoor charcoal 
fires use solidified petroleum or 
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gasoline that are non-explosive and 
do not liquefy or spread while burn- 
ing. Kindlers come in pine scent 
and odorless. Also new is Safuel 
camping stove. Four and one-half 
by 5% in., it comes in removable 
aluminum utility casing that’s wa- 
ter tight. Safety Fuel Chemical 
Corp. 


For more data circle No. 24 on postcard, p. 119 


Bath, Utility Stools 


Two stools have been added to 
line of Cosco metal household furni- 
ture. Bath stool, Model 5-E, is 
Duran-upholstered in cream, green, 
blue, rose or gray crystal. It is 15 
in. high, has chromium legs and 
white enamel trim. Retails at $4.95 
($5.45 from Colorado west). 
ber-treaded utility stool, Model 5-D, 
is 10% in. high, has black enamel 
legs, red enamel trim and black rub- 
ber tread. Retails at $3.45 ($3.75 
from Colorado west). Both stool: 


Rub- 





oa 

) 
have all-steel construction with 
edges rounded or turned under, and 


34 in. tubular steel legs with floor 
protecting gliders. Both seats mea- 
sure 11x12%5 in. Hamilton Mfg. 
Corp. 


For more data circle No. 25 on postcard, p. 119 


Electric Hedge Trimmer 
This new electric hedge trimmer 
squares top and sides of a 100-ft 
hedge in 30 min. Also suitable for 
cutting decorative contours lM 
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CHAN nye; LOCK 








} 

Tlere's a quality line with real profit possibilities. 
To get the most out of it carry the complete Champion 
DeArment Channellock line. Millions of national maga- 


zine subscribers will read about the Channellock line 






every month  . they are being told and sold. Use 
















} display boards, stock the full line... for real profit 
\ possibilities. You can sell more pliers than ever before 
\ when you feature the complete Champion DeArment 


\ Channellock line. 


f 














THE PLIER 







THAT OBS 





DESIGN 


OLETES ALL OTHERS 
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CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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THE 


Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliersin stock for your 
best customers—the 
men who know good 
tools. They just won’t 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.” 















Write for 9) 
free copy o 
the K A in 
Pocket Tool | 
Guide today! 
Contains use- 
ful informa- 
tion. 





DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York. 






KLEIN & Sons | 
SxiMBRT AVE CHICAGO 10 HEI 


t 


| and extra whiteness. 





WHAT’S NEW 





hedges or shaping bushes and 
shrubs. Named the Yardmaster 
Hedgshear 131, unit weighs 5 lb 


and measures 18%4 in. long, 3 in. 
wide and 61, in. high. It lists for 
$42.95 plus tax. A 6 ft extension 
handle is available that enables op- 
erator to trim high shrubs and do 
light pruning from the ground. 
Porter-Cable Machine Co. 


For more data circle No. 26 on postcard, p. 119 


Meat Lifter 

Stainless steel meat lifter has 
black, heat-resistant plastic handle. 
Easily lifts roasts, fowl, fish, vege- 
tables, etc., from pan to serving 





dish. Measures 


Supports 15 lb. 
1034x5%5% in. Labeled with a four- 
| color food card, it retails at 98¢. 
| Foley Mfg. Co. 


For more data circle No. 27 on postcard, p. 119 


Double, Triple-Bowl Sinks 


Double and triple-bowl models 
have been added to utility sink line. 
Made of white porcelain enamel on 
heavy gauge steel, new models con- 
tain Titanium for extra strength 
Double-bowl 


sinks are recommended for kitchen 
use. Triple-bow] models are recom- 
mended for bars and eating places, 
wash sheds and photographic dark 
rooms. Federal Enameling & 
Stamping Co. 


For more data circle No. 28 on postcard, p. 119 


Hobby Horse 

New hobby horse line is priced 
from $5.95 to approximately $11.95. 
provides 
the 


Seat design 
comfort for 


non-chafing 


child. Modern, 





strong pastel-colors are used on 
the horses for greater appeal to 
children. O. W. Siebert Co. 


For more data circle No. 29 on postcard, p. 119 


Liquefier-Blender 

New liquefier-blender, Osterizer 
Delux, has speed selectivity, a non- 
spill ingredient-adder top, and a 
one-oz. measure knob cap. Also has 
a larger, more powerful motor for 
more varied food processing opera- 
tions. Unit may be used with stand- 
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| MiGuty 
| HANDy 
Wytetace 


New! FAVORITE WYTEFACE IN PLASTIC BOXES 


K&E’s famous Favorite Wyteface Steel Tapes 
(25’, 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


MB, (E\ 
[ee Wi \CEN 


<eurrts & (8688 co I 
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A SALES-WINNING THREE 


New! MIGHTY HANDY WYTEFACE TAPE 


New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 34 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
— in plastic boxes of attractive design and 
shape. Offered to you in self-display cartons... 
a most unique and eye-catching tape display! 


New! HANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now packaged in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 
increase in price! 


KEUFFEL & ESSER CO. 


Est. 1867 
New York « Hoboken, N. J. 


Chicago + St. Lovis - Detroit - Son Francisco + Los Angeles - Montreal 









VLCH EK tool display 


SILENT SALESMAN 











































@ A most attractive display — 
catches the eye of your cus- 
tomer. Promotes impulse buying. 


Requires no assembly — comes 
packed ready to hang on wall 
and place tools on hooks. Has 
indicator beside each tool for 
legible pricing. Helps sell more 
— faster. 


One of five available Vichek dis- 
play racks, 18”x 24”—-three 
showing wrenches and one, 
each, showing hammers and 
screw drivers. 


Ask for catalog sheets and full 
particulars about these wonder- 
ful sales-makers. 


\ \ { 
| <->. PLASTIC 
a 
all = * I 7 a 





by VLCHEK 


Attractive, practical design, durable construc- 
tion. Tight fitting cover stays closed—various 
compartment arrangements to fit any need. 
Twenty standard boxes available from stock, 


ranging in size from 44" x 2%" x 1" to 10%” x 


6.4°x 1%". Sturdy, crystal-clear, molded plastic. 
Write now for catalog and prices. 








WHAT'S NEW 











@ For more information on these products and services 
use free post card on page 119. 


ard canning jars as well as its own 
glass container. Cutting blades are 
removable for cleaning. Priced at 
$44.95 with gray or white enamel 
base; $49.95 with chrome 
John Oster Mfg. Co. 


base. 


For more data circle No. 30 on postcard, p. 119 


Steel Door Hinge 


Steel hinge with an aluminum 
type finish provides a color match 
for aluminum door hardware and 
trim. Called Luma-Sheen, the 





sell for one-third the 


will 
price of a solid aluminum hinge. C. 
C. Hager & Sons Hinge Mfg. Co. 


hinge 


For more data circle No. 31 on postcard, p. 119 


Masonry Water Repellent 
Improved grade of Dam-Tite 
silicone base water repellent for ex- 
terior masonry surfaces achieves 
maximum penetration of masonry 
surfaces within one hour after ap- 
plication. the liquid 
penetrates masonry surfaces up to 
%e in. It can be sprayed or 
brushed on brick, concrete, stucco, 
stone, unglazed tile or asbestos 
shingle surfaces. Speco, Inc. 


Colorless, 


For more data circle No, 32 on postcard, p. 119 


Electric Juicer 


Electric Juicor extracts fresh 
juice from raw _ vegetables and 
fruits. Base and bowl are of dura- 


ble melamine plastic in gray and 
white. Juicer has 1/3 hp. motor 





which operates at 3,600 rpm. Re- 
tails at $69.95. Waring Products 
Corp. 


For more data circle No. 33 on postcard, p. 119 


Plastic Decanter 
Polyethylene decanter has capac- 
ity of 2 qt., with graduated mea- 





suring units. Features include 
easy-grip handle, tip-proof base, 
and pouring spout which elimi- 


nates dripping while pouring. 
Available in red, yellow and white. 
Packed 
canter 


$1.49. 


1 doz. assorted colors, de- 
retails for approximately 
Blisscraft of Hollywood. 


For more data circle No. 34 on postcard, p. 119 


Sportsman's Repair Kit 
Universal repair kit No. 315 is 
for repair of cloth and rubber sur- 
faces of waders, hip boots, fishing 
and hunting clothing and air mat- 


tresses. Kit consists of a tube of 
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WHAT'S NEW 


special cement, three pieces of re- 
pair material, and complete instruc- 
tions, all packaged in a tube with 
metal screw cap. Weighs 3 oz. 
Hodgman Rubber Co. 


For more data circle No. 35 on postcard, p. 119 





Milk Pasteurizer 

Quik-Way Model 500 home milk 
and cream pasteurizer is a 1-gal. 
unit which automatically pasteur- 
izes milk or cream in 15 minutes. It 
shuts itself off when finished and 





sounds a buzzer signal. Has _ re- 
movable 5 qt. milk container made 
of thick seamless aluminum and 
steel. Pasteurizer also 
available in 2-gal. size. Hlectronic 
Specialties Co., Ine. 


stainless 


For more data circle No, 36 on postcard, p. 119 


Insecticide with Lindane 

New insecticide, Bondane, con- 
tains 5 per cent Lindane and is 
designed to kill household pests, 
for fly control in dairy barns, and 
insect control on livestock. A three- 
way killer, Bondane acts as stom- 
ach poison, contact poison and va- 
por action poison on these insects: 
army worms, mellon and_ pickle 
worms, aphids, squash bugs, thrips, 
leaf miners and rollers, tent and 
cabbage caterpillars, Colorado po- 
tato beetles, flea beetles, plant 
bugs and plum curcillio, rose chap 
chafers, lace bugs, loopers, white- 
fly psyllids, grasshoppers, and Jap- 
anese beetles. Eight oz bottle lists 
for about $1.00; 16-0z bottle for 
$1.75; 32-02 for $3, and l-gal jug 
for about $10. Bonide Chemical Co. 
For more data circle No. 37 on postcard, p. 119 


(Continued on page 128) 
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order COLUMBIAN 
GYRO-VISES NOW 


For the IRHA “Do-It-Yourself” Program 






Rees eeere® 









Columbian 
Gyro-Vise No. 72/2 
“today’s best seller’ 





Once again Columbian 
Vises are featured in the IRHA 
Do-It-Yourself’ Program. We 
urge that you anticipate the 
increased demand, which is 
certain to result from this 
promotion, and ORDER NOW 
FROM YOUR WHOLESALER! 


A wnat 






Vise No. 
Jaw Width, In. . 

Jaw Depth, In. 

Jaw Opening, In. 
Approx. Weight, Lbs. 
Height, In. 
Vises Per Case 









Gyro-Vises are packed in sturdy, 
attractive display cartons 


COIMMBIAN 


D-43'2 and D-44 
Workshop Vises 
are also 
“Do-It-Yourself” 


best sellers 








The Columbian Vise & Mfg. Co. 


CLEVE tcCese es ©,. O88 § © 







Also manufacturers of Columbian Levels 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 119. 


have 4 plumbs and 2 level vials. An- 
other’ feature of levels is use of 
metallic - sealed vials. Columbian 
Vise & Mfg. Co. 


For more data circle No. 38 on postcard, p. 119 


Brass-Bound Wood Levels 


Two new 48 in. brass-bound 
masons’ wood levels feature a 
new method of screwless binding. 
Known as No. 648-BB to designate 
sugar pine stock, and 1648-BB for 
mahogany (illustrated), the levels 


Wall Pattern Roller 

New paint roller, Dezyn Kotr, is 
designed to produce a wallpaper- 
like pattern using regularly avail- 
able paints. Attachment snaps on 
conventional paint roller handles 
and applies the pattern over or- 
dinary painted surfaces. Complete 
Dezyn Kotr set, consisting of clamp 
and sleeve, lists for $4.78 retail. 
Clamp which fits most standard 
and all E Z Paintr rollers, costs 
$1.19. Sleeve is $3.59. Hand stamp 
is provided for areas which are 








“THERE 1S NOTHING FINER THAN A DIAMOND” 





DIAMOND 


DIAMALLOY 
TOOLS 


MEAN 


GREATER SALES 


One of the most popular 

lines of tools made today. 
Accepted by industry 
everywhere. Forged from 
special analysis alloy steel, 

each tool is precision built \ 
to meet the most exacting 
specifications. 





ASK YOUR DISTRIBUTOR 

OR WRITE FOR DISPLAY 
MATERIAL FOR YOUR STORE ei, 
DIAMOND CALK HORS 


4624 GRAND AVENUE 





ESHOE CO. 





too small or narrow for 7 in. Dezyn 
roller. E. Z. Paintr Corp. 


For more data circle No. 39 on postcard, p. 119 


Porcelain Repair Kit 
Porcelain repair kit contains two 
bottles of liquid and two bottles 
of powder—one white and one 
blue white to match all shades of 
porcelain. Putty is formed by mix- 
ing liquid and powder and then 
applied into chip. After two or 
three hours’ surface may be 
smoothed and polished with piece of 
fine sandpaper, grade 4.0 or 5.0. 
Perco Plastic Porcelain. 
For more data circle No. 49 on postcard, p. 119 
(Continued on page 130) 




















DULUTH, MINNESOTA 
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Which is the 








v 
... the one you can get pronto! 


ee 


\\s 


A much-used fastener style these days—socket screws. But it’s surprising 


"FT, Ta. 


}/—_ 


} 


how scarce they can be in the size you want RIGHT NOW! CleCap have made 


\ 


it a point to make and stock a// the popular sizes in this popular style. What's 


more, you can get extra large sizes when you need them. 


fe 


SZ 


We can’t resist a rave about the product—CleCap’s double extruded Socket 


m 


Screws ... Real sockets you'll admire—they’re true hex, sharp cornered to 


Ss 


give the key good “purchase”, and c/ean, clear to the bottom. 


( 
W\ 


“Sockets” are just one of the fastener styles CleCap makes. On any of the 
items cataloged below, let CleCap show you how they can make your idea of 


He 


delivery a reality. If you haven't tasted CleCap service you've missed a thrill. 


The Cleveland Cap Screw Company 
2930 East 79th Street « Cleveland 4, Ohio « VUlcan 3-3700 TWX CV42 


Warehouses: Chicago « Philadelphia « New York « Providence « Los Angeles 


CLEVELAND Top Qube FASTENERS 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 
Brass, Silicon Bronze, Stainless Steel 
Hex Head Cap Screws: 4%" to 24” dia. Set Screws—Square Head: %” to 1%” dia. 


Socket Head Cap and Set Screws — Plain Milled Studs: 4%" to 1%” dia. 
and Knurled: %” to 1%” dia. Also Flat Place Bolts: %" to 1%” dia. 


_and Button Head Styles. Structural Bolts to ASTM Specification A325 
Flat Head Cap Screws: 4" to 1” dia. Tractor Bolts 
Fillister Head: 4” to 1%” dia, Special Hot and Cold Headed Parts 


Facilities to make larger diameters than listed. 


QUBL 
(sil 






Originators of the Kaufman Process 
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WHAT'S NEW 





Plastic Basin 

Deluxe oval basin (illustrated 
bottom) of unbreakable  poly- 
ethylene is chip proof and rust 
proof. All-purpose basin measures 
18x13x41%%4 in. Comes in pastel 
pink, blue, yellow and natural. Re- 
tails for $2.98. Other plastic basins 


; 
Nithnetiin. 


<“<Same 
| 


, 


in line are the Wonder Basin (illus- 
trated, top), which is 12 in. in diam- 
eter, 31% in. high, and retails at 
$1; and the Utility Basin Cillus- 
trated, center) which is 14 in. in 
diameter, 4% in. high, and retails 
at $2.49. Beacon Plastics Corp. 


For more data circle No. 41 on postcard, p. 119 


Rib-Joint Pliers 

New heavy-duty Rib-Joint pliers, 
the No. 506-10, has full-forged rib 
joints which are said to enable 
pliers to withstand maximum stress 
and strain before fracture at the 
joint. Pliers list for $3.20. Utica 
Drop Forge & Tool Corp. 


For more data circle No. 42 on postcard, p. 119 


Automatic Coffeemaker 
Re-styled, automatic, 4-10 cup 

coffeemaker brews either regular or 

instant coffee. All-chrome, it has 


flavor regulator control and special 
cold water pump for rapid brewing. 
Indicator lights up when coffee is 
ready. Other features include no- 
drip spout, cup markings on both 
inside and outside, stay-cool handle, 
enclosed steel rod-type element, and 
detachable cord. Dominion Electric 
Corp. 


For more data circle No. 43 on postcard, p. 119 


Lone Ranger Tepee Tent 


New Lone Ranger tepee tent can 
be used indoors or outdoors. Easy 
to put up, it is supported by four 
corner poles held together at the 





Easier to sell when 
they see this Seal 











All your brushes from one dependable source 


EMPIRE BRUSHES, INC. 
Port Chester, N. Y. 


In Canada: Empco Brushes, Inc., Montreal 


EASY TO STOCK — One colorful 
box holds brush and full-size 
3-piece steel handle! 


EASY TO SELL — Watch the women 
go for the bright new colors, 
the light weight and smart styl- 
ing. Emprene plastic bristles 
sweep up more litter with less 
effort, will never mat or mil- 
dew. The perfect brush for 
terrace, sidewalk, basement, 
garage. Every home owner is 
a live prospect! 


EASY TO DISPLAY — Set the box 
on your counter, in your win- 
dow-— it’s self-selling! Display 

card and streamer with 
each carton. 














— 





HARDWARE AGE, AUGUST 19, 1954 





You'll Sell More Perforated Board 
and Fixtures with the 


id special 
brewing. 
coffee is 
clude no- 
on both 
ol handle, 
nent, and 
2 Electric 
Now, with the new ‘‘Do It Yourself’’ K-1 

teard, p. 119 Merchandiser by Turnbuckles, Inc., you can 
properly merchandise Perforated Board and 

Fixtures with a minimum of space and invest- 

Tent ment. It is a selling display that will attract 

9g pray 

tent can impulse buyers, and its self-service features 
rs. Easy will build your profits. The unit comes cam- 
by four 


plete with a balanced stock of the nine most 
r at the 


popular types of Fixtures, four convenient sizes 
of Perforated Board and four kits of assorted 
Fixtures. A supply of folders in a holder is also 


slorful a part of the unit. 


Il-size ee 
It's a store within a store that will give you 


your regular profit and a fine store fixture 


fomen 
olors, at no cost. 
rt styl- 
ristles 
re Your Cost *76.68 —Your Profit *38.97 
r mil- our ost ° our ro if © 
h for * COMPACT— 
ment, 24” x 20” x 40” 
ner is 

SELF-CONTAINED — =" 

° : igidly made of 

Board is neatly and conveniently sate Sl a : 
’ box stored in back of display face. Kits - erat VOTE, HUE se Swe 
r win- and open stock Fixtures stored on — 
isplay shelves, 
r with 


Complete new open stock line of over 125 Perforated Board 


a oR BS Se Fixtures now available — order from your jobber 




















BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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WHAT'S NEW 


@ For more information on these products and services 
use free post card on page 119. 








models of real tents and made of 
Wenzel Tent & Duck 


canvas. H. 
Co. 


For more data circle No. 44 on postcard, p. 119 


Ball Bearing Roller Skates 
This new 612 Clipper single-row 

ball bearing roller 

structed for heavy-duty and said 


skate is con- 





Ranger and Tonto are 


Lone 
printed on all four sides of tent, 
which is 44 in. high and 31% ft 
x 3% ft at the base. Available for 


top. 


display purposes are miniature 
Lone Ranger tents mounted on a 
counter top display. They are scale 





to outwear other models. Skate 
lists for less than $3.00. Additiona] 
changes have been made in other 
models. New price lists and cata- 
log pages are available. Kingston 
Products Corp. 


For more data circle No. 45 on postcard, p. 119 


Slip Joint Plier 

New No. 601 slip joint plier is 6 
in. long and has two-position joint 
that will take up to 1% in. 


dia- 


a 


VA 4- 


wf 


meter bite. A wire cutter has been 
incorporated into the design. Plier 
lists at 36¢. Come one dozen to a 
box. Fuller Tool Co. 


For more data circle No. 46 on postcard, p. 119 





They're in your store today! 
...good prospects for 


SARGENT 
SAF-T-LOCKS ~ 


..» The only night latch on the market with 


both one-hand operation and dead-bolt protection! 


...A line with a large selection for every purse and purpose! 


Order today! 





New York - NEW HAVEN, CONN. - Chicago 


Hardware of Character 


132 








See your supplier, for this 
sell-all disolay, or write vs, 
Dept. 4H. 
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WHAT’S NEW 


Fryer; Dutch Oven 

Chicken fryer and Dutch oven set 
feature a new cooking device called 
Snorkel-Vent which regulates and 





controls cooking steam and vapors. 
This prevents drying out of foods 
through excessive steam loss and 
eliminates messy spattering. Snor- 
kel-Vent is finished in a copper-tone 
and is available with set or with in- 
dividual pieces. Everedy Co. 


For more data circle No. 47 on postcard, p. 119 


Pull-Toy Hen 

No. 140 Katy Kackler toy is 9% 
in. high, of wood construction with 
full-color lithographs and concealed 





tamper-proof sound device. When 
pulled, toy makes clucking sound. 
Fisher-Price Toys, Inc. 


For more data circle No. 48 on postcard, p. 119 


Plastic Vegetable Box 
Added to line of transparent 
rigid plastic housewares, No. 39F 
Long Boy crystal-clear plastic box 
is for storing long-stemmed vege- 
tables, such as celery stalks, carrot 
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The LAMSON & SESSIONS Co. 





























“THIS IT?” 


Hunting is fun. So is mountain climbing in 
the opinion of some people. 
But combining the two within your hardware store 
is strictly for the birds! 

Yet many hardware dealers today are still stocking and selling 
bolts, nuts and screws the hard way. They spend many 
wasted minutes a day searching for just what the customer wants. 

In the lower right hand corner of this ad is the 
ideal remedy for this situation: the LAMSON 
Self-Service BOLT BAR. 


In the bar are 106 of the fastest-moving sizes of bolts, nuts 
and screws. Each in a separate compartment 
and marked with retail prices. 
And talk about turnover! Tests show the average 
is 6 times a year. 
Ask your Lamson distributor 
about this modern way to sell bolts, 


nuts and screws, cr write us 
The Bolt Bar 


for the whole story. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants of Cleveland and Kent, Ohio 
Birmingham ¢ Chicago 








106 most popular sizes 


7 - 
he modern way to sell bolts and nuts 
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CABINET HARDWARE 
NEWS! 1, L STANLEY] 











New Complete 
Catalog 


New Items... 
New Lines 


For the past months you may have 
heard rumblings about Stanley’s big, 
new, cabinet hardware program for 
1954. Now’s your chance to get in on 
the know! Get in early and with all the 
facts! A brand new, fully illustrated 
catalog is off the presses now. Use the 
coupon below to order your copy. 

We can't do justice to the completeness 
of this line in this space . . . you'll just 
have to get the catalog and then see the 
actual pieces at your supplier’s. 

But, for a starter, take a look at these 
two new catches — a magnetic catch 
with unique floating magnet, a rubber 
roller catch that eliminates noise. 


= 
5 ie. 


Rubber Roller Catch No. 38K. 
Furnished with two strikes for any 
type mounting. Retail value 25¢ ea. 


> 






X\ 





Magnetic Catch No. 40 ALD. 
Optional “between door and shelf 
mounting.” Retail value 70¢ ea. 


This is only a small sample of the 
many new items shown and described 
in the new Stanley Cabinet Hardware 
Catalog. Get yours now. Use the handy 
coupon. 


[ STANLEY ] 
ardware 


A Division of The Stanley Works 
HARDWARE + TOOLS + ELECTRIC TOOLS - STEEL 
STEEL STRAPPING 
aaew ew ee eB Oe eee eee 

Stanley Cabinet Hardware 

388 Lake St., New Britain, Conn. 
Gentlemen: Yes, I would like a copy of your 
new Cabinet Hardware Catalog F-100. Rush 
mine out today. 








Name 





Address 





(C—O State 
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WHAT'S NEW 











sticks, etc. Box keeps vegetables 


crisp and fresh, and keeps out 
odors. It measures 2 9/16 x 2% x 
8 11/16 in. Suggested retail is 39¢. 


Tri-State Plastic Molding Co. 


For more data circle No. 49 on postcard, p. 119 


Expansion Shield 


Star Dryvin expansion shield re- 
quires only a drill and hammer for 
fastening single or double head 
nails into any type of masonry. The 
fixture load is absorbed by heavy 










NAIL MAINTAINS 
PRESSURE, LOCKING 
-DRYVIN SECURELY 


a 

2 

za 

z 
miiiiilis 











"IN PLACE 
LEAD ALLOY IS ae 
DRIVEN TIGHTLY __. 
INTO THE CREVICES, 
F THE MA ’ 
vale BOTTOM FLANGE 





PREVENTS DRYVIN 


{ 
4 FROM PULLING OUT 











top flange of shield, so that tension, 
shock, or vibration will not loosen 
the nail. Dryvins available in 16 
sizes, from 3/16 in. diameter x % 
in. long to % in. diameter x 3% in. 
long. Star Expansion Bolt Co. 


For more data circle No. 50 on postcard, p. 119 


Aerosol Rust Preventive 
New Aerosol self-spray type 
rust preventive, called No-Rust, is 
combined with a natural lubricant 
to give three-way protection: pre- 
serve metal from rust, lubricate 
moving parts and penetrate inac- 
cessible places with a blanketing 
spray. Product is designed to pro- 


tect tools, fishing tackle, boats, trac- 
tors, machinery and other items 
subject to rust. Lenk Mfg. Co. 


For more data circle No. 51 on postcard, p. 119 


Caulking Gun 


No. 28 Drop-In-Cartridge caulk- 
ing gun is designed for use with 
Caulk-O-Seal No. 8% cartridges. It 





is ruggedly constructed and has new 
positive action rachet rod to insure 
ease of operation. Gun loads quickly. 
Calbar Paint & Varnish Co. 


For more data circle No. 52 on postcard, p. 119 


Salad Bowl 


New Prolon salad and serving 
bowl is 11 in. in diameter and 314 
in. deep. Comes in Chinese red, 
mustard yellow, mist gray and jet 





black. Packed in a gift box, bowl 
retails for $5.95. Pro-phy-Lac-tic 
of Melmac. 


For more data circle No. 53 on postcard, p. 119 


Door Vise 

Non-slip door vise is designed to 
mount at bottom of door, holding 
it rigidly in open position while bor- 
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For Smooth Performance Continuously! 








This quality hardware has been designed and 











Saath Mt ade" 
ES Sa 3 


builtte operate with friction-free precision. “a 


Fins 





woe 


Stoatly built of fine basic materials to withstand 
7 


-9— 


-- 
> 


strenuous daily service wherever installed. 


Experienced builders recommend the use of three 
OAS SB | butts for every door instead of two. The 
placing of an extra butt in the center of the 

door relieves the strain from the top and 

al . bottom butts. Perfect alignment and less 
danger of boabe warping are other note- 


worthy. advantages. 


= ‘J Your trade will admire these 


— 4 smart, new, round cornered styles 


MANUFACTURING COMPANY “ling: 


Ilinois 
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WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans. 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer... con- 
structed to give years of rugged 
service, That’s why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


@ Straight sides 

@ Deep rolling corrugations 

@ Heavy gauge steel 
Structural steel bands 


Pinch-proof handles 


. 
@ Hot dip galvanizing 
. 
@ Sturdy lid 


Sell the CAN that’s guaranteed for 
greater customer satisfaction and 
surer profits. 


WITT CANS 
HAVE THE “RIGHT” ANGLE 





“Originators of the Corrugated Can” 


A ats 


THE WITT CORNICE COMPANY 
2110 Winchell St. Cincinnati 14, Ohio 
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@ For more information on these products and services 
use free post card on page 119. 





ing holes for locks, weather-strip- 
ping or painting. Adjustable to 
doors up to 2 in. thick, vise is sold 
on a money-back guarantee. E-Z 
Mark Tools. 


For more data circle No. 54 on postcard, p. 119 


Bathroom Utility Cabinet 

New utility cabinet, No. 10HP 
Cabinette, is 14 in. wide, 17'4 in. 
high and 5% in. deep. Comes in 
white, blue, pink, green, maize, 


dubonnet, grey, and black enamel. 
Hand painted decoration to match 
other Detecto ensemble items. 
Shipping weight is 8 lb. Detecto 
Scales, Inc. 


For more data circle No. 55 on postcard, p. 119 


Tubular Hack Saw Frame 


This new adjustable tubular hack 
saw frame is chrome plated with 
handle and blade finished in gold. 
Frame weighs 1 lb, 6 oz and has 
a 354 in. throat depth. Handle has 
safety grip and the thumb rest on 


the tubular frame prevents greas) 
hands from slipping. Individually 
boxed, frame is known as the No. 
325 Tubular and is furnished with 
standard 10 in. gold finished tung- 





sten blade which can be faced to 
cut at four different angles. Frame 
with blade retails for $2.98. Great 
Neck Saw Mfg. Co. 


For more data circle No. 56 on postcard, p. 119 


Frame Type Flexscreens 

Two new lines of frame type 
flexscreens have been added to fire- 
place equipment: Guilford Flex- 
screen (illustrated) is available in 
a variety of finishes and in three 
sizes—32x2914, 38x30'% and 44x- 
311%; and Oxford Flexscreen also 
available in a variety of finishes 
sizes 32x29 to 50x3314. The Guil- 
ford flexscreen is offered with a 
choice of full length curtains or an 
andiron panel of traditional Old 
English pierced design. Also new 
are fender curbs, cast-iron wood 
grates of curved bar design and 
poker and brush fireset combina- 
tion. Bennett-Ireland. 


For more data circle No. 57 on postcard, p. 119 
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S, 
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geet 


ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 


— capacities from 1 pint to 3 ats. 





ry) 


DUSTERS 


— with capacities of 1 pint to several pounds. 


COMPRESSED 









AIR 
SPRAYERS 






THESE AND 
MANY MORE MODELS— 
AS NEAR TO YOU 

AS YOUR LOCAL JOBBER 


. +. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 


UNIVERSA 


METAL PRODUCTS CO. 
SARANAC, MICHIGAN 
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6-Cup Breakfast Set 
New 6-cup breakfast set, consists 
of an egg poacher inset and a cop- 


per-clad stainless steel 10 in. 





| French skillet. Set lists for $11.25, 
| with the inset selling as an indi- 
| vidual item for $3.50. Revere Cop- 
per and Brass, Ine. 


For more data circle No. 58 on postcard, p. 119 


Six Foot Brand Rule 


Redesigned Columbia brand rule 
|} now has the following features: 
coil spring joints with strike-plates 
that prevent wear on markings, 


] ) 1 tALt D coward} wu An 5 a 
\ 
—S 


wt 
~~? 
vd 
a 
wn 
a) 
N 


double-edge graduations, brass- 
plated metal parts, new figures, and 
red brand on endsticks. Rule comes 


in six ft length and in yellow or 


Mfg. Corp. 


Tape Marking System 

Dual marking system is 
used on complete line of 
pocket tapes. System enables read- 
ing in inches or in feet and inches 
without having to convert from one 
| to the other. Evans & Co. 


| For more data circle No. 60 on postcard, p. 119 


now 
steel 


(Resume reading on page 13) 


white finish. Packed one doz per | 
box, rule lists at $.80. Eagle Rule | 


For more data circle No. 59 on postcard, p. 119 | 





CAL NIPPLE PAIL 


Dealers suggested an 8 qt. size would 
increase their sales volume and orders 
prove the idea was right. CALFeeder 
Nipple Pails are made in two sizes (8 
qt. and 12 qt.) to fit all requirements. 


Aduenrtised in Leading 


FARM MAGAZINES 
CALFeeder Nipple Pails are widely ad- 
vertised to help you sell—and farmers 
know that this name means the best in 
nipple pails. Ask your hardware jobber 
or write us for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 





HAVE YOU SEEN 
THE LOCK-OW 








LTRA 


t 


CTOR FUNNEL? 


ts 


LOCKS TIGHT. 
TO FUEL TANK 


IT FITS ALL TRACTORS 


An easy twist locks this funnel tight. It 
can’t tip or wobble. SAFER, prevents 
spilling, saves fuel. The nationally ad- 
vertised LOCK-ON Tractor Funnel 
sells on sight. It is a good profit item 
for every dealer who has farm trade. 
Ask your hardware jobber or write us 
for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 
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DISPLAY... "ROYAL*” 
Corrugated wo 


Fasteners... 
For profitable year ‘round sales 


JOINT 





Colorful, self-selling counter display 
in red, blue, and white displays 10 boxes: 
each box contains 100 Fasteners or 50 Fast- 


eners. 





An indispensable 
item for... 


e CRAFTSMEN 
e WOODWORKERS 
e HOME OWNERS 








ce ft 


i 


“Royal"* Fasteners play 





an important part in re- 
pairing every conceivable 





type of wood joint... . 


WU 














TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 13) 


| rials; one roll each of 4-inch vinyl 


Divergent, beveled saw tooth Fasteners drive | 


easily across or with the grain. Made of 
best grade cold rolled steel—in 42 all-in- 
clusive sizes: depths from 3/16" 
any number of corrugations—special sizes 
made to order. 
galvanized. 


ALSO PACKED 
IN BULK 


in 50 and 100 Ib. kegs 
and in cartons of 500 
and 1,000 pieces. 





Order from your job- 
ber or write direct 
for prices and quan- 
tity discount. 


*Reg. U. 8. Pat. Off. 


Independent Metal Strap Co., Inc. 


234 Third st, = SUSU 


Brooklyn 15, 


ae SF 
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to I" with | 


Available in plain finish and | 


| 
| 
| 


| 


plastic, green cotton reinforced, 
aluminum wire reinforced, and gal- 
vanized wire reinforced. Display 
has built-in pocket for dispensing 
literature. Price to dealer is less 
than $90. Fixture is also available 
without merchandise as No. 650- 
FO, at $14.25. Arvey Corp. 


For more data circle No. 61 on postcard, p. 119 


Lunch Kit Promotion 

Special promotion, for a limited 
time, offers one doz. aluminum des- 
sert trays free with each doz. Sanit- 
Kit aluminum lunch kits. Penn 
Metal Ware Co. 


For more data circle No. 62 on postcard, p. 119 


Cleanser Packaging 
Zud rust and stain remover is 


| now packaged in a new, colorful 


wrap. Front label lists uses, such 
as removing rust from bathtubs, 
sinks, auto bumpers, tile floors, and 


RUST 


STAINS 


sarasees 
=) SINKS 


bottoms of 
COPppgR POTS 
TILE FLOORS 
AUTO 

METALS 





copper pots. New package retains 


| the regular sifter can and basic de- 
| sign. 


Cleanser is in form of a fine 


| . . 
| powder and comes in regular 6 oz. 








size and 1 lb. economy size. Rustain 
Products. 


For more data circle No. 63 on postcard, p. 119 


Color Toy Film 


Fifteen minute color film called 
“A Toy for Timmy” shows in hu- 
morous fashion how a small boy 
gets the special toy he wants. Story 
tells how Timmy learns about 
model toys, steel scale construction 
equipment and fire engines. Shows 


a plant where toys are made and 
follows making of a fire engine 
from start to finish. Charles Wil- 
liam Doepke Mfg. Co. 


For more data circle No. 64 on postcard, p. 119 


Tape Display Box 

Triangular display box holds 12 
rolls of 144x300 in. masking tape. 
Tape is stacked in two six-roll lay- 
ers. Sides of blue and yellow dis- 


Behr-cat 
MASKING TAPE 


fom te tome + Stache Tight * Comm olf Chae 
< a 





play box have drawings showing 
various tape applications. Behr- 
Manning Corp. 


For more data circle No. 65 on postcard, p. 119 


Ice-Melting Pellets 

Ice Rem, ice and snow-melting 
pellets will now be packaged in 
white, blue and red lithographed 
metal containers. Five and 10 |b. 
containers are sealed-lip, reusable 
metal pails. Twenty-five lb. con- 
tainer is similar to a home laundry 
pail and has a moisture-tight top. 
A 100 lb. drum is also available. 
Speco, Inc. 


For more data circle No. 66 on postcard, p. 119 


Gutter Ferrules Packaging 


Gutter ferrules are now pack- 
aged in 4, 5 and 6 in. sizes in sepa- 
rate cartons of 50 each. Ferrules 
are made of high quality galvanized 
steel. St. Clair Metal Products Co. 


For more data circle No. 67 on postcard, p. 119 


Cabinet Hardware Catalog 

New 12-page catalog illustrates 
and describes every item in Acme 
sliding door and cabinet hardware 
line, including several new prod- 
ucts. Catalog also contains draw- 
ings showing correct installation of 
sliding door hardware. Acme Ap- 
pliance Mfg. Co. 


For more data circle No. 68 on postcard, p. 119 
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Put a Warren-Teed Sledge next 

to any other sledge and compare 

them point by point. Right down the 

line, Warren-Teed Sledges pack a bigger 

sales punch. 

Check that bright, distinctive Dutch-Blue lacquer; 

the shining faces; and note the smooth radius that gives 

Warren-Teed Sledges greater balance and greater ac- 
curacy regardless of whether they strike high or low. 

But you can't see everything. Take the steel — it's special open 

hearth steel forged as only the*World’s “largest exclusive maker of 

heavy hand tools can forge it. See the number? , That's a heat number 

verifying thé~exact..content of the steel, Youcan‘t see heat treating either, 

but it's there . . . deep and even in the places where it's most important. 

And finally, to cut your handling costs and boost your sales, these famous 

sledges are packed in tough, attractive cartons that make eye-catching display 








pieces. 
Get the complete story on Warren-Teed Sledges. Clip the coupon and send 





it to us. You'll be on your way to new sales and repeat sales to even the 


most demanding customer. 








Sales Manager 
Warren Tool Corporation 
Warren, Ohio 


é O. K. We want the complete Warren Tool story. 
TEED 


( Have your salesman call 














i AS, 
of mark [] Send us Catalog No. 853 
NAME 
WARREN TOOL CORPORATION TITLE 
Manufacturers of Warren-Teed and Devil railway track tools oo wg 
General Offices . . . Warren, Ohio CITY 








Export Division . - 30 Church St., New York 7, N. Y. 
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TOHELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 119. 


Air Rifle Deal 

Sample gun deal features air 
rifles No. 94 Red Ryder Car- 
bine and No. 80 Daisy Long Rifle; 
a play gun No. 965 Red Ryder 
Cork Ball Carbine; BB shot tubes 
and Red Ryder BB pouch. Included 
free in deal is a display rack with 
a $2 value, and a window streamer. 
Daisy Mfg. Co. 


For more data circle No. 69 on postcard, p. 119 


Ice Cream Freezer Display 

This new counter merchandiser 
for Enterprise’s new Home-Aid ice 
cream freezer is available without 
cost. Freezer makes ice cream in 
ice cube compartment of refrigera- 





140 


Dinnerware Promotion 


_TNTERPRISE 





tor in from 35 to 45 min. without 
salt, ice or mess. Enterprise Mfg. 
Co. of Pa. 


For more data circle No. 70 on postcard, p. 119 


Cleanser Promotion 


Copper Brite cleaner for cleaning 


$ 5p Brookpark modern 
“ice CReam “ita piece dinnerware set, 
FREEzee ——— priced at $15.95, will 
$12.95 for the weeks of August 22 
and August 29. The 
four includes 10 in. dinner plate, 


design 16- 


regularly 


be sold at 


service for 





and polishing copper, brass and saucer, coffee cup and dessert bowl. 
stainless steel cookware promotion Packed in display carton, dinner- 
consists of free $.49 size with pur- ware is available in chartreuse, 


chase of $.89 size. Introductory emerald, burgundy, pearl gray, 
pack of one $.49 size and one $.89 pink, and black. IJnternational 
size comes 12 in a carton. Copper Molded Plastics, Inc. 

Brite, Ine. For more data circle No. 72 on postcard, p. 119 
For more data circle No. 71 on postcard, p. 119 (Resume reading on page 14) 





The World’s Finest Handlight 


JUSTRITE Model, 2103 






Ne Luxe Searchlight ey 2 


UNEXCELLED POWER — 12 volt, 2 mile beam from the tubular No. 965 bulb 
and 8 ordinary flashlight batteries. Big 3 inch focusing reflector. 
UNEQUALLED CONVENIENCE — stands steady on square base or lays on 
flat side. Headpiece is adjustable permitting beam to be aimed where needed. 
Carrying handles fold down against case. 

SUPERIOR CONSTRUCTION — strong, rust-resistant materials; quality 
workmanship, life-time finish. 

HANDSOME APPEARANCE — mirror-bright chrome finish on 31% inch 
headpiece and trim, accented by rich wrinkle enamel on battery case. 


EXTRA PLUS FEATURES — use with 8 flashlight batteries when 12 volt power 
is desired, or with one lantern battery when 6 volt ‘long life’ power is 
preferred. Both 12 volt and 6 volt bulbs are furnished. 


JUSTRITE MANUFACTURING COMPANY 
2061 N. Southport Ave., Chicago 14, Ill. 


NHighest 


Quality 


retails 
$ 595 


less 
batteries 
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(You should be!) 


‘2.49 Us 





y PATENTED 


Yet more 


amazing is the QUALITY of 


BEST-BORE 
POWER WOOD BITS 


eight piece set 

boring range 4" to 1” 

ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain 

chrome lustre shank 

impulse packed display 
package 


Leading jobbers find 
“Best - Bore” Bits hard to 
stock — they sell so fast. 


SNELL DIVISION, 





J PARKER | 
MANUFACTURING CO. (RAY Y/SPametscenetgs or 


WORCESTER 1, MASS. © U.S.A. 
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Amazed at the PRICE? 













I= 


6 sizes: 
Y%” to 6”— 
4-wheel cutters 
to 4” 






Sell “more pipe cuts 
with less work 


with a-el eal” 


Once your customers have put a RitatD Cutter 
on a pipe and seen how easily and cleanly it 
rolls through the metal, they won’t want any 
other kind. Smartly balanced for easy action. 
Tracks perfectly—and special malleable hous- 
ing, guaranteed warp-proof, keeps it that way. 
High alloy thin-blade or heavy-duty cutter 
wheels, practically no burr. It pays you to 
stock and sell Ritaim’s ‘fast cutting with least 
effort’’—order today! 


THE RIDGE TOOL COMPANY © ELYRIA, OHIO, U.S. A. 
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HARDWARE AGE FOR | ayou: 
— alin tite av 
Manufacturers, New England Dealers Plan nation and conspiracy in re- Detroit-Michigan Stoves Wm. 
straint of trade. N Kai P ident P 
- : ames Kaiser Fresiden Unio 
Do-It-Yourself Tool Demonstration Tour — While all of the 182 mem- 5, Kaicor has beer ‘ 
bers of the Brooklyn Paint & : i: pore Wi 
Plans for a huge Do-It- — ... g 7 El. + ~ Wallpaper Dealers Associa- appointec Scams of De- sales 
Yourself Circus—one of the Pattison Supp y ecTs tion, Inc., 166 Montague St., saga i Stove Co., Nese: 
first movements of its kind Grandson of Founder Brooklyn, N. Y., were made etroit. He succeeds John and 
— oe oving ond Wallace M. Pattison has agp te to the — - a 
=a eereeenese, Cm” tom elected president of the complaint specifically j 
and consumers—have been , waren ‘ _, named only 18 as represen- Nese 
5 W. M. Pattison Supply Co., . ; 
announced by executive sec- : re gaa ’ tative of the entire member- sales! 
4 Cleveland, industrial supply : ; 
retary A. C. MacHardy of ,..,.; ; aie 2. | ED. cisco 
. distributors. He succeeds his 
the New England Hardware Sater. C. V. Pattionn, who The complaint charged the the Pp 
Dealers Association. ( died in July of this year. respondents with combining firm } 
The plans call for special Mr. Pattison is a grand- and agreeing “to hinder and to Sa 
manufacturer - retailer ses- restrain competition in the He s 
sions where the local store interstate sale and distribu- Hard 
owners can learn to advise tion of paint, wallpaper and dischi 
future buyers on how best to kindred lines to retailers, 
spend their Do-It-Yourself and in turn, to hinder and 
money. In addition, public suppress competition in the 
sessions will permit consum- resale of such products at HAR 
ers to see tools and products retail.” FRED A. KAISER a 


demonstrated by experts. 











E. C 


Many manufacturers have ie ae glestn 
already made plans to enter Bennett To Head pn ee ie 
the circus which will be Plume & Atwood Sales mer board chairman, Wil- 
rg de Tig tormer Ronald V. Bennett has liam T. Barbour, retired. Bu 
rs of the New England b ; Mr. Kaiser has been with gee 
Hardware Dealers Associa- een appointed general sales a phase neg : aang 
tian manager for the Fabricating the company for 22 years as ware 
" ‘ ‘ , Div. of Plume & Atwood executive vice-president and $1000 
The circus will play in W. M. PATTISON Mfg. Co., Waterbury, Conn. in recent years has been in play ¢ 
seven New England cities For the past eighteen charge of sales. Lamp 
and display scores of nation- son of W. M. Pattison, who Mr. Barbour’s_ son, Electr 
ally-known brands of Do-It- was one of the founders of Thomas E. Barbour, has Wi 
Yourself items. In each this 57-year-old company. been elected to the board. cand 
area, local hardware mer- Other changes in the or- = == Battis 
chants will serve as hosts to ganization include the elec- , Ss h 
the consumers. tion of A. B. Rathbone as Phillips, Lederer age 
In Augusta, Me., the cir- first vice-president and To Resign Posts Hard 
cus will open for a three-day chairman. Mr. Rathbone has M itis ener N. Y 
stand beginning September been on the Pattison board Se Ts. Vere See aa 
9. Next it moves to Worces- for 20 years. we wiee- resident, ; and Win 
ter, Macs. September 23-25; ee Jules Lederer, vine-prestnowt were: 
; , and director of sales for Na- Hardv 
Portland, Me., September member for 24 years, has aah eatin Radesinie 7 
30-October 2; Burlington, peen named second vice- na E: “— ; wget ais és Fred . 
(Continued on page 154) sid d assistant trea- a “aba “~~. os oe pe ae 
pag president and assi rea resigning as officers of the Schuk 
stein surer. ! : company, effective as of De Store, 
H. B. Fuller, vice-presi- cember 31, 1954. Wis.: 
Norman & Sons, Inc. dent in charge of purchases, RONALD V. BENNETT Both Mr. Phillips and Mr. Hardv 
New Name of Company is now general manager. Lederer are directors of the Ed Sti 
eee company and will continue Stores 
Norman Paint Co., Inc., years, Mr. Bennett has been as such. Cathe 
Queens Village, N. Y., paint, Charge Paint Assn. With connected with the Win- Mr. Phillips joined Na- Hardvw 
paint brushes and hardware chester Div. of Olin Indus- tional Presto in 1943. He Lovall 
specialties wholesalers, has Restraint of Trade tries. He has served this was named executive vice- Miller. 
changed its name to Norman A Federal Trade Commis- company as eastern division president in 1949. Sutton 
& Sons, Inc. sion complaint charges near- manager, field sales manager, Mr. Lederer joined the 
There has been no change ly 200 paint and wallpaper assistant sales manager, and organization in 1946. He Gra’ 
in the ownership, manage- dealers in the metropolitan most recently sales manager was named vice-president A $12 
ment or location of the firm. New York area with combi- of the Electrical Division. and director in 1951. hardw. 
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Wm. B. Loeber Joins 
Union Fork and Co. 


William B. Loeber, former 
sales promotion manager, 
Nesco, has joined Union Fork 
and Hoe Co., Columbus, 0O., 
in an executive capacity. 

Mr. Loeber, who joined 
Nesco several years ago as 
salesman in the San Fran- 
cisco area, was manager of 
the Premium Division of the 
firm prior to his advancement 
to Sales Promotion Manager. 
He served on the staff of 
Hardware World \.etween his 
discharge from the armed 


forces and his appointment 
to Nesco’s sales department. 





WILLIAM B. LOEBER 





HARDWARE BRIEFS: 





E. C. Karsdedt, Reineman Hardware, Wins 
First Prize in Dealer Display Contest 


Burlington, Wis. — E. C. 
Karstedt of Reineman Hard- 
ware Co., won first prize of 
$1000 in a recent dealer dis- 
play contest sponsored by the 
Lamp Div. of Westinghouse 
Electric Corp. 

Winner of a $25 prize 
were: Raymond Johnson, 
Battistone Hardware Store, 
Southwick, Mass., and Ches- 
ter Laurine, Amity Harbor 


Hardware, Amity Harbor, 
mM, 3. 
Winner of a $10 prize 


were: Roger Krause, Krause 
Hardware, Carpenter, Iowa; 
Fred Arndt, Brownie’s Hard- 
ware, San Francisco; George 
Schukar, Coast to Coast 
Store, Wisconsin’ Rapids, 
Wis.; C. R. Wilkins, Wilkins 
Hardware, Ida Grove, Iowa; 
Ed Steinmetz, Coast to Coast 
Stores, Crystal Falls, Mich.; 
Catherine Mania, Mania 
Hardware & Heating Co., 
Loyalhanna, Pa., and Francis 
Miller, Coast to Coast Store, 
Sutton, Neb. 


Grand Rapids, Mich. — 
A $125,000 super-market 
hardware will be erected at 


T1121 Michigan NE by Ry- 
lee’s Hardware now located 
at 811 Michigan NE. 

The new store will be 
operated on the self-service 
plan and will offer an ex- 
panded line of home appli- 
ances and housewares, sports 

(Continued on page 156) 


Heavy Toy Buying At Our Own Fall Show; 
Company Profits Up 1%, Sales Off 1.5% 


Unusually heavy buying 
of toys featured the Fall 
and Christmas Market held 
Aug. 2 to 4, by Our Own 
Hardware Co., dealer-owned 
wholesale firm of Minne- 
apolis. 

The meeting, held in the 
company’s warehouse build- 
ing, was attended by repre- 
sentatives from some 475 
member stores. An _ entire 
floor of the warehouse was 
devoted to displays of toys 
and giftwares. 

In a report on business for 
the first six months of this 
year, S. P. Duffy, president, 
told members that although 
sales were down 1% percent 
from the comparable period 
of 1953, net profit increased 


1 percent over the same 
period. 
The improved profit po- 


sition, Mr. Duffy _ said, 
reflected a number of econo- 
mies in warehouse opera- 
tions that have been put 
into effect. Outlook for the 
last six months is good, he 
told the meeting, for both 
urban and rural sales. 


Mr. Duffy’s appraisal of 
the outlook appeared to be 
endorsed by dealers attend- 
ing the show by their unu- 
sually heavy buying of toys. 
Giftware sales were also ac- 
tive, especially in a number 
of new lines that were 
shown for the first 
Wrought iron items did es- 
pecially well. 


time, 


The meeting also marked 
the beginning of distribution 
of a new general catalog 
to all member stores. This 
new catalog, which is being 
sent without cost to Our 
Own members, is the result 
of an extensive study of cat- 
alog arrangement and 
tains several innovations. 


con- 


For one, the use of gross 
and dozens has _ been 
pletely eliminated. All items 
are priced per each, per set, 
or per 100. This same sys- 
tem is used in all depart 
ments of the warehouse. 


com- 


The new catalog also con- 
tains a special farm supply 
grouping that simplifies !o- 

(Continued on page 154) 








1) 


‘am 


A section of the toy exhibits at Our Own Hardware Summer meeting and Toy and 
Gift Show, held at the firm’s Minneapolis warehouse. 
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FALL and 
WINTER 





EQUIPMENT 


© Greater Flexibility 
® Better Merchandise Presentation 


® Increased Shopping Convenience 














TYPICAL PAINT SECTION 


You yourself can change over departments with 
Spacemaster merchandising equipment to meet your 
own seasonal and merchandising requirements . . . 
QUICKLY ... EASILY ... AND WITH YOUR 
OWN STORE PERSONNEL. —_ 











Send for your FREE copy of the all- 
new Spacemaster 55-S Catalog, full 
of ideas on seasonal and mferchan- 
dising change overs. Write Dept. 
HA-8 





REFLECTOR-HARDWARE 


,ENERA 


to) dite) FP wale). | 


A 


WESTERN AVENUE AT 22ND PLACE 


NEW yorRK FFICE ANI HOW? “ 


CHICAGO 8, ILLINOIS 


225 W. 34TH STREET viele] Mamie, NEW YORK 1, NEW YORK 


_—_—News of the Trade - 





| Sher & Peachin Discontinue Wholesaling; 
Will Operate As Manufactarer’s Agents 


Sher & Peachin, Inc., since —~ 


1937 distributors of hard- 
ware and housewares, at 
1801 N. Central Park Ave., 


Chicago, has discontinued 
business as a wholesale op- 
eration and is now function- 
ing on a distributorship ba- 
sis for a limited number of 
lines. 

A portion of the firm’s 
inventory has been acquired 
by Hibbard Spencer Bart- 
lett & Co., Evansten, IIL, 
wholesale hardware company. 

The Chicago company had 
approximately 15 salesmen 
traveling Illinois, Northern 
Indiana, Southern Michigan 
and Southern Wisconsin. 

Sam Peachin and Harold 
J. Sher will continue as 
partners in their manufac- 
turers’ representative busi- 
ness. 


Reo Motor Mower Div. 
Appoints Parts Manager 


Donald M. Houghtaling 
has been promoted to parts 
and service manager of Reo 





DONALD M. HOUGHTALING 


Motors’ Lawn 
Lansing, Mich. 

Mr. Houghtaling, who will 
supervise all lawn mower 
service operations, joined 
Reo in February, 1952, as a 
member of the parts and 
service staff. 


Mower Div., 


Jos. Kaplan Honored 
By Housewares Club 


Joseph Kaplan, president 
of Comprehensive Fabrics, 
Inc., New York, was _ pre- 
sented with the leather-cov- 
ered corn likker jug, at the 
traditional breakfast of the 


Southern Housewares Club, 
held during the recent 
Housewares Show in Atlan- 
tic City. 

Mr. Kaplan is the third 
manufacturer of nouseware 
to have his name_ burned 
into the leather-bound jug, in 
recognition of his contribu- 
tion to the housewares indus- 
try during the past year. 
Others previously honored at 
these annual breakfasts are 
J. M. Bredfeld, Corning 
Glass Works, and Ed Gorton, 
the Washburn Co. 

Approximately 165 manu- 
facturers’ representatives 
covering the Southeast, and 
invited manufacturers at- 
tended the Traymore Hotel 
breakfast. Arrangements had 
been handled by Pete De- 
Wees, Atlanta manufactur 
ers’ representative; W. E. 
3rown, divisional merchan- 
dise manager of Rich’s, At- 
lanta, and J. Ward Adams, 
housewares buyer of the 
same store, who avain served 
as toastmaster. 


Revised Dates For _ 
Garden Supply Shows 


Due to the 
Consumer Days—days dur- 
ing which the public may 
attend—to the Garden Sup- 
ply Trade Shows sponsored 
by the Garden Supply Mer- 
chandiser magazine, the fol- 


addition of 


lowing revised dates on the 
Western, Middle and East- 


ern Shows have been an- 
nounced: 

Western States Garden 
Supply Show, Exposition 
Suilding, Oakland, Septem- 
ber 19-22; 

Middle States Garden 
Supply Show, Hotel Sher- 


man, Chicago, January 9-12, 
1955; 

Eastern States Garden 
Supply Show, 71st Infantry 
Regiment Armory, New 
York. January 31-February 
3, 1955. 

This will be the first year 
that the public will be ad- 
mitted to the expositions. 

For further information 
contact George Perry, Direc- 
tor of Trade Shows and Ad- 
vertising, Garden Supply 
Merchandiser, 1901 St. Paul 
St., Paltimore 18, Md. 
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QUALITY UNSURPASSED 
BEAUTY THAT LASTS! 





PROFITABLE 


QUICK TURNOVER ° LOW INVENTORY 


FINISHES 


DECORATIVE 
METALLIC 
FINISHES 


Pale gold, rich gold, 
roman gold, copper and 
silver ‘‘stabilized’”’ me- 
tallic finishes in 2 oz. bottles are 
offered in a sales promoting 
counter display. These high qual- 
ity metallic finishes are easy to 
sell, easy to use, easy to keep, 
and they “stay brighter longer.” 


MULTI-PURPOSE FINISHES 
IN SPRAY CANS 


Convenient, ready-to-use — no 
mixing, no brushes to clean. 
Available in eleven popular col- 
ors. Ideally suited for many com- 
mercial, industrial and residen- 
tial uses. 


ae at ee 


REDWOOD FINISHES 


Chromatone manufactures two types 
of Redwood finishes—Clear and Pig- 
mented. Chromatone Clear Redwood 
Finish is a resin free oil with a high 
penetrating action which produces a 
tough, long lasting, high gloss finish. 
The Pigmented Finish is manufac- 
tured to the same high specifications, 
and is recommended to provide uni- 
form color for varying shades of 
wood. 


WRITE FOR FREE 





ALUMATONE CORPORATION 





1523A Grande Vista Ave., Los Angeles 23, Calif. 
9270A Olive Street Rd., St. Louis 5, Missouri 
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Sells Itself 
As Fast As It Heats— 
In 5 Seconds! 








: 
a 


It's a natural for “do-it-yourself” 
jobs. Its speed and versatility have 
gained top acceptance with home- 
craftsmen and hobbyists. Widely 
advertised in homecraft magazines! 


Gun is positioned upright in 3-dimen- 
sional display carton for your window 
or counter. Dealer's sales prove the 
way to sell them is to show them! 


—— 
—S—_. 


Y\ 
ape, B 
—= 
— Gs 
’ >» = » 
mr) 


EASILY DEMONSTRATED GOOD UNIT OF SALE 


It's priced right (Model 8250A 
$12.95) to sell fast. And Wellertips 
build repeat sales! 


It's a natural for demonstration sell- 
ing...just plug it in and pull the 
trigger. Heat and light come on 
instantly! 


Weller Soldering Guns are craftsmen’s tools, used 
by over 600,000 radio & TV servicemen, auto mechan- 
ics, and electricians. You'll find, as have hundreds of 
dealers, the Weller Soldering Gun is a hot impulse 
item. Ask your distributor or write direct for bulletin. 


\ 


SOLDERING 
GUNS 


802 Packer Street, Easton, Pa. 


THE FINEST TOOLS FOR THE FINEST CRAFTSMEN 
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More Satisfactory Profits from 
Service Calls with MSP 
Quality Brass Trim 


Use MSP Brass Trim as replacements on your 
service calls. It's more profitable to you. It's more 
satisfying to your customers. MSP Brass Trim 
works easily—doesn't balk! Your time on the job 
is less—your profits greater. And the trouble- 
free service and long life of MSP Trim wins 
friends and holds customers—as you will see 
when you stock and use this better trim. 


09 MSP "BEAVER" 
Elevated type patented 
direct compound lever 
balicock with Guaran- 
teed DuPont Nylon Re- 
newable Seat. Priced for 
competitive installations. 


























03 MSP BALLCOCK 
Quiet-operating elevated 
type direct compound 
lever action with guar- 
anteed DuPont Nylon Re- 
newable Seat; by-pass 
construction. 





HERE’S WHAT MSP NYLON 

SEATS PREVENT 
The effect of electrolytic action upon 
metal valve seats and plungers is 
shown by the pictures to the left. 
See how the metal has been etched 
away? The use of MSP guaranteed 
DuPont Nylon Valve Seats in 
MSP Balicocks remains untouched by 
electrolysis. 





eet | 
BRASS 


1 


MSP BRASS DOUGLAS 
{heavy brass) pattern 
flush valve with lift 
wires, rubber gasket 
ond brass lock nut 
102 x 1 in. overflow. 
1Ye-in. overflow tube 
also ovailable. 





BRONZE 
Check with your favorite Jobber. 


MANSFIELD 
Sanitary Pottery. Tne. 


Perrysville, Ohio 








® 
Combining the Best in Materials and Crafts- 
manship to Produce Truly Fine Vitreous China 
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News of the Trade —_ 


New York Wire Cloth Co. Appoints McHugh 
To Head Product Diversification Program 


An intensive product di- 
versification program has 
been initiated by the New 
York Wire Cloth Co., New 
Canaan and York, Pa., man- 


ufacturer of insect screen- 
ing. 

J. Slater McHugh has 
been named to head the 
firm’s newly-established 





J. SLATER McHUGH 


New Business Development 
Department. He was _ for- 
merly with Boots Aircraft 
Nut Corp., Norwalk, Conn., 


as manager of the New 
Products Division. 
Prior to that, Mr. Mc- 


Hugh spent three years as 
a manufacturer’s represen- 
tative for hardware and 
houseware lines. 

New York’s Durall Ten- 
sion Screen, developed about 
four years ago, accounts for 
a substantial share of its 
sales and earnings since 
World War II. 

Louis D. Root, Jr., presi- 
dent of the firm, said New 
York was interested in find- 
ing companies or products 
which can be brought into 
its operation. 

“Our principal aims will 
be to find products that fit 
our general pattern of sales 
and distribution know-how,” 
he added. 


Erie Tool Appoints 
Groves Sales Manager 


Tool Works, Erie, 
manufacturers of 
wrenches, vises and _ pipe 
cutters, recently appointed 
Denison Groves to sales and 
advertising manager. 

Mr. Groves was formerly 
district manager of Tilden 
Tool Mfg. Co. 


Erie 
Pa., 


Buffalo Bolt Names 
Zettel Sales Manager 


Buffalo Bolt Co., Div. of 
Buffalo - Eclipse Corp., has 
appointed Clarence E. Zettel 
general sales manager, with 
headquarters in North Tona- 
wanda, N. Y. 

Mr. Zettel was formerly 
district manager in Chicago 
and has been with the com- 
pany for twenty-eight years. 
He succeeds Colman Curtiss, 
Jr., who is now associated 
with The S. M. Jones Co., 
Div. of Buffalo-Eclipse Corp., 
Toledo, O. 

Clifford A. Mesler succeeds 
Mr. Zettel as district man- 
ager at Chicago. He had been 
assistant district manager. 





V. L. Wrye Appointed 
Regional Manager 


Vernon L. Wrye has been 
appointed regional manager 
for Moe Light Div., Thomas 
Industries, Inc., Fort Atkin- 
son, Wis. 

Mr. Wrye will headquarter 
in Baltimore, and will super- 





VERNON L. WRYE 


vise sales activities for Moe 
Light in a newly-formed sales 
region which includes the 
Middle and South Atlantic 
States with the exception of 
Florida. 


Roebling's Sons Names 
District Manager 


Edwin F. Whitehill has 
been named by the John A. 
Roebling’s Sons Corp., Tren- 
ton, N. J., as Cleveland 
district manager for the 
corporation’s Wire and Cold 
Rolled Products Div. 
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MASTER 

STANDARD MODEL 

MODEL 2A-700 
1A-25 





Veteran oil burner servicemen call General Fuel 
Oil Filters “the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service “call-backs” are eliminated, 
too, since the General 1 A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 


























OUTLET AND INLET 
AT TOP OF UNIT 







INNER MESH SCREEN 
f CORE PROVIDES 
SECONDARY FILTER 







ALL-WOOL FELT 
FILTER TRAPS 
FINEST PARTICLES 


@ Finest filtration 

@ Easily replaced all-wool cartridge. 
@ Clogged fuel lines eliminated. 

@ Compact — easy to install. 

®@ Double protection filter design. 


General Filters Are Underwriters’ Laboratories Approved 








eal GENERAL ‘Sx! FILTERS “°*<suariNe ae 


Canadian Factory Branch: Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13, Ontario 
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TODAY’S 


LARGEST 
MANUFACTURERS 
OF QUALITY 


ENTRANCE | 
LOCK SETS | 
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OUR 25TH YEAR! 


NATIONAL 
HARDWARE 





‘t (CYLINDER ENTRANCE ) 





(APARTMENT ENTRANCE) 






| FOR THE UTMOST IN BEAUTY AND PROTECTION 
\ Heavy Duty Dead-Bolt Lock with Forged Brass Front 






















' and Working Parts @ Solid Brass 5-Pin Tumbler Cylinder co RP ; 

Lock Reversible e Key Changes Unlimited = | 
; | Cylinder May Be Keyed Alike or Master Keyed OZONE PARK 16 | 
‘ ' 






NEW YORK 





ALSO MAKERS OF THE PEZSET | LINE OF TUBULAR LOCK SETS 


(CYLINDER-IN-KNOB ENTRANCE SETS... BUTTON-IN-KNOB CHAMBER AND BATH SETS) 


so 
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News of the Trade 


, | Penn. Lawn Mower mowers, and ane 18 in. 
WHAT 4 BOOSTING | Announces New Line «ectric mower. All models 
will incorporate a_ blade 
The Pennsylvania Lawn development designed to give 
Mower Div. of American greater vacuum action and 
Chain & Cable Co., Bridge- self-cleaning features, and 
port, Conn., announced plans all will have a leaf mulche: 
at a recent meeting of dis- as standard equipment. 
trict managers to produce The Pennsylvania lawn 
both gasoline and electrically mower sales organization, 
operated rotary lawn mowers composed of 40 members o! 
in its 1955 line. the company’s American 
Designated the Penn-Aero Chain Div., has been supple 
line, the new models will mented by 11 lawn mower 


/. DEPENDABLE QUALITY include 18 and 20 in. gasoline specialists. 
2. GENEROUS MARKUPS ei : 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 











Inspecting one of the first Penn-Aero rotary mowers to 
come = the production line at Exeter, Pa., are, left to 
right: N. Johns, gee American Chain & Cable 
Co., Fa York; W. D. Kirkpatrick, vice president, York, | 





EASY 
PINKING SHEARS Pa.; and Henry Ervin, vice president and director of sales, 
POULTRY SHEARS Removable _hollow- New York. 
Full mirror polished stainless steel; ground precision —— 
no-slip knurled handles. Cuts bones steel blades, Duraluminum handles 
and meat with equal ease. Fast- Lightweight, comfort-designed; sell 
moving gift item. the moment customers pick them up Ardmore Moves; 


Appoints Kirk President 


Ardmore Products Co., 
manufacturer of flush valves 
and ower plumbing and 
hardware products, has 
moved its prodnuetion facili- 
ties and offices to a new, 





3-PIECE 
SCISSOR SET 











7” light trimmers, 5” sewing scis- POCKET KNIVES ' 
sors, 342” embroidery scissors, all Sell them once and you'll never 
three pieces nickeiplated. Handsome carry another brand! Fine steel and 
genuine leather case. Great ‘‘woman fine looks in patterns to suit every 
appeal."’ taste. 
FREDERICK L. HILL 
The Saturday Evening 


Mr. Kirk joined Ardmore 
a year ago as sales manage! 
Mr. Hill has been with Ard- 
more for three years, 


POST 


| Recognized 
STEAK SET } b Va lu (4 


Hollow-ground blades of stainless 
steel. Pakkawood handles; serrated 099. 1637 


cutting edge. Women buy them on 
nt. ‘ : BOKER 


sig 








ceadinies tp silat Eichstaedt Promoted 
Be sila By Ryerson Steel 


Ask your jobber to show you the 24, CUTLERY, wet larger plant at 624 Maple Theodore F. Bichateed 
BOKER TREE BRAND LINE Street, Conshohocken, Pa. has been appointed assistant 
oto ; Avo e on Request . : ‘ : ’ 

Cor 9 fob Concurrent with its move manager of the Machinery 


to new quarters, the company and Tool Div. of Joseph 1 


H. BOKER & CO., INC. also announced the naming Ryerson & Son, Ine., Ch 








ESTABLISHED 1837 of Allan P. Kirk as presi- cago. 
101 Duane Street New York 7, N. Y. dent and Frederick L. Hill as He was machinery and 
‘ sales manager. tool department manager. 
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models R { G H T ‘ p . “ 
blade ; 

to give 


-_ a = CONTACT 

mulche 

a FOR ELECTRICAL SUPPLIES Ss. ty ! 
1ization, ? 

bers of a 4 : 

Saale. : Ws with a tradition o 


supple 


mowe) DEPENDABILIT 
eu Bl ROAST 


— 7 

HEAVY DUTY EXTENSIONS — 
with molded-on a 
attachments 
... in 17 sizes and lengths 
from 10 to 100 feet of Type S ~ 

_ or SJ rubber jacketed service 
cord. Every component part is 
UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 


1 





NEW ROYAL NO.2 


WIRE DEAL | 

ti AL 

1500 feet of 5 on 
every - day 
wire types in 
a new assort- 
ent, plus all- 
steel display 
with built-in 
wire cutter, 


Se 
bid d ail 


\{ 


: 


. 


Look at these unbeatable features! 
* New shape to fit large-breasted fowl 





* New more efficient integral handles 





* New fully rolled-over beads won't snag 
towels or cut fingers 





* Perfect snug nesting for easy storage 


* Durable non-porous porcelain, easy to clean 


ILL 
—attractive speckled dark blue 


Ardmore 
eet we f - | %& New super-safe Belmont packing—1 dozen 
we AFC: ! >< sy to carton weighing 23 Ibs! 


5 


* Priced to retail at 59c, full profit to you! 


ted tye Ask your Wholesaler to show you this sensa- 
THRU YOUR WHOLESALER tional value and the whole Sanitare Roaster line 
Sac (5 sizes, Nos. 50, 51, 52, 53, 54) before you 
place your order! ... Write or wire us if he doesn’? 


ichstaed ©) A 
assistant j Lebel WIRE + FUSES have them yet. 


cs 


achinery is CORD SETS + WIRING DEVICES 
seph 1 DECORATIVE CHRISTMAS LIGHTING 


ic., Ch 
ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket - Rhode Island 


ary and 
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- News of the Trade rg 


Stratton & Terstegge 
Plans Toy Campaign 


Christmas toys and cutlery 
were discussed at a recent 
special meeting of salesmen 
of Stratton & Terstegge Co., 
wholesaler of Louisville, Ky., 


Ocean City-Montague Hold Annual Sales Meeting 


e 7 ; 
“'y : é 
2 J 2 








held at its warehouse and — 
sales office in Birmingham, 
Ala. 
A toy display has been set 
up at the Birmingham sales 
office, 3201 7th Ave. North. 
All Southern dealers who are 
unable to visit the toy sample 
floor at the Louisville ware- 
house are invited by the 
company to inspect the dis- 
play in Birmingham. 
The company also. an- 
nounced its 1954 cutlery 
campaign at the meeting and 24, 
distributed samples to the Seve 
salesmen. # cee 
— ee su 
Firm Chan N re Par 
- ges Name Executives and members of the Ocean City Mfg. Co. and the Montague Rod & Reel hor 
To Quickee Products Company at the annual sales meeting of the firms held July 21, in Montague City, in Vv 
Tudor Chemical Special- Mass. They examined a new rod and reel line, discussed conditions within the tackle bs 
ties, Inc., 141 Woodworth industry and planned their sales program for the coming year. Standing left to right Nev 
Dien, Tees, M. ¥. tee. in the front row are: Robert Whittum, Fred Heide, Sewell Dunton, and William C. aes 
: RP lis: Bleloch. Second row: Gunner Froebel, James Conway, Jack Kiefer, and Paul J. Johnson. ee 


facturers of hand cleaners, 
has changed its name_ to 
Quickee Products Inc. 


Third row: John D. Keith, Ed Olson, Edward B. Maguire, and My Ubl. Fourth row: 
Chet Savery, Jack Nichol, Victor L. Johnson, and Frank Smith. Top row: Joe Nicholas, 
Ray Welsh, Lum Foster, Paul Howard, and Don Callan. 








North & Judd Mfg. 
Promotes W. E. Kingsbury 


Warren E. Kingsbury has 
been named resident manager 
of the Philadelphia office of 
North & Judd Mfg. Co., New 
Britain, Conn. He was 
salesman in the Connecticut, 
Western Massachusetts and 
Vermont territory. 

Mr. Kingsbury succeeds H. 


Hardware Square Clab Appoints New President 





i G~ A ft» ‘a — 


Louis W. Appell, manufacturers’ agent, succeeded Leslie J. Bochner, Atlantic Hardware 
& Supply Corp., as president of the Hardware Square Club, at its annual meeting June 
15 at the Building Trades Employers Club, 2 Park Avenue, New York City. In the 
photo, seated, left to right,are: Le Roy B. Fowler, Mid-Island Supply Co., secretary; 





WARREN E. KINGSBURY 
K. Jackson, who retired after 
3 years of service. 
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Mr. Appell and Leslie J. Bochner. Standing, left to right, are: Richard I. Hubler, Uni- 

versal Screw & Bolt Co., financial secretary; A. D. Kaminstein, Kambro Hardware & 

Paint Corp., treasurer; Albert W. Lange, Mid-Island Supply Co., first vice-president 

and Arthur D. Morris, Bayonne Bolt Corp., second vice-president. Not in the photo is 
Fred Cordes, Minnesota Mining & Mfg. Co., third vice-president. 


Earl H. Tuttle of the Home 
Office Sales Div. has been 
appointed to the sales terri 
tory vacated by Mr. Kings- 
bury. 
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24,934,641 AD IMPRESSIONS 


Seven top national magazines 


. .. plus 79 Sunday newspaper 
supplements . . . will take the 
Parker story into customer 


homes from coast to coast. Tie |BF 
in with Parker ads in PARADE, || 





\ 


WE’VE PUT THE 


IN PARKER SWEEPER SALES 


It sings . . . it sells . . . it puts sizzle into your sales talk! The 
Parker Beauty Treatment theme for 1954 helps you to cash in 
on every homeowner's pride in a more beautiful yard. 

And this year is the time to trade up. . . sell more high-ticket, 
high-profit Homemaster sweepers. Sales of this gasoline-powered 
model have increased so phenomenally that it will be featured in 
fall advertising . . . along with the manually operated, mass- 
market Parkerette models. 

So get set to trade up and cash in on Parker Lawn Beauty 
Treatments. Make sure you back this tremendous Parker promo- 
tion with smash displays and plenty of hand and motorized 
sweepers in stock. 


FREE SALES AIDS 

Build tratfic and get your share 
of pre-sold customers—with 
colorful posters, consumer fold- 
ers, ad mats, radio spots and 
other profit builders. Write us 
for your free dealer sales kit. 


SPECIAL DEMO DEALS 

To help you close sales, Parker 
offers specially-priced demon- 
strators for free customer trials 
or rental use. Many dealers con- 
vert 80% of demonstrations 
into sales! 


THIs WEEK, BETTER HOMES & ‘ 
GARDENS, HOUSE BEAUTIFUL, ie’ sports) | 
NEWSWEEK, FLOWER GROWER, Re cos : LAWN 


NATIONAL GEOGRAPHIC, SPORTS | Ome ; : . SWEEPERS 


ILLUSTRATED, SUNSET. 


PARKER SWEEPER CO., 28 Bechtle Ave., Springfield, Ohio 
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The most versatile tool in your 
house. Removes Stones, Cuts 
Roots, Aids Root Feeding — the 
ideal digging tool for planting 
shrubs and bulbs. Excellent for 


general clean-up — and it weighs 
only 22 oz. 





Stock KapLigger 


for the 2 profitable 
buying seasons... 


JUST AHEAD ! 


1. FALL PLANTING and 
Garden Clean-up 





This attractive package sells on 
sight when your customers shop 
for a “different” gift for their 
Green Thumb friends. Makes a 
very smart counter display in 
two-tone earth colors with forest 
green. 


Suggested Retail Price $3. 
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EDGE TOOL 









152 





i hi hi hi bo hi hi hi hi hi hi hi ha hi hi hi hi ha hi ha he hi hi hn hi 





Address Dept. A-812 for illustrated catalog sheet. 


COMPANY 


Lewistown, Pennsylvania 


Building FINEST QUALITY TOOLS for Over 111 Years 


| 
| 
| 
| 
| 
| 


| 





W. S. Church Retires 
From McKinney Mfg. Co. 


William §S. Church, sales 


| representative of McKinney 








Mfg. Co., Pittsburgh, Pa., 
manufacturers of hinges and 
builders’ hardware, has re- 





WILLIAM 8S. CHURCH 


tired from the firm after 
more than 51 years of service. 
Mr. Church joined McKin- 


ney in 1903 and through the 


years served in almost every 
position in the sales depart- 
ment. 

Since 1936 he had been the 
firm’s sales representative in 
Western Pennsylvania, Ohio, 
Indiana, Michigan and New 
York. 





Two Firms Merge; Form 
Penn-Akron Hardware 


Read- 
Hard- 


Penn Hardware of 
ing, Pa., and Akron 


| ware, Woodside, N. Y., have 


merged. 

The new concern will be 
kuown as Penn-Akron Hard- 
ware Corp. 

A new plant, built for the 
‘manufacture of Penn line of 
locks and builders’ hardware, 
is now in operation with a 
full schedule of production 
expected by Fall. In full pro- 
duction is the Akron line of 
cabinet hardware, as well as 
the Forgecraft line of popu- 
lar-priced early American 
hardware. 





Central States Club 
Party Plans Announced 


Central States Hardware 
Club will hold its 14th an- 
nual dinner party in Atlantic 
City, Oct. 3, at the Traymore 
Hotel. The party will follow 
the joint cocktail party to be 
given by the National Whole- 
sale Hardware and American 
Hardware Manufacturers As- 
sociations from 5 to 7 p.m. 


News of the Trade 
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The committee in charge 
of the dinner and entertain- 
ment is: Chairman, James H. 
Perry, P & C Hand Forged 
Tool Co.; John F. Gallagher, 
Whiting-Adams Co.; Charles 
W. Sprenger, The Carborun- 
dum Co.; Ben Leve, secre- 
tary, and James A. Billings, 
treasurer. 

The club will again sponsor 
@ special train from Chicago 
direct to Atlantic City, leav- 
ing at 3 p.m. Saturday, Oct. 
2, and arriving in Atlantic 
City at 9:30 a.m. Sunday. 

All train reservations must 
hc made with L. G. McSteen, 
general passenger agent of 
the Pennsylvania Railroad, 
16 S. LaSalle St., Chicago 3. 
Stops will be made at Fort 
Wayne, Pittsburgh, Harris- 
burg, with connections from 
Cleveland. 


Whitaker Promoted 
To Vice Presidency 


Weller Electric Corp., 
Easton, Pa., has appointed 
Joseph F. Whitaker vice- 
president in charge of sales. 
In his new canacity, Mr. 
Whitaker will plan and su- 





JOSEPH F. WHITAKER 


pervise the national promo- 
tion and sales of Weller 
soldering guns, soldering 
kits, and power sanders. 

Formerly with  Interna- 
tional Resistance Co., Phila- 
delphia, Mr. Whitaker has 
been active in electronic 
component sales for the past 
10 years. 


Beg Your Pardon— 


In a news story on new ap- 
pointments at the Belknap 
Hardware Co., in the Aug. 5 
issue, the name of Dara 
Cross, Jr., housewares buyer 
who was advanced to a vice 
presidency, was misspelled 
It’s Dara, not Dana. 
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DOLLARS 


ARE 









Wheu 


SPENT 





COMPETE WITH 
THE LINE THAT’S 


~ \ € 





WATER KING 
SHALLOW WELL 


° . 









UTULITY TYPE PE 
PUMPS 





JET SYSTEMS 


BE PUMP HEADQUARTERS IN YOUR COMMUNITY 


You'll make more because you offer more, when you sell the 
Peerless pump line—IT’S COMPLETE! In the line there’s a 
pump for every prospect’s purse and every customer's pur- 
pose. You offer and sell all types of household supply pumps, 
irrigation pumps, sprinkler pumps and general utility pumps. 
When you sell Peerless you compete with the line that’s 
complete, the quality line, the high-profit line, the dependable 
line. Peerless gives you ample assistance in merchandising 
and sales follow-thru. Peerless knows how to make compe- 
tition, not just meet it. You'll be pump headquarters when 
you handle, sell, install and service the complete Peerless line 
of modern pump and water systems. 
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SUBMERSIBLE 
PUMPS 


FOOD MACHINERY AND CHEMICAL CORPORATION 


“SS 


fe 
2 


SPRINKLER 
IRRIGATION 
PUMPS 


SELF-PRIMING 
PUMPS 


CELLAR 
ORAINERS 


MAIL COUPON FOR FULL PARTICULARS 





PEERLESS PUMP DIVISION 

FOOD MACHINERY AND CHEMICAL CORPORATION 
2005 Northwestern Ave., Indianapolis 8, Ind. 

or 301 West Avenue 26, Los Angeles 31, California 
Please send full details on Peerless Dealer Profit Plan 


NAME 








COMPANY 
ADDRESS _ 


CITY STATE 





HDW 


Factories: Los Angeles, California and Indianapolis, Indiana 
Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; Phoenix; Fresno; 
Los Angeles; Dallas, Plainview and Lubbock, Texas; Albuquerque, N. M. 


Distributors in Principal Cities; Consult your Telephone Directory 


























































SELL 


THE LINE THAT 


SELLS 
ITSELF 


Here is the popularity winner 
of the power mower industry— 
handsome, sturdy ROTO-CLIPPER. 




























Once again Falls presents a 
complete line of pace-setting 
power mowers from the lowest 
priced promotional models 

to the top prestige models 
engineered for safety, 
efficiency and long life. 

And best of all... here's eye 
appeal that sells on sight. 


Available in both standard and 
self-propelled rotary and reel 
types, with your choice of 
engines... all popular sizes. 


Let us supply you with dependable, 
faster selling ROTO-CLIPPERS. 
Write, wire or phone for proof 
of our claims. 








ROTO-CLIPPER | 


FALLS PRODUCTS INC. e GENOA, ILLINOIS 
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il News of the Trade 





Heavy Toy Buying At 
Our Own Fall Show 


(Continued from page 143) 
cating of items used by 
farmers. 

With few exceptions, the 
new catalog lists all makes 
of a given item on the same 
page. For example, all pie 
plates carried in the ware- 
house appear on the same 
page, instead of in separate 
locations under the listing 
of items made by an indi- 
vidual manufacturer. 

Carl Brandtner, toy buyer 
for the company, told a 
meeting of member stores 
that he expected a very good 
retail toy volume this year, 
in view of the continuing 
growth of the young popula- 
tion of the country. 

For a dealer to capitalize 
on this toy volume, experi- 
ence has shown that it is 
necessary that he set up a 
special department, super- 
vised by one person who will 
do both buying and selling, 
Mr. Brandtner said. He em- 
phasized that while children 
are the prime market, ac- 
tually all customers are po- 
tential buyers as parents, 
grandparents or friends of 
children. 

A consumer catalog is es- 
pecially useful in building 
toy volume, the dealers were 
told, as is the use of Lay- 
Away plans for larger items, 
particularly electric trains. 
It is also important, Mr. 
Brandtner said, to start 
early in merchandising toys, 
especially where it is 
planned to promote Lay- 
Aways. 

The show ran for three 
days, with most of the time 
allotted to shopping the dis- 
plays of some 1500 items. 
Two meetings of dealers 
were held for discussion of 
various lines and for intro- 
ducing the new Fall con- 
sumer catalog. Mr. Duffy 
also presided at a panel dis- 
cussion of various problems 
facing hardware dealers in 
today’s markets. 


Siebert Co. Names 
Factory Representatives 


John Mortson has been 
named factory representative 
for lower Michigan, includ- 
ing Detroit, by O. W. Siebert 
Co., Gardner, Mass. He will 





handle Siebert’s top line, and 
baby carriages and strollers 
John E. Durrant is the new 





JOHN MORTSON 


direct factory representative 
in Ohio, with the exception 





JOHN E, DURRANT 


of the Greater Cleveland 
area, which will be covered 
by Syd Mack. 





September To Mark Two 
Gift & Jewelry Shows 


Two gift and jewelry shows 
will be held in September: 
The 28th Allied Gift & Jew- 
elry Show in Dallas, Tex., 
September 5-9; and the 20th 
Denver Gift & Jewelry Show 
in Denver, Colo., September 
23-26. 

The Dallas show will be 
held in the Hotel Adolphus 
and the Denver show will be 
held in the Hotel Albany. 





Tool Show To Tour 
New England Cities 


(Continued from page 142) 
Vt., October 21-23; Spring- 
field, Mass., October 28-30; 
Boston, Mass., November 10- 
13; and finally New Haven, 
Conn., November 18-20. Ex- 
cept in Boston, where there 
will be a four-day session, 
the circus will remain in 
each of the cities for three 
days. 
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NEWS OF 


MANUFACTURERS’ 





Manufacturers’ Agents 
Assn. Elects Officers 


The Manufacturers’ 
Agents National Association 
recently elected new officers. 
They are: president, Fred R. 
Young, Seattle, Wash; vice- 
presidents, D. R. Bittan, 
New York City, J. J. O’- 
Sullivan, Chicago, and E. A. 
Wilcox, San Francisco. 


A. B. Smedley, Altadena, 


Calif., was elected executive 
treasurer; A. X. Schilling 
serves as executive secretary 
at the Association’s head- 
quarters, 1724 West Main 
St., Alhambra, Calif. 

Newly-elected directors are 
Kenneth F. Thomas, Hart- 
ford, Conn.; Wally Shulan, 
New York City; P. Scott 
Linder, Lakeland, Fla.; H. 
L. Lowry, Cleveland; F. O. 
McArdle, Birmingham, Ala.; 
Edward Hoffman, St. Paul; 
Jack W. Henderson, Dallas; 
Albert M. Solen, Denver, 
and C. F. Bowers, Los An- 
geles. 


Six Agents to Handle 
Seal Rite Caulking Line 


Seal Rite Caulk Caulking 
Co., Detroit, Mich., has ap- 
pointed the following repre- 
sentatives: 

E. A. Richards, Cincin- 
nati, Ohio, will cover Ohio, 
Indiana and Kentucky; 
B. C. Darwin, Chattanooga, 
Tenn., will cover Alabama, 
Tennessee, Mississippi and 
North and South Carolina; 
Fred Katz & Associates, 
St. Louis, will cover Kansas, 
Missouri and Southern IIli- 
nois; M. T. Van Nuys, Wal- 
nut Creek, Calif., will cover 
Northern California, and 
Doug Parsons, Bellevue, 
Wash., will cover Washing- 
ton and Oregon. 


Nichols Co. Appointed 
Power Tool Agent 


The Nichols Co., Kansas 
City, has been appointed 
district factory representa- 
tive in Missouri and Kansas 
for the Boice-Crane Co., 
power tool manufacturers of 
Toledo, Ohio. Nichols suc- 


AGENTS 


ceeds Wayne Larson, St. 
Louis, Mo., Boice-Crane rep- 
resentative in that territory 


for 17 years. Mr. Larson re- ! 
signed to devote his time to | 


promotion of strictly hard- 
ware lines. 


Keil Lock Co. Names 
Texas Representative 
Albert J. Prince Co., Dal- 
las, Tex., has been appointed 
to represent Keil Lock Co., 
Charlestown, N. i 


and Louisiana. 

Mr. Prince and his assis- 
tant Stanley W. Cooke will 
handle the Keil line of key 
duplicating machines, key 
blanks, locks, latches, inquir- 
ers and locksmith’s supplies. 


Superior Sheet Metal 
Names Gasstrom-White 


Gasstrom-White & Co., | 


Inc., New York, has been ap- 
pointed representative in 
New York State and North- 


ern New Jersey for Superior | 


Sheet Metal Works Co., In- 
dianapolis, Ind. Gasstrom- 
White will handle Superior’s 


line of trash burners and | 


mail boxes. 


American Chain & Cable 
Opens New Warehouse 


American Chain & Cable 
Co., Bridgeport, Conn., has 
opened its third warehouse 
and office on the West Coast 
at 2210 N.W. Roosevelt St., 
Portland, Ore. 

The 8,000 sq ft Portland 
operation, serving Oregon, 
Washington, and part of 
Idaho, will carry a complete 
stock of wire rope and wire 
rope slings. A demonstration 
truck will bring wire rope 
techniques, fittings, endings, 
etc., to customers in outlying 
sections. I. L. Schobert will 
be in charge of wire rope 
sales. 

Orders of the company’s 
American Chain, Manley, and 
Pennsylvania Lawn Mower 
Divs. will be handled from 
Portland. 
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Dealerships 
available now! 


Aggressive merchandisers 
needed in several 
select territories. 

Write for details! 


CK 
fia 


hy. 
ae. 
FAS /) 
f we > 


NIVERSAL'S 


| # 


© RUGGED NEW PACKAGE 
yay = WATER SYSTEMS 









ped 





Here’s why: 


Outperforms other 
low-cost pumps 





Your customers will really go = 
for this low-price patented, a 
te 


self-priming unit. Provides 
moeximum capacity at full 
range of pressure-switch 
settings automatically with- 
out usual control valve re- 
gardiess of varying water 
levels or tank pressure. 
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Cuts inventory — increases turnover 


One pump serves either deep or shallow 
wells. UNI-MAT package system with 10 gal. 
tank comes ready to plug in. Stock and sell 
it just as you would any appliance. Also ; 
available with choice of h.p. ratings and ae) 
tank sizes for special orders. Quick delivery. sift 





* 
4,9) 
_ % 


BEES « 


To back up this price 
leader, Universal offers 
a newly-developed, rug- 
ged line of equipment 
for all pumping needs 
plus a potent merchan- 
dising program and 
newly expanded pro- 
duction facilities. It's a , 








iy money-making combi- 
Le nation! Let us give you 
our complete story. 







UNIVERSAL MFG. CO. 
3333 Eastshore Highway * Richmond, Calif. 
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HARDWARE BRIEFS 





(Continued from page 143) 


goods and hardware and 
electrical items. 
Facilities include a large 


customer parking area and 
customer loading facilities. 


Springfield, Ill.—Black & 
Co. will open a second store 
at 1614 South MacArthur 
Boulevard between August 
15 and September 1. 


Sumter, S. C. — Carolina 
Hardware Co. recently 
moved into new quarters 108 
E. Liberty St. A grand open- 
ing was held with a number 
of prizes given away. 


Hagerstown, Md.—The 
retail business of R. D. 
McKee, Inc., 42-44 North 
Potomac St., has-been sold 
to newly formed corporation 
headed by Thurman C. Lind- 
sey. Mr. & Mrs. Lindsey are 
now operating the _ retail 
store as Lindsey Hardware, 
Ine. 

Harry L. Feiser, with Me 


Elmore Houghtaling 


Elmore Houghtaling, 94, 
pioneer hardware dealer of 
Minnesota and one of the 
founders of Our Own Hard- 
ware Co., Minneapolis, died 
recently at his home in Fair- 
mont, Minnesota. 

Born in Boscobel, Wis., he 
spent his hardware career 
in Fairmont as a partner in 
the Houghtaling & Coult 
store. He retired in 1928. 

Among his many activities 
in the past were: president 
of Martin County National 
Bank, president of Minnesota 
Retail Hardware Assn.. and 
one of the organizers of the 
Minnesota Hardware Mutual 
Insurance Co. 


Gerald Rohn 


Gerald Rohn, 62, of The 
North American Press, Mil- 
waukee, Wis., hardware cat- 
alog compilers and printers, 
died July 18. 

Mr. Rohn was 


associated 
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Kee for 25 years, is general 
manager and vice president 


of the new corporation. 

R. D. McKee, Inc., will 
continue in the _ wholesale 
hardware business at 339 
West Antietam St. 

Mount Sterling, Ky.— 
Howell Hardware Co. has 


changed its name to Howell- 
3ryant Hardware and has 
enlarged its operation. A 
building was leased just 
north of the store which now 
houses household appliances. 


Boise, Idaho—The Handley 
Hardware and _ Implement 
building was destroyed by a 
fire July 12. Damage was 
estimated between $70,000 to 
$80,000. A. L. Boise, an 
owner of the business, said 
it was too early to say what 
the firm would do about re- 
building. 


Houston, Tex.—Blackstone 
Hardware Co. has purchased 
land on the northeast corner 


News of the Trade 





of Central Ave. and LaPorte 
Highway and plans to puta 
large-scale warehouse opera- 
tion there in the future. 


Overton, Tex.—Jack Berry 
has purchased Martin Hard- 
ware & Sporting Goods Store 
from Mrs. H. A. Martin, wife 
of the late H. A. Martin, who 
operated the store here and 
at Henderson. 


Ark. — Howard 
Groves is manager of the 
newly established Southern 
Hardware Co. store at 114 
South Washington St. He 
was formerly associated with 
Turner Hardware Co. 


Magnolia, 


Peru, Ind.—Jones Hard- 
ware Co., in business since 
1898, has been taken over 
since by Frank C. Cutler of 
Cutler Hardware Co., South 
Broadway. Mr. Cutler’s pur- 
chase was prompted by the 
termination of his lease at 7 
South Broadway. 


Yakima, Wash.— Roy’s 
Hardware Co. held open 
house recently to celebrate 
its new self-system, installed 
under the supervision of 
W. W. Linde. Mr. Linde, 


merchandising manager, 
was formerly manager of 
the Montgomery Ward & Co 
store in Yakima. The firm 
has also installed self-service 
in its branch store, Roy’s 
Hardware Co., Toppenish, 
Wash. 





Horicon, Wis.—Engler 
Hardware Heating Co. held 
its grand opening July 8-10. 
A washing machine and an 
oil heater were given away 
as the main door prizes. The 
store will carry a complete 
line of kitchenware in addi- 
tion to hardware supplies. 


Claremont, N. H.—Au- 
buchon Hardware Co. will 
open a new branch store at 
4-6 North St. Antonio Be- 
land, manager of the firm’s 
Fitchburg, Mass., store, said 
the new store will open 
about September 1. 





Homer Ga.— Lauren W. 
McDonald has purchased the 


Commerce Hardware Co. 
from Mr. and Mrs. C. U. 
Franks. Mr. McDonald was 
formerly with Christian 
Hardware Co., serving as 
manager. 








O 








————_ 





with the Hardware Catalog 
Compiling Department of 
North American for a num- 
ber of years. 


Cc. O. Hadley 


C. O. Hadley, 63, owner 
and manager of Hadley 
Hardware Co., Greensboro, 
N. C., died June 23. 


George M. Scott 


George M. Scott, 88, as- 
sociated with the Morris 
Hardware Store, McConnels- 
ville, O., for 71 years, died 
July 4. The store was found- 
ed more than a century ago 
by his father Charles Scott. 

Mr. G. M. Scott had been 
in semi-retirement only a few 
months. 


Russel Peterson 


Russel Peterson, owner of 
Peterson Building Supply 
Co., Wisconsin Rapids, Wis., 
died recently in the crash 
of a small private airplane. 


BITUARIES 


M. L. Strauser 


M. L. Strauser, 59, who 
with his brother Estel, man- 
aged the Strauser Hardware 
Store in Bayard, Iowa, died 
June 21. Mr. Strauser and 
his brother took over man- 
agement of the store in 1926 
upon the death of their 
father, William H. Strauser. 


Joseph Collins 


Joseph Collins, 70, owner 
the Collins Variety and Hard- 
ware Store in Whittemore, 
Mich., for 35 years, died 
June 18. Before coming to 
Whittemore, he had operated 
a store in Turner, Mich., for 
15 years. 


Paul Grogan 

Paul Grogan, 65,  vice- 
president, Thomas Grogan’s 
Son, Brooklyn, N. Y., hard- 
ware and industrial supply 
distributors, died Aug. 9. He 
is survived by Thomas Gro- 
gan, his brother, and presi- 


dent of the firm founded 98 
years ago by his grand- 
father. 


Robert C. Hager 


Robert C. Hager, 57, presi- 
dent of the Arnold Whole- 
sale Corp., appliance dis- 
tributing firm of Cleveland, 
died July 28. 

Mr. Hager — established 
Arnold Wholesale Corp. 25 
years ago as a solely owned 
subsidiary of Tracey Wells 
Co., Columbus, O., wholesale 
hardware firm, of which he 
was a director. 

He had been vice president 
and general manager of 
Tracey Wells for 10 years 
before organizing Arnold 
Wholesale. 


Everett E. Bickford 


Everett E. Bickford, 69, 
operator of the E. E. Bick- 
ford & Co. Hardware Store 
in Hingham, Mass., died re- 
cently. 
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PROFITS 
PLUS 
with 

JACKSON 





JACKSON 2-in-1 
SPREADER-CART 





Here’s a way to get more than just those ordinary profits. 
Handle the new lawn and garden sensation—the Jackson 
2-in-1 Spreader-Cart! Only with Jackson can you get the 
2-in-1 “convertible” feature! Use it as a large-capacity 
spreader for all types of fertilizers or seeds. Features a 
corrosion-resistant oscillator assembly which minimizes 
bridging of lime and fine fertilizers. Then, with a flick of 
the wrist, change to a well-built, all-purpose cart. 
With the 2-in-1, you get all this .. . PLUS the presold 
customer acceptance of the Jackson line. Don’t wait! 
PLUS your profits by stocking the Jackson 2-in-1 
Spreader-Cart. 


JAX 


Fen | 


The knocked-down sales knock- 
out... complete in one pack- 
age. Easy to stock, easy to 
assemble. Saves you time and 
space. 


LAWN 
ROLLER 





Various types. Drums of high 
quality steel with edges 
rounded to prevent cutting of 
sod. Adjustable scrapers of 
channel steel. Sturdy handles. 


2-in-1 Spreader-Cart and Jax Deluxe are shipped one or three to a carton. 


Jackson....™..... 


HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbarrow maker in America 
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DERRELL D. CALLA- 
HAN, who has been buy- 
ing farm and garden tools, 
builders’ hardware and 
fishing tackle for the Pax- 
ton & Gallagher Co. since 
1919, joined the Omaha 
wholesale hardware firm 
50 years ago on June 20. 
His first job was that of 
order clerk in the ware- 
house. He later worked 
in the order department, 
which he headed in 1912. 
“Cal,” as he is widely known to many retailers and 
manufacturers, says fishing and his grandchildren 
are the two things which give him his greatest 
pleasure in his leisure time. 


LEO C. MAY, president 
of the May Hardware 
Co., Washington wholesale 
company, went to work 
there on Aug. 25, 1904, 
after his graduation from 
Mt. St. Mary’s in Emmits- 
burg, Md. After the death 
of his father, the founder, 
he became the firm’s buyer 
and has been active in 
that capacity since. He 
became vice president in 
1911 and was made presi- 
dent in 1950. His two sons, Leonard 8. May and 
Donald L. May, are officers of the company. Mr. 
May served the Washington Rotary Club as secre- 
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(Above) Impact test. Before approval canbe given to production, raw material 
is tested for satisfactory resistance to impact. (Right) Tensile strength test. 
Virgin polyethylene is stretched to its limit to make sure Triangle Plastic 
Pipe will have more than its guaranteed working pressure. 





pon Re 


BECAUSE IT MUST BE RIGHT! 


What assurance do you have that the plastic pipe you buy will do all you hope 
it will? Only by a continuing process of advanced research can a company 
guarantee you high quality. At Triangle, technicians are constantly testing, 











constantly re-affirming Triangle’s standard of high quality. You can be sure the 
plastic pipe you buy from Triangle is the best that science, modern equipment, 
top materials and high skill can produce. 


TRIANGLE Is The Pipe You Can TRUST! 





r Made of virgin polyethylene — ideal for conveying liquids for human or animal 
PLASTIC PIPE—A NEW MARKET! consumption. Light, flexible and extremely easy ‘to install. Won't rust, rot or 


Home owners, farmers, ranchers and many others are en- 

thusiastic over Triangle Plastic Pipe. Many uses: watering corrode. Send for complete catalog. 

— for poultry and livestock, feed lines, distribution 

lines, well piping, sprinkling systems, water service to the 

house. Triangle Plastic Pipe is light and flexible, won't PLASTIC PIPE DIVISION 


rot, rust or corrode. Made of virgin 


pelpethylene—absciutely pure, Write Four types available: Flexible, Semi-Rigid, Rigid High-Impact, Rigid Polyvinyl Chloride. 


noe TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, N. J. 
Manufacturers of Arteries for Electricity, Liquids and Gases 
WIRE + CABLE + CONDUIT - PLASTIC PIPE - BRASS AND COPPER TUBE 
PLANTS — NEW BRUNSWICK, N. J.: WIRE AND CABLE PLANT + ROD MILL « BRASS AND 
COPPER TUBE MILL + PLASTIC PIPE PLANT + MOUNDSVILLE, W. VA.: CONDUIT PLANT 
WAREHOUSES — BOSTON «+ CHARLOTTE «+ CHICAGO + LOS ANGELES «+ SAN FRANCISCO 


Sponsors of the famous Triangle Invitation Round Robin Tournament for professional 
women golfers. Held this year, June 3-6, at the Homestead, Virginia Hot Springs. 









The Trade Mark 
of TOP Quality 
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NEW DISPLAY 
helps you sell 


DISPLAY 1S FREE—JUST BUY THE LATCH 


Helps you sell many more latches by demon- 
strating exclusive cushion action .. . simple 
operation . . . easy installation. Buy the latch and 
the handsome blond wood display is yours free. 


A NEW DIFFERENT 
MAGNETIC DOOR LATCH 


Heppner Sales Co. Round Lake, Il. 





# 1/2 THE COST of other magnetic latches due to new, 
extremely efficient design and compact size (only 3/8” high 
x 2-1/8" long). 


#€ No after-installation headaches—doors remain firmly closed 
even when warped or sagging. 


* Doors open easily, shut quietly due to EXCLUSIVE spring 
action. 


2 Lasts indefinitely—no working parts to get out of order. 
* Unconditionally guaranteed. 


7 Works equally well on wood or metal doors. Highly recom- 
mended for every type of home and industrial cabinet, 
including kitchen, medicine, tool, music and house trailer 
cabinets, closet doors and ship and boat lockers. 


Write for complete details and distributional 
information. Order your Sales-Helping Display TODAY. 


HEPPNER 


SALES COMPANY ¢ ROUND LAKE, ILLINOIS 


Specialists in magnetic devices 
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tary for two terms and has been the club’s chair- 
man of the special activities committee for many 
years. He is a past president of the Eastern Hard- 
ware Golf Association, having been one of the 
organizers. He is a past president of the Washing- 
ton Early Birds Breakfast Club which he helped 
organize. He served on the Final Draft Appeal 
Board during World War II, for which work he 
received four awards. He was vice president of 
the Georgetown Branch of the Boys’ Club of 
America and later became president of the Wash- 
ington Group. He has served on the executive com- 
mittee for that organization since 1943. To honor 
Mr. May’s 50 years, the May Hardware Co. has 
established in his name a perpetual trust fund, 
which can be increased and added to from time to 
time, the purpose being to provide funds suffi- 
cient to send needy boys to the Boys’ Club Sum- 
mer Camp. 


DANIEL HOPE, presi- 
dent of the Galloway- 
James Co., wholesale hard- 
ware firm of Baltimore, 
Md., completed 50 years as 
an employee of his com- 
pany on July 20. He was 
first employed as a clerk 
when the company was 
known as Edmunds & Gal- 
loway. In 1910 he was ap- 
pointed bookkeeper and 
credit man. In 1929 he was 
elected secretary and gen- 
eral manager and in 1946 he became head of the 
company. His brother, Philip H. Hope, is a re- 
tailer, operating as Clifton Hope & Son, St. 
Michaels, Md. Mr. Hope has held the office of 
president of the Hardware Club of Baltimore and 
he was Grand Master of Masons in Maryland in 





1945 and 1946. 


CARROLL E. HILL, 
who recently retired as 
secretary of the Shapleigh 
Hardware Co., St. Louis 
wholesale firm, on the com- 
pletion of 50 years of ser- 
vice, was first employed in 
the buying department. 
However, he had previous- 
ly been employed in Balti- 
more with John A. Horner 
& Co. Mr. Hill had been a 
director of Shapleigh since 
1919. He held the post of 
assistant secretary for a 
couple of years before his election to secretary on 
Oct. 31, 1946. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
national defense _ goods lines. 

The bank sees output of consumer 
goods as “definitely on the up- 
grade” and even predicts the pros- 
pect of a fall pick-up in textile mill 
operations. 

Much of the bank’s letter is based 
on its semi-annual survey of 660 
corporations whose combined net 
income showed a gain of 2 pct 
over the like 1953 half. About 52 


pet of the companies reporting 
had gains. Second quarter net for 
the respondents was up 6 pct from 
the first quarter and 2 pct over 
the like 1953 quarter. 

The “renewed surge” in private 
home building was cited as a major 
factor in the optimistic outlook and 
this was said to have been brought 
about by lowered credit over the 
past 12 months in the mortgage 
market. 


Output of Power Lawn Mowers May Hit 
1,250,000 Units This Year, Decline Next 


The power grass cutting indus- 
try will produce about 1,250,000 
units this year, estimates Vincent 
Shiely, assistant vice president and 
secretary of Toro Mfg. Co., Min- 
neapolis. 

Next year and the years through 
1960, production won’t be so high 
—perhaps only about one million 
units—predicts Mr. Shiely. 

The big change in the complexion 
of the grass cutting equipment 
market during these years, Shiely 
predicts, will be the first appear- 


ance of replacement as a major 
sales factor. 

Replacement sales in the indus- 
try were negligible until 1951, when 
they represented about 5 pct of the 
total sales. This figure rose to 18 
pet during 1954 and is expected to 
rise to 70 pet by 1960. 

During the early 1960's, says 
Shiely, there will be another major 
spurt in the sale of power lawn 
mowers and other consumer dura- 
bles when the postwar crop of 
babies reach marriageable age. 





N.L.R.B. Withdraws From 
Store Labor Problems 


Thousands of small companies, 
including most hardware stores, 
have been removed from jurisdic- 
tion of the National Labor Rela- 
tions Board as a result of a recent 
rules change of that agency. 

The change, which is already in 
effect, means the federal labor 
board will no longer handle union 
elections or unfair labor or man- 
agement practice disputes involv- 
ing smaller stores. 

To come under the NLRB’s juris- 
diction, a retail store, which is in- 
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dependent or part of an intrastate 
chain, must have purchases amount- 
ing to more than $1 million a year 
coming to it directly from outside 
the state; $2 million in purchases 
indirectly from outside the state, 
or ship more than $100,000 worth 
of merchandise into other states. 

A store which is part of an inter- 
state chain will come under the 
board if it meets any of the stand- 
ards listed above or the gross sales 
of the chain amounts to $10 million 
a year. 

As a result of the action, hard- 
ware stores in states which do not 
have strong management-labor laws 


will find themselves in a “no-man’s 
land,” with their only relief to un- 
fair labor activity coming from 
local courts, which in many cases 
involves prolonged litigation. 


Distributive Education 
Aid Fund Is Doubled 


Businessmen won a moral if not 
an actual victory in Congress when 
they succeeded in doubling the 
amount of federal aid funds ap- 
propriated for distributive educa- 
tion instruction. 

Business asked that the old 
$450,000 annual limit be removed 
and DE be given a one-quarter 
share of the large grants Congress 
has been appropriating for voca- 
tional education as a whole. A 
House committee refused to budge, 
but a later move on the floor suc- 
ceeded in doubling the amount. 

A new effort will be made next 
session to win a fair share of voca- 
tional education funds for classes 
to teach young people the various 
aspects of distribution and provide 
a much-needed source of employees 
for retailers. 


Easier Financial Aid 
For Retailers Available 


More financial aid for small 
firms, including hardware stores, 
with less delay will result from a 
new policy of the Small Business 
Administration permitting its re- 
gional directors to make loans up 
to $50,000 without approval of the 
Washington office. 

The shift in policy allows the 14 
regional directors to authorize cer- 
tain bank-participation loans, pro- 
vided that the bank’s share is at 
least 25 pet of the loan and not less 
than half the bank’s share repre- 
sents new money. 

A hardware dealer may now work 
out with his banker a participation 
loan and have assurance that SBA 
will act speedily on the application. 


Limitation Put On 
Importation of Arms 

A new provision of the foreign 
aid bill will prevent foreign na- 
tions from dumping huge amounts 
of surplus arms into the U. S. for 
sale at low prices. 
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THE NEW MOLINE 


JUMBO 
LOAD BINDER 


made fo serve 


No. 748 


A 20,000 Ib. capacity binder for use with '/2"° and %" 

chain. Finished in rust resistant enamel. Order No. 748. 

oo yo special bulletin and price list of complete 
oline line. 


These big, rugged features show you why: 


1. DROP FORGED Steel Hooks 

2. DROP FORGED Steel Swivel Eyes 

3. DROP FORGED Steel Tongue and Clevis 
4. Heavy Welded Steel Links 

5. Railroad Quality Malleable Handle 

6 


. All parts balanced in weight and in strength 
to work together, powerfully and efficiently. 


MOLINE IRON WORKS MOLINE, ILL., U. S. A. 














NEW QUALITY TROWEL 





No. 184 Tuck Pointer Trowels 


Furnished in three sizes 


Length of Blades inches 5/2 5/2 52 
Width of Blades inches ¥%" ya" Ye" 
Weight Per Dozen Ibs. 2/2 2% 2% 


Packed half dozen in box 


The above tuck pointers are made from the finest 
bright polished spring tempered steel. The polished 
bronze shank is silver brazed securely to the blade. 


Write for catalog or see your jobber. 


















GUARANTEED @-SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 
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your toughest customers 


tom Britain 


TOP QUALITY 
HAND AND POWER 


LAWN MOWERS 


SUFFOLK 
CLIPPER 


A; 


SUFFOLK 
VICEROY 


SUFFOLK SUPER 
CLIPPER 





OTHER models available; also the new range of Suffolk 
Power Mowers with 4 stroke gasoline !.1 H.P. engines, fan 
cooled. 


Trade enquiries direct to the manufacturers:— 


SUFFOLK IRON FOUNDRY (1920) LTD. 


Winton House, St. Andrew Street, London, E.C.4. 
Cables: Utilware ¢ London 





ls Rt Bhan ane Me Al 
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SASH 
FASTENER 








R3101 SASH LIFT 


%. ; 
0 nag cgmamavamann ott: sceswe et” 





R2660 DOOR STOP 








R6660 


COAT AND 
HAT HOOK 





St MACHINE POLISHED 
BRASS HARDWARE 


Through every step of manufac- 
ture up to and including the final 
polishing operation, SAFE quality 
standards are rigidly maintained. 
Tops in quality, competitively 
priced, SAFE Builders’ Hardware 
offers the style you want in the 
material and finish you need. 


Order from your jobber. 


Write for FREE Catalog giving com- 
plete details on our extensive line. 


(AEM and HARDWARE CO. 
LANCASTER, PA. 


164 




















Nation's Output Reached Record Mark in ‘53; 
National and Personal Income Hit New Highs 


The United States produced a 
record $364.9 billion of goods and 
services in 1953, reports the Com- 
merce Dept. This is a 5.5 pet in- 
crease Over a year earlier. 

The final figures on gross na- 
tional product represented a $2.2 
billion downward revision from 
preliminary estimates made earlier 
this year. 

The data on total output pro- 
vides an over-all measurement of 
the business downturn which set 
in last summer. By quarters, the 
gross national product, at season- 
ally adjusted annual rates, rose 
from $361.8 billion in the initial 
three months of 1953. It reached 
a peak of $369.9 billion in the 
April-June quarter. 

Due largely to cutbacks in Fed- 
eral spending and reductions by 
businessmen in inventories, over-all 
economic activity dropped to 


$367.2 billion in the third quarter 
and down to $360.5 billion in the 
final three months of 1953. 

The drop in total output has con- 
tinued into 1954 with the first 
quarter gross national product esti- 
mated at $355.8 billion. Second 
quarter figures are not yet avail- 
able. 

Despite the gradual drop in ac- 
tivity in the last six 1953 months, 
the year as a whole shattered pre- 
vious records in many sectors. Na- 
tional income, the sum of individ- 
ual and corporate earnings from 
production, hit a new high of $305 
billion—up $14 billion over the pre- 
vious peak set in 1952. 

Personal income—money received 
by individuals from all sources, 
amounted to $386 billion, a new rec- 
ord and some 5.5 pct above the old 
high mark reached in 1952. 





Durable Goods Output 
Remains Steady 


Sales of durable goods manufac- 
turers dropped to $11.3 billion in 
June from $13.6 billion a year 
earlier, but were unchanged from 
May levels, Office of Business Eco- 
nomics, Commerce Dept. reported. 
Inventories of such manufacturers 
amounted to $24.6 billion in June 
against $26.3 billion a year ago 
and $24.9 billion in May, 1953. 


Change in Age Groups 
To Create New Demands 

America is growing both oider 
and younger, according to New 
York Herald Tribune statistics. 
Both the old and the young are 
forming an increasing percentage 
of the total population, while the 
working age group (20 to 64) are 
becoming fewer in relation to other 
groups. 

By 1975, if the current 
boom continues, 38.5 pct of the 
total population will be under 20. 

This means many new demands: 
larger houses, more schools, more 
stores catering to children and 
more money from the Old Man. 

The opposite end of the pole, the 


baby 


aged, is increasing because of de- 
clines in the death rate at all ages. 
This combination of facts means 
the workers will either have to 
work harder or else devise new 
ways of producing more. 


Administration Speeds 
Federal Expenditures 


The Government has embarked 
on a program of speeding up 
planned Federal expenditures in 
the hope of prodding the national 
economy into greater activity, Sin- 
clair Weeks, Secretary of Com- 
merce, reports. 

First-half business was viewed 
optimistically by the Secretary. He 
explained that the extra momen- 
tum provided by Government agen- 
cies placing immediately the con- 
tracts they would normally have 
awarded six months from now, 
should insure substantial gains in 
practically all business lines by 
fall. 

The Labor Secretary, James P. 
Mitchell, also reported that all in- 
dications point to the “employment 
picture getting better.” 

He went on to predict both a 
boost in employment and a cor- 
responding drop in  unemploy- 
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Packed with Quality 


from 
TOP to BOTTOM 


From a choice variety of head styles to clean sharp 
threads which spell out long, dependable holding ability 
. . « from factory-insured uniformity to a wide, versatile 
size range*—every So-HARD wood screw means ever- 
increasing sales and good will. 

* RANGE from 3/16 x #0 to 6"" x #30 DIAM. 


FREE TO DEALERS 


Handy, distinctive 3-color heavy board wall 
chart showing comparative sizes of wood 
screws and Stove Bolts. Write Dept. A for 
one today. 


Contact your jobber or write direct 


tHE SOUTHINGTON HDWE. 


MANUFACTURING COMPANY 


Southington, Connecticut © U.S. A. soe 





EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 






























se f Hil Te 
ate : 
ERECTRO ISLAND 


Arrange movable shelves freely to form unlimited variety of 
sales producing display for all types of merchandise. 90 square 
feet of display area in only 32 square feet of floor space 
allows more space for seasonal merchandise and is perfect for 
front island display. Let Erectro Island start your store modern- 
ization and prove to you that modern Sitka store fixtures don’t 
cost—they pay. Write for free literature and catalogue. 







$12750 
FOB PLANT 





. . Erectro Islands are sturdily constructed 
Representation still open of laminated plywood, trimmed with 
in some crecs. solid hardwood and finished to your 

specification in hard lacquered pastel 
colors. Size: 4 feet by 8 feet. Overall 
height 52 inches. 


STORE FIXTURE MANUFACTURING CO. 


50 Kansas Avenue, Kansas City, Kansas 
Phone Mayfair 1700. 


Division of SITKA SPRUCE LUMBER AND MANUFACTURING CO, 
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Speed Way 
fp Fé A Ja ander 


alee) ol -1-1eb-t- Tale | —) ae 
Ist in SALES everywhere! 


No. 150 UK 26-pc. Speed Sander Kit $3950 


See beautiful sales-making display package! Your customers BUY 
this kit because it ends hours of drudgery sands, finishes 
polishes 1001 jobs in just minutes 

Finishes furniture, prepares wood or metal, smooths “dry wall 
joints and plaster patches—buffs, rubs, and polishes 

Lightweight, trouble-free, has unlimited work capacity. Powered 
by a direct-drive induction motor, the sanding pad moves on Neo 
prene boll bearings through a 3/16” orbit, 3450 times a minute. 
Polished cast aluminum body. Underwriters’ Laboratories approved. 


Priced far below the market. ‘No. 150 SpeedSander $3450 


No. 100 SpeedDrill 


A real fistful of power! a 
capacity in steel, 2” in wood 
Geared chuck with key 
HEAVY DUTY RADIAL AND 
END THRUST BALL BEARING 
ON SPINDLE. Helical cut steel 
gears. Beautiful hi-polish nat 
ural aluminum finish 


7 


No. 100K SpeedDrill Kit 
New 33-pc. kit combines No. 
100 Drill with every accessory 
for sanding, buffing, grind $2500 
ing, polishing, etc $3500 


Thor SpeedTools are backed by ‘4 BILLION ad- 

vertising impressions in LIFE, Saturday Evening 

Post, This Week, Parade, Living for Young 

Homemakers, Popular Mechanics, Mechanix 

IHustrated, House & Garden, House Beautiful, etc 

Call your hardware wholesaler and order RIGHT NOW! 


SpeedWay 


WY Fe Val Oh e-Conde la tale mm @xelaal ol- tah 


a division of Thor Power Too! Company SpeedTools 
1836 S. 52nd Avenue ® Cicero 50, Ill 





165 





















ava z' 
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BEST oe THE DAILY N 


k— os item is sales-tested for your 
protection. Precision cast by 








Worth | for... by NAME 
B12 + PAROLE (ArT 23 


ecialties 


FEDS OF MOST BUYERS 


A full ensary of H-W shelf- 
hardware specialties provides 
the most wanted household 
conveniences, free from “shelf- 
warming” ooee. Every 







economy production methods; 
ee be a rust-re- 
sistan ompetitively priced. 
EXTRA SALES VALUE y Mes from 
Po three merchandising aids 
that include the #1001 display 
rd, House Numbers coun- 
ter-carton, Closet Rod demon- 
strator. Ask your jobber! 


HALL-WESSEL COMPANY 


2116-2126 W. Nicholas Street 
Philadelphia 21, Pa. 


In fuste Exp: 
Geo. Hall Co. Hall & nels, tne. 
25 Grouse St. 165 Broadwa 
Toronto 1 New York 
Hardware Specialties 
Wessel | 





THE LAST WORD IN 
WIRE PRODUCTS 
GR. 








STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 











STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE_YOURS FOR PARTICULARS 


ie ee ee ee 


\NCHOR 











WIRE CORPORATION 


aMA A avet 










SL AND NEw Yoreur 





Shawn's 10K 
REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


aay natal SCREWS 










e Growing 
¢the Big — 


pemond ° 
Do-it-Yourself market! 
A COMPLETE 


DEPARTMENT IN ITSELF! 





answers th 


16 sizes of rustless Aluminum 
fasteners including wood screws, 
machine screws, sheet metal 
screws and hex nuts. 

ASK YOUR JOBBER OR WRITE US 


Shavone Gt andl Shiu Co 


BOSTON 10. MASS 






02.216 PURCHASE ST 








ment by September or October, es- 
pecially since June unemployment 
did not rise as much as had been 
expected. 

Part of the government’s pro- 
gram includes the biggest peace- 
time shipbuilding program in his- 
tory, plus Federal aid programs 
for road and airport construction. 


Consumers Increased 
Credit Indebtedness 


June automobile sales boomed so 
the nation’s consumer credit level 
jumped $259 million over May 
levels, Federal Reserve System re- 
ports. 

The bulk of the increase was 
traced to the instalment credit part 
of the consumer credit field which 
went up $178 million from the 
previous month. This was inter- 
preted in many circles as an opti- 
mistic note since it shows how will- 
ing people are to commit them- 
selves to time payments. 

F. R. B. figures the June increase 
was mostly seasonal, pointing out 
that in June 1953 the instalment 
credit boost was $422 million and 
$732 million in 1952. 

Total consumer credit at the end 
of June stood at $27.7 billion, 
F. R. B. said, of which $21.1 billion 
was instalment credit and the bal- 
ance mainly single-payment loans, 
charge accounts and the like. 


Increases in auto buying sent 
auto paper $142 million above 
May at almost $10 billion. Per- 


sonal loans climbed $58 million to 
$4.4 billion. Repair and moderni- 
zation loans slipped $2 million to 
$1.6 billion and other camsumer 
goods paper dipped $20 million to 
$5.1 billion. 


Anticipate $1.5 Billion 
Market for Premiums 

The nation’s various businesses 
will fork out about $1,500,000,000 
for premiums and sales incentives 
this year, according to a survey 
conducted by Premium Advertis- 
ing Association of America. The 
survey was conducted in conjunc- 
tion with an advance appraisal of 
trends for the New York Premium 
Show to be held in September. 
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NOW! NEW LOW PRICE on 
FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO-SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 
low the trend of 
thousands of ag- 
gressive merchants 
like yourself and 
modernize your 
store with Sell- 
Service fixtures. 
Do it with FLEXO- 
SPACE at a saving 
of 50% over com- 
petitive Islands. 
FLEXO-SPACE gives you Self-Service, Mass Display and 
300% more Selling Space than one flat-type counter. Yes, 
in only 12¥%2 Sq. Ft. of floor area you get 50 Sq. Ft. of 
selling space. Raise or lower the middle shelves every 2” 
within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
advantages of FLEXO-SPACE have been “Tested and 
Proved” by thousands of retail] merchants. New amaz- 
ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 


Mirs. write for special extra low prices. 


ADD SALES COMPANY 


825 York Street 








Manitowoc, Wisconsin 

















“Sagless”’ Lavatory 


Spring Pivot-Hinges 





Ball Bearing 
Single or Double Acting 


~(CHICAGO)— 
SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any Position 








TYPE AD7227 


Attachments for Application 
to Marble or Glass 


There is a growing tendency among architects to 
specify that the top edge of toilet stall doors shall 
be flush with the top of the hanging stile. Hinges of 
this type were used in the New Statler Center in Los 
Angeles .. . equipped with Chicago Spring Hinges. 





“Spring Hinges of Quality" 
Chicago Sprina Hinge Co. 
CHICAGO U 


S.A. NEW YORK 
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.» UNTIL 


You Check the Facts on 


CARLON PLASTIC PIPE 


Other plastic pipe may look like CARLON ... 
but only CARLON is unconditionally guaran- 
teed. Both quality and performance are 
backed by the company which pioneered in 
plastic pipe . . . and leads in every way. 





CARLON is performance proven. Thousands 
of installations throughout the nation prove 
that CARLON is dependable and long-lasting, 
even in the most’ severe conditions. 


CARLON sets the standard for the industry. 
By careful selection of raw materials, proper 
compounding, and advanced production tech- 
niques, CARLON produces pipe that meets 
every test. 

More CARLON is sold than any other plastic 
pipe. It is nationally recognized .. . the 
stripe which marks CARLON plastic pipe is 
the sign of quality for you — and for 
your customers. 


Buy the Pipe with the Stripe! 








Write today for literature 


CARLOy ) 
* CARLON PRODUCTS CORPORATION 
Ploneers in Plastic Pipe 


10300 MEECH AVENUE ¢ CLEVELAND 5, OHIO 


1999-CP_ MANUFACTURING PLANTS IN OHIO, COLORADO, N. CAROLINA, 
OREGON, TEXAS AND ONTARIO 
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e@ Complete wind protection for 
doors, glass, and hinges. 

e Heavy compression spring ab- 
sorbs the jar. 

e Strong chain stops opening 
beyond 90°. 

@ Sell them to the 
self’’ buyer. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


"do-it-your- 





SPRING AND CHAIN 
DOOR STOPS 
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| Do-It-Yourself Page 


In Shapleigh Circular 


Eighty-five items of merchan- 
dise are shown and described in 
the Fall Sales circular of Shapleigh 
Hardware Co., St. Louis wholesale 
company. Dealers may procure 
radio scripts to back the promo- 
tion. 

“Do It Yourself” items are fea- 
tured on the back page of the full- 
color circular for dealers who 
choose to tie in with the N.R.H.A. 


DEALER'S MAME 
ADDRESS 


Fag’ Bis Lex 





program which breaks in October. 

Another Shapleigh circular fea- 
turing Christmas gift items other 
than toys will be released to the 
_ trade soon. 


| Oakes Toy Catalogs 


Shown to Dealers 


Santa’s Own Toy Book, a con- 
sumer catalog of which nearly 
5,000,000 copies were distributed 
by 2,572 dealers, last year, have 


| been printed by Oakes Consumer 


Catalogs, 650 S. Clark St., Chi- 
cago 5. 

Orders from dealers are now 
being taken by salesmen of toy 
wholesalers located in all parts of 
the country. The circulars will be 
used by dealers in Canada and 
Alaska as well as all the states. 

The toy book of 32 pages is 
printed in full-color and is 8 by 10 


—Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


in., with space for the mailing ad- 
dress and dealer’s imprint on the 
front cover. 

Included in the wholesale sales- 
men’s kit is a complete explana- 
tion of postal regulations on mail- 
ings and an order blank and price 
list of all the toy items described 
in the catalog. 





Business Failures 
Show an Increase 


The nation’s business 
for the week ended July 29 edged 
a little higher, according to Dun & 


failures 


Bradstreet. The credit reporting 
agency placed failures at 195 in 
that week against 188 in the pre- 
ceding week and 182 in the like 
week of 1953. 


Nails Prepackaged For 
Better Merchandising 
Nichols Wire & Aluminum Co., 
Davenport, Ia., has devised a 
method of “canning” nails in pack- 
ages that are color-coded to show 
their application and marked for 
size and extent of coverage. The 
process is said to eliminate ship- 
ping damage and pilferage, to keep 
the nails clean and provide un- 
breakable, reusable containers with 
eye-appeal. The containers are 
made of metal and glazed card- 
board and are packed in cartons 
that are usable as display racks. 
To date more than a dozen types 
and sizes are being distributed in 
the new package and each bears a 
full-size picture of the nail and 
technical data on the outside. 
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AMERICA’S TOP 
MAGAZINES HELP 
YOU SELL AMERICA’S 
TOP ENAMELED WARE 








Here’s a ready-made market for you! 


. women PRE-SOLD by Federal 
advertising in five leading national 
magazines. Federal Vogue is the ONLY 
enameled ware backed by national 
advertising. 

“Advertised in Life” labels on each 
piece help you sell Federal Vogue. 
i Make more sales! Stock Federal 
eS Vogue! Get your order in right away! 


FEDERAL ENAMELING AND STAMPING COMPANY 
Pittsburgh 30, Pa. 
World’s Largest Manufacturer of Enameled Ware 
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Get The Shooter's Trade 
With Hoppe's Products 


Recommend a Hoppe’s Gun Cleaning Rod with 
Hoppe’s No. 9 and Hoppe’s Patches for clean- 
ing guns. Push Hoppe’s Lubricating Oil and 
Hoppe’s Gun Grease for the care and protec- 
tion of guns. These long established gun clean- 
ing essentials are known and used by millions 
of gun owners everywhere. Your Jobber can 
supply you—ASK HIM. 


FRANK A. HOPPE, Inc. 
2314T North 8th St. 








First Time Since 19477 


a 
Gente 


A COMPLETE LINE OF 


Brand New SLICERS 


The Newest Appliances 
That Were the Sensation of the 
HOUSEWARES SHOW 


| Me a a Ne 











(a) 





First came rotary slicers for the home— 
then Utila-Board. At the last House- 


wares Show the sell-sational MERRY F | 
G'RINDER ... NOW... a complete GENERAL 
line of BRAND NEW SLICERS (radical 


in design, more functional than ever be- 
fore). A natural for increased sales and 
profits! 

Write for Details 


SLICING MACHINE CO., INC. 
Dept. 476 * Walden, New York 














lure the big-game fishing |trade 


Fishermen who troll for the huskies | 
of the deep insist on the best in 

terminal tackle. So be sure to fea- 
ture Luxon ‘'Tunalin" Swivels . . . 
best known and known to be best. 
Made of solid brass, swivel "'stress- f 
tested" for 900-lbs. and over, and 
equal to any challenging tuna or | 
swordfish that throws its weight 

around. Free swiveling action 
even when under strain. Furnished = 
with or without snaps. 


Order from your supplier, 


ART WIRE & STAMPING CO. 


Member of Sport Fishing Institute 


2-D Boyden Place 
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Newark, N. J. - Boe 
f o a 
Export: Berg, Hedstrom & Co., Inc. —F F_ — 
Philadelphia 33, Penna 79 Wall St, N.Y. 5,N.¥, OO 
A Complete Line of Terminal Tackle ot One Source 
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Easy Dusting with 
Fluffy Cotton Swabs on 
Flexible Steel Spring 


Nvettivesie 















































BENNETT - IRELAND IN 
Se Seen 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 















catalog and full profit details. . . 
Bennett-Ireland Inc. 


Norwich, N. Y. Dept. 854 North Street 
send me catalog and information ou 
Flexscreen. 






















Mail Order Firms Have 
More Order Offices 


The nation’s leading mail order 
houses have embarked on an ex- 
pansion move for catalog order 
offices, with the four leading houses 
operating a total of more than 1000 
such order offices against total 
stores of 1440. 

These offices serve only for mail 
orders and do no over-the-counter 
selling and carry no stocks. 

One reason for the gain in mail 
order offices is traced to lessening 
farm income and decreasing farm 
population, resulting in greater ef- 
forts to boost catalog orders by 
city dwellers. More than 30 pct 
of today’s mail order customers 
live in towns of 100,000 or more, 
an Official of one mail order firm 
reports. 


Room Air Conditioner 
Sales Off This Summer 


The room air conditioning field 
offers retailers a real puzzler this 
season. Air Conditioning & Re- 
frigeration Institute declines pre- 
cise inventory statistics but does 
admit that “a substantial chunk of 
July 1 manufacturer, distributor 
and retailer inventories have been 
worked off.” 

At the beginning of July some 
sources placed the figure at 500,000 
units. 

Industry sources acknowledge 
that transshipping of air cendi- 
tioners is becoming a common prac- 
tice, especially from those areas 
where there has been no prolonged 
heat wave to date. 


TV Set Output Off 
44% from Last Year 


National Credit Office, Inc., re- 
ports TV set output for the first 
five months dropped 44 pct below 
1953 levels, although most of the 
decline was not attributed to the 
threat of color TV. 

It did trace the situation to an 
inventory that piled up when 63 
pet of last year’s sets were turned 
out in the first eight months. This 
was not accompanied by a like 
boost in consumer demand, the 
group added. 
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WINDOWS 
IN ROLLS 


||] Crystal-Lite Clear As 
Glass — Sells Fast — Has 
1001 Money Saving Uses || 





Suggested 





Retail Price 
26¢ Complete line of 
Per Lin. Foot materials used 


ie everywneee ie 

home, farm, indus- 
8 DIFFERENT try. Year ’round 
MATERIALS 


volume. 5-Roll 
Werte aim merchandising dis- 
* Glaz Screen ('4," Mesh) 


play stops traffic— 
moves materials. 
* Glaz Screen (9x10 Mesh} = ocal dealer pro- 
© Gior Screen (14x14 Mesh) motion. Nationally [ft ¢@ 
© Nu-V-Giess (White-Greeny advertised. Con- 
* Gier-Fobrik (Coated) tact your Jobber 
* Storm Windows (Pockogea) OF Write direct for 
See Us At Booth free specification 


441 National sheets, prices. 
Hardware 


SOL-O-LITE MFG. CO. = 

















4303P WEST NORTH AVENUE 
CHICAGO 39, ILLINOIS 54-4 f= 


















YOU'LL FIND IT 


PROFITABLE 


to send us your Fence and 
Metal Specialties orders 











To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 





Stewart Iron Railing tron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 


Wire Mesh Partitions 
Stewart Chain Link Settees 
Wire Fence Window Guards 


THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabricetions since 1886 
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A Sales Hit af | 98 


Durable Rustproof Plastic i colors of | 


COPPER or 
WROUGHT IRON 


Stores report this handsome Lustro-Ware 
all plastic Mail Box outsells ‘em all — 
For its appearance and size equals 
those selling for many times more - 
and homemakers like its crystal lettef 
door, weatherproof protection and the 
fact that it can’t corrode to stain the 
house. 


NATIONALLY ADVERTISED and GUAR 
ANTEED CUSTOMER SATISFACTION 
Even the mailman will want one. Order 
from your supplier at once and ask 
for free newspaper ad mats and other 
tie-in selling aids. 
COLUMBUS PLASTIC PRODUCTS, INC. | 
Columbus, Ohio 


SF ee 


PLASTIC HOUSEWARES 








Size 6” x 1444” x 2” 
Attractively PACKAGED 
For POINT-OF-SALE 


Rait! Ob pg Niuag am 


a , 
S" Guaranteed by lA 
Good Housekeeping 

sor 


* 
45 apvianisen HE 





* 


G 
CLOSET 
RODS 












Ta 
AVAILABLE IN 4 SIZES y/ 
TO FIT ANY SIZE CLOSET RUST-PROOF 
THROUGHOUT 
No. 10-18”— Extends 18” to 30” Ls 


No. 10-30’— Extends 30” to 48” 
No. 10-48’—Extends 48” to 78” 
No. 10-72’-—Extends 72” to 108”. 


vyY-DUTY 
MADE OF HEAT TT reL 















INDIVID 

1UBE UALLY PACKED 
s\DE CORR IN 
ours AMETER UGATED CONTAINERS 


Quality designed and beau- 
tifully finished for lasting 
service in modern everyday 
living such as you find 
in all Rockwood products. 







"s Sajg one wall to the other. , | 

_ Pa me between us 
by, "9 will co lest Rods? 
@ Rockwood Clos 


AN U 


‘FAETUSt(tuw ¢G. 
OOD, PENNA. PHONE 2891 


A 





M 
ROC 
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GEM 
FLUE STOPPERS 


Order from 
Your Wholesaler 
or Write Us 
for References 


Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Dor Per Re 
No. 3 


ivory |8-17/64"| 6° or 7” | 3 Ibs. 7 oz.| 43 Ibs, J. L. CLARK MFG. CO. 


No. 8 i tele die) imei eel lel} ) 
ivory | 8-3/4" | 7’ or 8") Sibs. | 62 Ibs. 























Packing — 1 dozen per carton, 1 gross per case. 





15% PROFIT 


FOR YOU 


Stock Mouse Seep” for profit. This carton of 14 twenty- 
five cent packages costs you $2.00. You sell for $3.50. You 
make $1.50—75% profit on every carton! 

Mouse SEED* consists of tiny, chemically treated grain, 
the kernels of which mice eat, then they die—usually 
within 24 hours (not several days). 
Mouse SEED* is simply put in 
saucer and placed where mice 
appear. Easy. Clean. Excellent 
results for over 50 years. 





Insist on Mouse SEED* 
—made only by Reardon: 
Order now. If your whole- 
saler hasn’t it, write us, giv- 
ing his name. *Reg. U. S. Pat. Off. 











Sales - mak- 
ing cello- 
phane window 

package. Colorful 
display carton; occu- 
pies only 5%” x 6%”. 





Wholesalers: write 


for complete information. 
W. G. REARDON LABORATORIES, INC. 
309 N. Main St., Port Chester, N.Y. 
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NEW! FORGED 
BRASS HEAD TO 
DRIVE IN NAILS 


GHS-1 1/2" STIFF 
PUTTY KNIFE 
RETAIL EA. $1.19 
12 IN DISPLAY 
COST - $8.57 


FULL 40% DEALER  Space-Saver 
WET PROFIT Merchandiser 


© Order from jobber or write for details ® 


<Q@> MANUFACTURING CO. 
ae) HBR E MA Ss 


QUALITY PRODUCTS SINCE 1875 











GIBSON GRIPPER CLIPS 


Keep things in place! 





New Display Carton holds 3 dozen clips 
with screws. Packed all large, all small 
er assorted (2 dozen large and |! dozen 
small) . 
© Bright nickel finish 
© Ne jutting points 
© Need no adjusting 
© Double spring for greater holding power 
© Large size grips %4" to 1'4" diameter 
© Small size grips '/." to %" diameter 
© Retails for 10¢ in East 


See your jobber or write 


GIBSON GOOD TOOLS, INC. 


80 PEARL STREET 
SIDNEY, NEW YORK 























Promotions 


Manufacturers’ New Merchandising Plans 


Shooting Literature 
For Dealers’ Use 


A number of publications (shown 
below) have been prepared for the 
use of youth organizations to give 
basic instructions in marksman- 
ship and proper gun-handling tech- 
niques to novice shooters. 

With the exception of the two 
handbooks, this literature is of- 
fered free to dealers for free over- 
the-counter distribution, by the 
Sportsmen’s Service Bureau, Sport- 
ing Arms and Ammunition Manu- 
facturers’ Institute, 250 E. 43rd St., 
New York 17, N. Y. 

This literature is expected to be 
especially valuable to dealers in the 
several states where Junior Hunter 
Training is required by law, or in- 
cluded in school athletic program. 
It will be helpful for the juvenile 
programs of local gun clubs and 
similar groups and at the same 
time, to dealers in improving their 
rifle and ammunition sales. 

Titles offered by the Sportsmen’s 
Service Bureau are: “How to Be 
An NRA Ranger,” “Aiming For 





Sport,” “More Fun With Your 22 
Rifle’ and “What Every Parent 
Should Know When A Boy Or 
Girl Wants A Gun.” 

Two 16 mm color films, “The 
Making Of A Shooter” and “Shoot- 


ing Safety” are loaned free of 
charge to responsible organiza- 


tions. 


Heavy Advertising 
On Norelco Shavers 

Norelco electric shavers will be 
offered on a free 15-day home 
trial, in full-page national maga- 
zine ads, running each week from 
September to Christmas. 

The North American Philips 
Co., Inc., has announced that it will 
spend twice as much as during last 
fall’s “sell-out” campaign. 


Display Contest On 
Dutch Tulip Bulbs 

The Associated Bulb Growers of 
Holland are offering cash prizes to 
dealers who stage the best display 
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NORTON CORNER 


Open end provides 
easy access for nails; 
brads, patented 
fasteners 


All-cast construction. 


Impossible to 
bend or missalign. 


Dual jaws 
allow use of 2 
widths of stock in one 
clamping operation J. 





“a ee Se 
Ideal for Picture Frames, Windows, Drawers 
Hundreds of amazing uses for Rocco’s Dual Locking Mitre 
Clamp. A quality product of all-cast construction (not stamp- 
ed). Easy to use May be fastened to table or used portably. 
Eliminates guesswork and allows accurate, professional Mitre 
and Butt joints. Dual jaw action forces stock from two sides 
insuring perfect fits. Has 2'/,” width capacity. Every work- 


shop needs at least two Norton clamps 


4A 
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RAILS and 
COLUMNS 


HAWKINS RAIL: prefabricated, adjustable, 
wrought iron, costs up to 200% less. Fits 
any normal step arrangement, inside or 
outside house. Wide selection of beautiful 
wrought iron ornaments. 

HAWKINS SCREEN DOOR GRILLE: wrought 
iron, screws to frame, adjustable to any 
size door. Silhouettes individu ally cast, 
hand finished, many beautiful styles. 
DEALER ADVANTAGES: Small stock of rail or 
grille makes possible filling orders for many different sizes, at 
good profit under prices of competitive products. 

For de rage folders and prices, address HAWKINS IRON 
CO., INC., 315 North 4th Street, Birmingham, Alabama. 


INCREASE HAWKINS ORNAMENTAL 
SALES WITH IRON 












| —__3@ HORSE SHOE NAILS 












FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 


te ually Lene 


and other Stanho products 
Bulk or Packaged 


NU 


WRITE for DESCRIPTION 
and PRICES 


STANZARD 


HORS, s NA 4 fs 


You'll Cut a FANG Y PROFI i 


with this 





HARD: ~ PISPOSARLE 
CIRCULAR SAW eat exer oes 
PACKAGE a | , 


bl 






1s SMOOTHER 
FASTER 


> | 
26 Blade 
Assortment 


Retails s 68 
for Only 
The DISPOSABLE Saw 


that cuts costs 
50°. to 60° 







Longer cutting life, lower cost 
make this disposable saw blade 
a sensational bargain for you and 

your customers. Your custorner 

will get more sawing for his money, 
and you get repeat business. The Hard- 

Tip blade is easier cutting, better balanced 

and smoother operating. Try one yourself and see why it’s the 

hottest selling saw on the market. 


DESIGNED TO HANDLE 95% OF YOUR SAW REQUESTS 
GET THE FACTS TODAY! WRITE FOR FREE BULLETIN & NEW PRICES 


THE F. HEINEMANN SAW and MFG. CO. 


CANTON, OHIO 
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CONTINENTAL RED SEAL 
2. Voure for 
yn Better Power 


AG \-9 PD ae 


> ——_— 


' “ay Bo oy 


SERIES 


1 An 
: ~~ 


AD 


For MORE power and BETTER ) SERIES 


power—complete dependability, 
clinched by experience dating from 1902— 
specify Continental Red Seal’ with exclusive Contex ignition, 
outstanding air-cooled engine advance of recent years. Avail- 
able in conventional and vertical shaft types—2, 2'/2 and 
3 hp. Engineered for fast starting, easy upkeep, long 


*TM REG 


life—and backed by parts and service coast to coast. 


(Continental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 


% Sy 
4 
cas 2”: 12800 KERCHEVAL AVENUE © DETROIT 15, MICHIGAN 





“TRULY A 


CARPENTER’S 


FRIEND” 
at DOOR 





NEED A SHARP BEND 
—OR A FLAT END? 


They are routine to Brooks. Perhaps 


th Scriber 


we can make your parts with bends, 





ends, co 5 r 

Agreed. by carpenters to be almost indie- ds, collars, threads, and so forth at 
pensable. Cuts a clean, accurate, deep 
complete profile on door and jamb by 
striking with a hammer. (Just remove 
chips.) Used by thousands to — 

« HANG MORE DOORS EASIER, FAST- 

ER, BETTER 
- NO ADJUSTMENTS, ERROR OR 


FUSSING 
. a ee OF DROP-FORGED 
STEEL 
« COMES IN STANDARD 3”, 3%", 4 
and 4%" SIZES 
Over one haif million in use now. “We 
are selling more E-Z MARK Butt 
Gauges today than all other butt 
gauges put together,” says a promin- 
ent West Coast jobber. 
Contact your neorest Jobber or Wholesaler for 
particulars or write 


E-Z MARK TOOLS 


P. O. Box 78377 « Los Angeles 16, Californie 


less cost than you can—especially if you 
are casting, machining, or assembling 
them. You owe it to your profit margin 
to inquire about wire. Our century of 
experience becomes yours when you 


send us your problem. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS fr HOGKS 

















promotion of Dutch bulbs during 
the 1954 Fall season. First prize 
is $250, with ten $50 awards to 
runners-up. Judging will be based 
on photos of displays sent in by 
dealers. Professional photography 
is not required, as prizes will be 
awarded for how effectively the dis- 
play “sells.” 

Retailers of Dutch bulbs benefit 
from a national advertising, pub- 
licity and sales-aid campaign. The 
Bulb Growers have prepared a 
sales-aid kit including posters, 
counter cards, booklets, streamers, 
envelope stuffers and decals. 

Shipments of bulbs to U. S. ports 
for fall planting are expected to 
approach a record 300 million by 
mid-November, topping last year’s 
over-the-counter retail sales of 
$30 million. 

Contest blanks and sales kits are 
available from the Associated Bulb 
Growers of Holland, 29 Broadway, 
New York, N. Y. 


Fall Promotion Set 
On New Telechrons 


Full color, full page and double 
spreads in Life and Saturday Eve- 
ning Post are included in the heavy 
consumer advertising on six new 
standard line Telechron electric 
clocks. 

Ads will acquaint consumers 
with a new sales-building offer of 
a 10-day home trial and a $15,000 
contest. 

Telechron ads will also be adver- 
tised in early September by Dave 
Garroway on the “Today” program, 
which covers about 53 markets. 

Point-of-sale material and spe- 
cial sales aids include a promotion 
kit that will be made available to 
dealers who buy the contest and 
home-trial six-clock assortment. 


Bassick Promotion 
Offers Free Glides 


Window posters, 6 by 9 in., 
printed in fluorescent inks, will 
identify hardware stores participat- 
ing in The Saturday Evening Post 
glide sampling promotion of The 
Bassick Co., Bridgeport 2. 

Coupons from Bassick’s Post ad 
of Oct. 2 can be redeemed for a 
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Get Your Share of the 


“DO-IT-YOURSELF” 
ree ILLION-DOLLAR MARKET 


by featuring the brand new Ludlow 


Gio-Torch 


With G. E. Calrod 1,000 Watt, 
Cc 115 Volt AC/DC Heating Element 


~4 The electric paint remover 
<\ that os can _— 


SJ 
rd, AT ONLY ig 0°° _ 


I ty PRODUCTS CORPORATION ‘: 


1416 Broodway chenectady 6,.¥ 


Fear 


ANOTHER bof 
j coool ST 


IT'S THE NEW 


a “Stack-Pack” 
- PULLEY CONTAINER! 


*Patented 


Make a comperison 
tet befere yeu 
! 















ag. okt 








Vs 







UM 


Uy 
Uy 





To make your selling 
easier Chicago Pulleys now come 
to you in these attractive red, white and blue 
display packages. All sizes are clearly marked 
and each package has the patented inter- 
locking feature to keep your stock 
always wea | neat and trim. 





ASK YOUR JOBBER 


the HIGHEST QUALITY gun 
in the LOW PRICE field! 





‘Home Owners’ Cartridge 
Caulking Gun 


Calbar 


caulking guns are 
precision made to contractor 
specifications of heavy-weight 
metal . . . no wires or thin sheets to 
bend or twist or break . . . yet they cost no > 
more than inferior models. Last for 
years .. . SO easy to operate that 
they sell themselves. Handles 


8%” caulking cart- CALBAR 

ans. PAINT & 
hein VARNISH CO. 
jobber can Manufacturers of Technical Products 
supply you 2612-26 N. Martha Street, Phila. 25, Pa. 














™ BOTH BARRELS 








SELL THIS 


COMPLETE HOME POWER MOWER LINE! 


Mow-Master 


7 Great New Rotary Power Mowers including the 
sensational lightweight self-propelled Model 205! 


PROPULSION 


3 Grand New Reel Power Mowers from 18” to 21” 
cut! 
A limited quantity of the popular ‘‘Home Lawn Care"’ 
booklets are available. Order your supply NOW. 








about Stack-Pack's 
"*THEY CAN'T FALL OVER" 
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a= PROPULSION ENGINE CORPORATION 
hh | Subsidiary of Food Machinery and Chemical Corp 

wees Me 7th St. and Sunshine Rd., Dept. A-8, Kansas City 15, Kansas 
Please send details of your profit plan on the complete home power mower line 
NAME 
ADDRESS. 
CITY STATE 

Exclusive territories for Jobbers ond Distributors still available. Write today. 
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SELL THE KNIFE THAT DOES 


tHE sos R | G H T 
R. MURPHY 
"Stay-Sharp” 


TRADE-MARK 





KNIVES 


Each R. Murphy 
“Stay-Sharp" 
Knife is specially 
designed to 
make a particu- 
lar cutting job 
easier. Keen, 
hand-honed 
tempered steel 
blades, preci- 
sion-riveted to 
“proper grip" 
handles stand 
tough usage 
without wobble 
or play. 


There's an 

R. Murphy 
“Stay-Sharp" 
Knife for every 
cutting purpose, 
so order a 
complete stock 
today, 





AND MANY, 
MANY OTHERS 
FREE: Catalog on request: 


AYER, MASSACHUSETTS 











See us at Booth 418 
_National Hardware Show. Chicago, Oct. 11-15 














gtEADY aes 


with 


Stainless 
DOOR-EASE® 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. ' 
Gs 


PRODUCTS 


$0 Fw ta Graphited Lock Fluid 
in 4-0z. ‘‘Drop or Stream” can, 39c; 
AMERICAN Dripless Oil in 4-oz. oiler, 29c. 


American Grease Stick Co. 
Muskegon, Michigan 
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| free set of rubber-cushion glides. 
The posters will be included in 
each 120-set carton of Bassick CG- 


| 90N glides shipped to dealers from 


| ens,” a 
| color, is 


distributors, this month and next. 
Included will be a sample news- 
paper mat and an entry blank for 
a dealer contest offering a watch 
as first prize. 


Kitchen Decoration 


| Booklet Offered 


“A Portfolio of Colorful Kitch- 
4 12-page booklet in full 
available to paint and 


| paint accessory manufacturers for 











| Mfg. Co., St. 


distribution to their dealers. 

Available for supplementary 
store and window display are four- 
color, 18 by 22 in., enlargements of 
each of the 10 colorful kitchen 
schemes from 10 leading home 
decorating magazines. 

Similar posters for an earlier 
“Colorful Bedrooms” booklet have 
proved effective in the stimulation 
of retail paint sales, according to 
Archer-Daniels-Midland Co., Min- 
neapolis, originators of the Week- 
End Decorator program. 


Flexscreen Promotion 
Timed for Fall Use 

A complete tie-in display 
store promotion program is avail- 
able for dealers, to enable them to 
benefit from a strong promotion on 
Flexscreen Safety Fireplace cur- 
tains, this fall and winter. 

Consumer advertising will ap- 
year in Better Homes & Gardens, 
American Home, Living, House & 
Garden and House Beautiful. Deal- 
er aids consist of display material, 
mats, mailing stuffers and cata- 
logs. Flexscreen is made by Ben- 
nett-Ireland Inc., Norwich, N. Y. 


and 


Promotion Started 
On New Hager Hinge 

A promotional campaign has been 
started by C. Hager & Sons Hinge 
Louis, on its new 
Luma-Sheen Hinge. 

This is a steel hinge with a 
permanized aluminum finish that 
provides a color match for alu- 


| minum door hardware and trim. 


Proctor to Use TV 
In New York Region 


The Proctor Electric Ce. will 
promote its line intensively in the 
Greater New York area this fall 
and winter with an intensive tele- 
vision advertising campaign. 

An hour and a half television 
program, “Proctor TV Playhouse,” 
will be started in mid-October and 
will present a feature film every 
Sunday afternoon. 

A “Dealer of the Week’ contest 
will be conducted in conjunction 
with the television promotion. 


Krylon Lowers Price, 
Adds New Containers 
Krylon colored 
spray coatings in 12 oz. aerosol 
containers will be reduced from 
$1.95 to $1.69, effective Sept. 1. 

Krylon, Inc., 2038 Washington 
Ave., Philadelphia 46, has also an- 
nounced a complete line of coat- 
ings in 6 oz. Spra-tainers, two new 
colors, and its biggest advertising 
and merchandising program. 

New colors are baby blue and 
baby pink, developed for paint-up 
jobs on infants’ and children’s fur- 
niture. 

New point-of-sale materials in- 
cludes a self-service display rack. 
A Christmas promotion is planned. 


The price of 


F.T.C. Sets Closer Watch 
On Advertising Claims 

Stricter enforcement of Federal 
Trade Commission orders, stipula- 
tions, and trade practice rules re- 
lating to advertising is indicated as 
the Commission appoints a special 
four-man “task force” of lawyers 
to police advertising claims of busi- 
ness firms. 

The group, appointed by FTC 
Chairman Edward F. Howrey, will 
examine both local and national ad- 
vertising to see that it conforms to 
all FTC cease and desist orders 
and trade practice rules for par- 
ticular industries. Also under the 
eyes of the group will be advertis- 
ing which appears to warrant in- 
vestigation. 

The four men, all Commission 
staff lawyers, will replace seven 
advertising examiners who had no 
legal training. 
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BETTER STORE 
FIXTURES 








FOR LESS 


INTERCHANGEABLE — ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. AUH TODAY 


W. C. HELLER & CO. 
MONTPELIER, OHIO 

















ZUD Qwres RUST & STAINS 


from BATHTUBS + SINKS + bottoms of COPPER POTS 


RUST 


TILE FLOORS - AUTO BUMPERS - METALS 


NATIONALLY ADVERTISED Pyvvaratoed 
In leading consumer publications with 89,000,000 Good Housekeeping 


STAINS 





CIRCULATION covering 45,000 cities, towns and villages. 745 somansie WET 


LiFe SAT. EVE. POST GOOD HOUSEKEEPING © LADIES HOME JL. 
THIS WEEK * AMERICAN WEEKLY COUNTRY GENTLEMAN © BETTER HOMES & GRONS 
© FAMILY CIRCLE © PARENTS’ MAGAZINE * FARM JOURNAL © FAMILY WEEKLY 


©GRIT @McCALL’S MAGAZINE © AMERICAN HOME * PROGRESSIVE FARMER 
*BETTER LIVING * EVERYWOMAN'S © WOMAN'S HOME COMP. © WESTERN FAMILY 

* HOUSEHOLD @ SUCCESSFUL FARMING © AMERICAN FAMILY © CAPPER’S FARMER 

© SUNSET © PATHFINDER © WEEKLY STAR FARMER © CAPPER’S WEEKLY 

© PARADE © CHRISTIAN SC, MON, © WEEKLY NEWSPAPERS © DAILY NEWSPAPERS 


STEADY YEAR ‘ROUND REORDER ITEM 
FREE ZUD SAMPLES included with merchandise 


RUSTAIN PRODUCTS, 240 £. 152 St., N.Y. 51 


TRY IT YOURSELF! 
SEND FOR FREE SAMPLE 

















You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 
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Wore Sates... More Profits 


WITH A STYLE 12 


Woodford Freezeless Wall Faucet 


Made By Specialists in Freezeless Valves Since 1929 


ASSURE CUSTOMER SATISFACTION C2 
WITH THIS MODERN CONVENIENCE t \ 


STYLE 12 









CHOICE OF INLETS 


* REGULARLY FURNISHED WITH LEVER 
HANDLE which provides more finger clear 
ance but can be furnished with wheel 
handle when specified. The lever and whee! 
handles are interchangeable and either can 
be used as a loose key. 

* CAN BE USED IN FREEZING TEMPERA- 
TURE—Wall pipe drains out after each 
closing. 

* SHUT-OFF THREADS ARE INSIDE BUILDING—Will not stick 
with frost or chatter as is possible in frost proof faucets with 
shut-off threads in the outside head. 

* QUICK OPENING AND CLOSING—Designed for long trouble- 
free service. 

See your wholesaler or write for information about 
our complete line of freezeless wall faucets. 


WOODFORD HYDRANT CO. 


DES MOINES 17, IOWA 











McGill ‘‘CANT MISS” 


mouse & rattraps | 


SPRING 
THIS 





Today For 
Complete 
Information 






McGILL METAL PRODUCTS CO. 


MARENGO- ILLINOIS 











the NE W 
Curb-Marking 
Drivefinder a 


Needed by 
Millions of 
Home-Owners 


ae" 





Newes?, most attractive, most sales-making unit ever 
offered to mark driveways. Saves lawns, saves tires, 
eliminates short-cutting. Double barrel-shaped head 
carrying two red and two green reflectors in each 
head. Corrosion-resistant satin chrome finish. Two 
models—Model 100 DRIVEFINDER, includes 8” high 
base and anchoring stakes for driving into ground. 
Two units in display box. List $4.95 per pair. Model 
200 DRIVEFINDER, without base. Heads threaded to 
fit any length pipe desired (not furnished), two units 
in display box. List $2.95 per pair. 

ATTRACTIVE DISPLAY BOX. Order DRIVEFINDER now! 

CARTRUCK PRODUCTS CORPORATION 
3243 West 33rd Street Cleveland 9%, Ohie 
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Eccles Declares For 
Easy Money Policy 


There has never been in the his- 
tory of this or any other country 
a period of prosperity without an 
expansion of debt, public and/or 
private, says Marriner S. Eccles, 
former chairman of the Federal 
Reserve System. 

In a speech before the credit 
men and women representing re- 
tail store management at the In- 
ternational Consumers Credit Con- 
ference, Mr. Eccles called for 
reduction in taxes to increase con- 
sumer purchasing power and a 
continuation of an “easy money” 
policy by the Federal Reserve to 
increase private credit. 

“Admirable as the old concepts 
of thrift and frugality are for the 
individual, they cannot be applied 
realistically to the country as a 
whole, for the reason that if there 
were no borrowing or lending, 
there would be no savings and 
hence no business,’ Mr. Eccles 
said. 

On reduction of taxes, he said: 

“The present economic condi- 
tions call for a budgetary cash 
deficit brought about by the kind 
of reduction in taxes that will in- 
crease purchasing power of con- 
sumers and thereby assist in utili- 
zation of accumulating surpluses 
and decreasing unemployment. 

(Resume reading on page 15) 


HARDWARE HUMOR 








@©Hardware Age 1954 
"I'll ask the boss if we have a ram, 
sir, but I'm pretty sure we don't 
carry any kind of livestock.” 




















( Here's the one that 
WON'T SHRINK 


This moderna piastic in 
powder form makes 
fasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WATER 
OLTTY 


WILL NOT SHRINK 

STICKS AND STAYS pir 

4 
a, 
















“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or c ip off. Durham’s Rock-Ha: 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, F aay or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Most dealers report: (4 
AU 








































— 
POKER [| I 
TABLES Round, square, octagonal, 





folding or stationary, covered with leather- 
ette or 100% new virgin wool felt. Catalog 
HA-8 sent on request. 


HARRY M. WOLFE 666 Lake Shore Dr., Chicago 11, III. 














PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 
Gauge Siphons 


PITTSBURGH NIPPLE WORKS, Inc. 








1455 Spring Garden Ave., Pittsburgh 12, po 
6 








STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


© Sheet Metal Screws @ Machine Screws @ Cap Serews 
@ Set Screws @ Wood Screws @ Nuts, Washers, etc 
@ Class 3 AN Drilled Fillister Heads. PROMPT DE- 
LIVERIES ON SMALL OR LARGE QUANTITIES. 

Write for complete descriptive catalog 


_ 3 A STAINLESS SCREW CO. 
504 P Goo (oe Soom ARmory 4-1240 
S 232 UNION AVE @ 


PATERSON 2, N. J. 
Direct New York ‘phone Wisconsin 7-904! 
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The new way to sell MORE 


SCREWS AND SCREW DRIVERS 


SIMPLER — FASTER — MORE ATTRACTIVE 
SELF SELLING — SELF DISPLAYING 


HANDI SCREWPACK 


| WHENEVER YOU NEED HERE ... AT LAST !! 





Dg 


HOOKS OR SHACKLES 


be sure to refer to your copy of the Wilcox- 
Crittenden 1954 Catalog “N”. It’s packed full |f 
of information on the complete W-C line of 
Heavy and Shelf Hardware, which also in- 
cludes Pulleys, Wire Rope Sockets, Connect- 





ing Links, Thimbles, Eye 





Bolts, Ring Bolts, Blocks, Made to anal 
Turnbuckles and countless retail at y S Cc 
Ie other “Dependable” Fittings. 
| eon This catalog will be sent A TOP VALUE THAT FILLS A DEFINITE CONSUMER NEED! 
Ye rS 6 free on request. Write for it HANDI SCREWPACKE is a beautiful, solid, sparkling 








coe \ today. | elear PLASTIC BOX containing an assortment of full 
y= y 
bs 8 dozen (almost 106) BRIGHT ZINC PLATED 


WOOD SCREWS ard good sturdy 6” UTILITY 
WILCOX-CRITTENDEN | || SCREW Driver. ee ee 
“A Century of Dependability” ORDER NOW 


77 SOUTH MAIN STREET, MIDDLETOWN, C : 
a HANDI PRODUCTS CORP., >. o. nox isi, natiey, N. J. 












































Health-o-(Vjeter...ine oricinat Bath scale 


BUILT RIGHT * PRICED RIGHT * ALWAYS RIGHT 











Ly yi l WORLD’S FINEST STOVE and 


ALL-PURPOSE UTILITY MATS 
ARISTO-MATS pamiiste= 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 


Fam WW MARSHALLTOWN 
TROWELS 











MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 








Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page |2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 
Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
PEED boat pds peeie cane meseeieieneel 
Each additional “word poncasetentiiie 


Allow Seven Words for Keyed Address. 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is 
Thursday. Classified forms 
prior to publication date. 


published every ether 
close 15 days 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 





EXCLUSIVE TERRITORY 
wanted by nationally known manufacturer of 
Hardware & Housewares, Garden Items, Sporting 
Goods Items, etc. Representatives wanted for in- 
dividual states west of Mississippi. Must now be 
selling to Houseware & Hardware Wholesalers, 
Variety & Drug Chains, Dept. Stores, Garden 
Supply, Premium Outlets, etc. We don’t want 
firms with fancy offices . . . we want reps. who 
will work. Protected territory. Please state lines 
carried, territory covered, and types of accounts. 
All replies confidential. Address: Box B-966, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


SALESMAN WANTED BY OLD ESTAB- 
LISHED MANUFACTURER OF ALUMINUM 
COOKING UTENSILS. Territory open in east- 
ern Texas, Louisiana and Mississippi. Also west- 
ern Kentucky and western Tennessee. Straight 
commission basis. Liberal commissions paid each 
week on previous week's shipments. Line sold 
direct to hardware and housefurnishings trade. 
Salesmen have exclusive sale of line in territory 
assigned and can se!] another nen-conflicting line. 
Unusual proposition for right man. State fully 
experience, age and what lines you now sell. 
Address: Box B-961. care of Harpware Ace, 100 
East 42nd Street, New York 17, N. ¥ 

EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address: Box A-870, care of 
Harpware AGE, 100 East 42nd Street, New York 
17, N N. 


MANUFACTURER'S AGENTS! 


Established tool manufacturer now ex- 
panding line wants to make permanent 
connections with aggressive hardware 
agents in a number of lucrative areas. 
Quality line of handyman tools which 
will be nationally promoted in important 
consumer publications as well as trade 
papers. Good literature and promo- 
tional material available. We mean 
business . . . if you do, write us at once 
giving complete details. 


DURATOOL Clizbe Bros. Mfg. Co. 
PLYMOUTH, INDIANA 


SALES REPS. 


























MANUFACTURERS’ REPRESENTATIVES 
FOR PROFESSIONAL glue highly rated in 


plastics industry now offered 
Pack for do-it-yourself mar- 


woodworking and 
first time in Sane 


ket. Ideal for man calling on both hardware 
and lumber dealers (sporting goods, hobby shops 
good outlets too). Write Box B-932, care of 

100 East 42nd Street, New York 


Reaowaen AGE, 
1 .. & 


SALESMEN CALLING ON RETAIL HARD- 
WARE Stores or places, where Imported Wood 
Screws, Stove Bolts, Twist Drills, Builders’ 
Hardware and other items could be sold. Good 
opportunity to increase your income and develop 
new business by offering the best products at low 





prices. Commission basis. Good territories are 
open. Address: Box B-781, care of HARDWARE 
Acez, 100 East 42nd Street, New York y, BY. 





REPRESENTATIVES WANTED FOR THE 
SALE OF Imported High Class Precision Mea- 
suring Instruments, Gage Blocks, Height Gages, 
vernier calipers, micrometers, etc. Liberal com- 
mission. American Export Technicians, Inc., 2 
Broadway, New York 4, N. Y. 
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MANUFACTURERS REPS. Wanted for na- 
tionally advertised line of Aluminum & Wood 
Extension ladders and ladder accessories to cover 
hardware and paint dealers and distributors. Write 
giving area covered and number of representatives. 
Address: Box B-963, care of Harpware Ace, 100 
East 42nd Street, New York 7, B. F. 








SALESMEN WANTED BY DIRECT IM- 
PORTER calling on hardware jobbers, large re- 
tailers and lumber yards for line of butts, shelf 
brackets, screws (steel & brass), stove bolts, nuts, 
etc. Maintain large stock for immediate delivery. 
Prices extremely competitive. Liberal commissions. 
Many exclusive territories open. Address: Box 
B-962, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





REPRESENTATIVES WANTED-—Fstablished 





Manufacturers’ wanted to cover: Idaho, Wyo- 
ming, Colorado, Minnesota, Iowa, Nebraska and 
Kentucky, to represent Brass Manufacturers of 
Sink and Lavatory Faucets, Bath and Shower 
Fixtures, Tubular “P” and ‘ Traps and Tubu- 
lar Supplies, Gate and Globe gh in State type 
of trade called on, references, and all details. 
Address: Box B-915, care of Harpware Ace, 
100 East 42nd Street, New York 17, N. Y. 
WELL ROUNDED LINE OF Shower Doors, 


Medicine Cabinets and Bath Tub Enclosures. To 
the Jobber trade, as well as Builders. Many 
territories open. Comm. Basis. Write Fully— 
Replies Confidential. Address: Box B-949, care of 
Harpware AGE, 100 East 42nd Street, New York 
17, Y 





ATTENTION JOBBER SALESMEN. Sell 
Nationally advertised garden tool products as 
side line direct from factory to dealers. Need men 
covering all outlets in Bronx, Brooklyn, Queens, 


Long Island, Westchester County and South 
Jersey. State full particulars, replies held in 
strictest confidence. Address: Box B-953, care of 


Harpw ARE Ace, 100 East 42nd Street, New York 
7. 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri 
tories for successful sales producers. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Established territories. Will con 
sider side line man or manufacturer’s agent. Ad- 
dress: Box B-910, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 





PROTECTED TERRITORY. Texas, Okla., 
Ariz., New Mexico, Rocky Mt. States, Pacific 
Coast States. Branded line Handee Peggee Wall 
Boards for hanging pots, pans, utensils accessories, 
etc. Free display rack, Hardware and variety 
retailers and jobbers. Proven item. Good side 
line. Liberal commissions. Albee Mfg. Co., 3505 
Venice Blvd., Los Angeles 19, California. 





PLASTIC GARDEN HOSE AND SPRIN- 
KLER MANUFACTURER wants commission 
representatives to sell jobbers, distributors and 
chains in all territories outside of the New York 
Metropolitan Area. Also want representatives all 
areas to sell plastic glazing channel and spline 
to combination storm and screen window manu-- 
facturers. Address: Box B-955, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 





SEVERAL EXCLUSIVE TERRITORIES 
OPEN for Mfg. Agents, Distributors, Salesmen to 
handle nation’s foremost product for septic tank 
& cesspool area. Excellent mark-up, commissions. 
Fermex Co., 5 H. Hill St., Newark 2, N. J. 








MANUFACTURER OF VOLUME LINE 


of Metal and Flexible Plastic Lawn Sprinklers 
has 1955 openings in 


Texas, New England, 
Ohio-Mich. and Ky.-Tenn. Our products are 
carried by largest chain and jobbers account. 
See us at National Hardware Show. 
Address Box B-957, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALESMEN, EXPERIENCED, for nationally 
advertised line of Key Duplicating Machines, Key 
Blanks, Locks and Locksmiths’ Supplies for the 
following states: Michigan, Ohio, W. Virginia, 
Kentucky, Tennessee, Mississippi, Alabama, 
Georgia, Florida, Washington, Oregon, Idaho, 
Montana, Nevada, Wyoming, Utah, Colorado, Ari- 
zona and New Mexico, May be handled as side- 
line. Commission basis. Give territory, experience, 
references and lines carried. KEIL LOCK CO., 
INC., Charlestown, N. H 





Accounts Wanted 








MISSOURI-KANSAS TERRITORY 


Manufacturers’ representative calling on 
hardware, mill and plumbing supply job- 


bers. 
HARVEY WISE 
4548 Pennsylvania, Kansas City, Mo. 














YOUNG, EXPERIENCED manufacturer's 
agent, 29 years old, over 4 years’ experience call- 
ing on hardware, plumbing and electrical jobbers 
in New York state and northern Pennsylvania. 
Haven proven sales record. Desires good repeat 
lines in above territory on straight commission 
basis. Can give excellent references. Address: 
R. M. Burden, 11 No. Main St., Pittsford, N. Y. 


MANUFACTURERS’ AGENT SERVICING 
CALIFORNIA AND NEVADA wants additional 
lines, hardware or building materials. Eighteen 
years experience selling in these lines, including 
experience in retail, wholesale, and manufacturer’s 
representative. Prefer items sold through whole- 
salers. Good references. Address: Box B-956, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y 








I HAVE JUST RETURNED TO JACKSON- 
VILLE after a number of years absence working 
in Richmond and am representing the Atlantic 
Varnish & Paint, of Richmond, Va. as Manu 
facturers Agent in the South Georgia and Nortb 
Florida territories. Am calling on Lumber Yards, 
Hardware Stores, Paint Dealers and Chain Stores, 
am anxious for other lines related to these cus- 
tomers in the same field. Address: Box B-965, 
care of Harpware AGe, 100 East 42nd Street, 
New York 17, N. Y. 





EXPERIENCED SALESMAN now selling to 
retail hardware, houseware and dept. stores in 
Illinois and Indiana, desires to represent manu- 
facturer with additional line, to be sold direct 
to retailer. Excellent following. Further informa- 
tion upon request. Address: Box B-923, care of 
ee AGE, 100 East 42nd Street, New York 
17, BR. Fe 
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Classified Opportunities Section 





Accounts Wanted 


Positions Wanted 


Help Wanted 





ACCOUNTS WANTED: By manufacturer’s 
agent well established in North and South Caro- 
lina calling on Wholesale Hardware, Grocery, 
Cigar, Candy and Dry Goods Trade. Representing 
one of America’s leading Work Glove Manufac- 
turers. Desires one or two additional quality 
lines. Address: Hugo Heidenreich, P. O. Box 535, 
Charlotte, N. C. 


MIDWEST AREA TO THE WHOLESALE 
TRADE. Established and well experienced, ener- 
getic, 37 year old salesman with sales ability for 
one or two substantial lines. Tell me about your 
products and territory available in this area. 
Address: Box 494, Des Moines 2, lowa. 


MANUFACTURERS REPRESENTATIVE— 
INDIANA AND ILLINOIS. Just starting back 
in the field calling on Hardware, Lumber and 
Building Material Dealers and Jobbers. One or 
two more good lines needed. I am 46 years old— 
20 years of wholesale and retail selling; eight 
spent contacting above type trade. Can furnish 
best of Trade, Bank and Personal References. 
Address: Box B-951, care of Harpware AGE, 
100 East 42d Street, New York 17, N. Y. 











MANUFACTURERS AGENT: Have 29 years’ 
experience in sales and sales management. Am 
interested in Hardware, Building and Garden 
Supply* products to jobbers and volume buyers 
in Wisconsin, Minnesota and Iowa. Excellent 
references. Address: Box B-943, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 





MICHIGAN AND NORTHERN OHIO 
WHOLESALE accounts served in hardware, 
electrical, plumbing and mill supply fields. We 
do quantity billing on two quality lines and will 
add only one more. Mechanical and electrical 
equipment our specialty. Address: Box B-941, 
care of Harpware AGg, 100 East 42nd Street, 
New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVE— 
cover Minnesota-Wisconsin, Dakotas and North- 
ern half of Iowa, wants Hardware or Automotive 
Specialties. 25 years in area with wide acquain- 
tance among Hardware and Automotive Jobbers. 
Want three or four lines for aggressive coverage. 
Address: Box B-964, care of Harpware AGE, 100 
E. 42nd Street, New York 17, N. Y. 





ST. LOUIS MANUFACTURERS’ AGENT 
calling on Hardware Jobbers, Industrial Supply 
Jobbers, Builder’s Hardware Jobbers in South 
Illinois, Missouri, Eastern Kansas, Eastern Ne- 
braska, and Southern Iowa. Wants additional lines 
Address: Box B-950, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 





SEEKING POSITION WITH HARDWARE 
CONCERN; Wholesale, retail or manufacturing, 
in New York or New Jersey. 8 years’ experience 
inside buying and selling with manufacturers of 
hardware items and fastening devices (nuts, bolts, 
screws). Past two years in supervisory capacity. 
Dependable, conscientious, family man. Address: 
Box B-934, care of Harpware Acer, 100 East 
42nd Street, New York 17, N. Y. 





EXPERIENCED SALESMAN, Veteran 38— 
8 yrs. of selling general and builders hardware, 
aggressive, good references, minimum salary $7500 
plus expenses, wants job in Southern California, 
reason, health of family. Address: Box B-952, 
care of Harpware AGg, 100 East 42nd Street, 
New York 17, N. Y. 





Business Opportunities 





_ HARDWARE—EST. 1916, 1953 sales $42,000, 
fully equipped, large complete hardware inventory, 
store 35 x 125, full basement, rear parking, open 
5%4 days, close 6 P.M., employs 4, first time for 
sale, large N. E. Ohio City with property, priced 
right to sell. APPLE COMPANY, Brokers, 1836 
Euclid Avenue, Cleveland, Ohio. 








L. A. Industrial Hardware Concern 


For Sale: Medium sized industrial hard- 
ware supply house in center of manufac- 
turing area Los Angeles. Very well estab- 
lished lines. AAAI accounts. Can be 
purchased for inventory and assets plus 
$5,000. A beautiful, clean business that is 
just right for anyone with hardware knowl- 
edge. Approximately $40,000 
Full particulars available upon request to 
interested parties who genuinely qualify. 


Address Box B-922, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


involved. 














HARDWARE, APPLIANCE, AND BOTTLE 
GAS BUSINESS FOR SALE. Owner must re 
tire account of health. Firmly established busi 
ness located N. E. Iowa in town of 2,000. Doing 
fine business, showing increase in volume yearly. 
Clean well balanced stock. Building can be leased 
or purehased. Address: Box B-954, care of Harp 
igs Ace, 100 East 42nd Street, New York 17, 
= e 





REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














MFG. AGENT, WANTS TWO OR THREE 
ACCOUNTS covering wholesale Hardware Im- 
plement Dealers & Building Supply Houses ex- 
clusive for states of Florida, Alabama. Address: 
William H, McQuivey, Summerfield, Fla. 





Positions Wanted 


YOUNG MAN WITH TEN YEARS EX- 
PERIENCE in the wholesale hardware field de- 
sires employment in sales, warehousing, inventory, 
quotations, pricing, etc. Thorough knowledge of 
hardware and related lines. Compensation of 
secondary importance if a bright future is offered. 
Address: Box B-960, care of Harpware Acz, 100 
E, 42nd Street, New York 17, N. Y. 








Hardware man, thoroughly experienced, with 
extensive knowledge of the industry. Supply line, 
middle-aged, college background, very active, re- 
liable, successful in sales promotion, direct mail 
advertising, —— of planning and designing the 
set-up, of stockrooms and warehouses, wholesale 
and retail, desires responsible position with pro- 
gressive firm. Address: Box B-917, care of 
Harpware AcE, 100 East 42nd Street, New York 
7, &. ¥. 
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WANTED: CLOSEOUTS 


From Manufacturers and Distributors 
Large Quantities Preferred 
Richard England Associates, Inc. 


1575 Maryland Avenue, N. E. 
Washington 2, D. C. 














HARDWARE STORE FOR SALE up to date 
in Every Way. Selling Paint, Sporting Goods, 
Plumbing, Electrical Supplies, Auto Accessories, 
General Hardware, Grossing $50,000 per year. 
$35,000 takes Stock, Fixtures, Building. % Down. 
Will Sell Stock & Fixtures & Loan Building. 
Owner Geo. McPherson, Millington, Michigan. 





WANTED—Metropolitan, New York hardware 
or mill supply clerk who would like training as 
traveling salesman. Write in confidence giving 
full particulars about experience, ability and am- 
bitions to established representative selling hard- 
ware-plumbing wholesalers, mill, contractors, 
supply distributors. Fine future for ambitious 
young man. Address: Box B-959, care of Harp- 
— Acz, 100 East 42nd Street, New York 17, 
ee. Ee 





WANTED—Salesman to travel North and South 
Carolina, Virginia, West Virginia for Established 
representative selling hardware-plumbing whole- 
salers, mill contractors, supply distributors. Good 
future for ambitious young man. Salary and com- 
missions commensurate with results Write in 
confidence giving full particulars about experience, 
and ability. Address Box B-958, care of Harp- 
—“~ Ace, 100 East 42nd Street, New York 17, 








HARDWARE 
NATIONAL SALES MANAGER 


International manufacturing distributor 
with AAA-! Dun and Bradstreet rating, 
long active in automotive field, forming 
separate hardware division. 

We are looking for a man between ages 
of 35 and 50 qualified to help us davelop 
additional items for hardware trade and 
who can hire, train and supervise a large 
national selling organization of direct 
salesmen 

This is an outstanding opportunity for an 
aggressive, ambitious sales executive to 
build a profitable and secure future with 
high earning possibilities. Remuneration 
will be on the basis of salary with an 
override on sales or a percentage of 
profit when the division is properly estab- 
lished. 

Address Box 945, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 











NUTS, SCREWS, BOLTS, TERRIFIC DEAI 
5% COMMISSION PLUS. substantial profit 
sharing percentage. Earnings can reach 10% 
Extremely competitively-priced line. Shipments 
from stock. Domestic or European material. Nuts 
Hex, Square wing. Slotted screws: machine, wood, 
cap, set. Socket: set, cap. Bolts: carriage, machine, 
hanger, washers. R. H. Newmark Co., 35-36 7¢ 
St., Jackson Heights, L. I., N. Y. DE 5-7355 





Business Opportunities 








HARDWARE BUSINESS 
FOR SALE 


Established 1826. Second oldest store in Wyoming 
Valley. Doing a good business, clean stock, reasonable 
rental, can be bought at right price. Minimum 
$35,000 cash needed. Must selk Call, write or wire 
—Lewis & Bennett Hardware Co., 4-6 N. Main St., 
Wilkes-Barre, Pa. 














HARDWARE STORE and building for sal 
Selling on account of health. Equipped for sheet 
metal work, plumbing and electrical work. L. E 
Handy, Addison, N. Y. 





Jobbers — Wholesalers 


609 W. RANDOLPH STREET, 





TREMENDOUS BARGAIN 
CLOSE OUT 1,000,000 


5-WAY HOUSE FUSES 
UNDERWRITERS LABORATORY APPROVED 


WRITE—WIRE—OR PHONE 
S & G SALES 


Phone—Franklin 2-8893 


Contractors — Brokers 


CHICAGO, ILLINOIS 














SAFGARD 


WASH TANKS 


Now Made of 
GALVANIZED STEEL 
or STAINLESS STEEL 






Each gives your cus- 
tomer the best in its 






Both have 









price field, For full seam- welded 
details write Dept seams and sturdy 
8-HA T-Channet legs 





PRODUCTS COMPANY 
Melrose Park, Illinois 


GRAND SHEET METAL ] 

















B& C"C” CLAMPS 
MOVE FAST! 


. . . priced low for quick profits. 
Put this B & C Metal "C" Clamp Display 


on your counter—watch the interest— 
watch the sales. 









Your Jobber has the Details 
SEE HIM TODAY! 



















THE 


<= 33 
A RE FE 


RINK & COTTON mec. co. 


BR 








STERLING (§) QUALITY 






STERLING 
* Caulking Compounds 
* Glazing Compounds 
* Paint Removers 
* Brush Cleaners 




























Windows Stick ? 
Doors Squeak? 
Drawers Balk? 


A practically colorless stick that lubricates stubborn windows, 
office files, doors, door latches, zippers, bicycle chains, auto 
doors—anything that sticks—by just rubbing it on. No messy 
fluids. Will not soil, mar or stain wood, plastic or meta! surfaces. 
Display case hold 12 sticks 


SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 54, MASS. 
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PAINT 
DEALERS! 


cash in on the 
sales-building 


possibilities 
in the 


BRUNING JUBILEE EXPANSION SALE 


Featuring Bru-Lux Enamel at Ic a quart! 





Wire or write 


BRUNING BROTHERS, Inc. 
4209 E. Chase Street, Baltimore 5, Md 
Box 617. Boca Raton. Florida 


BRUNING 


PAINT 











NO PARTS PROBLEM 
WHEN YOU . 
altiaatecli’s 


HANDLE QUALITY 
ROTARY POWER MOWERS 








Hurricane parts 
and service are 
always available. Parts orders 
shipped from factory the day 
received! You'll satisfy more 
customers, make yourself more 
money when you sell Hurricane 
quality. 4 great nationally 
advertised Bievloane models, 
including the new self- propelled 
Hurricane Traveler. 







Write for full facts on the Hurricane line 





NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. HE 2722 Cherry St. Konsas City 8, Me. 








PLANT FOOD 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 

ardens. Produces vigorous, beautiful growth in all plan s quickly. Pays 
Sealer 334% profit. Attractively packaged for display. Does not deter- 
jorate, is clean, Seg and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 


LPN x 









Retails Your Cost ai Og tionnes 
ce. pkt. Ze ore me » case 2 R Se. os i _ am by = 
2.0m 236..... 0 case wt. Ss. 
7-02. can 50c.. -.. 24 to case wt. 14 Ibs. - Good Houssheoping 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs Les sovrensi OE 





Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
lf your jobber cannot supply you, order direct. 














HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 
WANTED Minded DEALERS 
tor SuoK-FENc BULL-TIGHT 

V ELECTRIC 
feta pti others fail!l—é Silene 
ae ah Gita) Sats oa 








* Fon oun7 mun 


saving; (0% m ore production: non- -fressing: UL. ys 
Guaranteed. Sell for $84.50. 


Sold thru Jobbers.—Write: 
INTERNATIONAL ELECTRIC FENCE CO. 
931 Albany St., Caldwell, idaho 
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have those Easy 1) BY // Features” 


Recognized superior by both the professionals and the "do-it-yourself" trade ... f. gis ad 


A 4 Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and / 4 
\ 4 HAWKS have been engineered and designed to perfectly “fit” the |. 
‘3 job. Many years of research give “much wanted features” that | 

‘Y make Nicholls tools sell faster. 


yea o Stock and Display Nicholls Tools 
SQUA 
- NICHOLS CA ee neoduce Tor more sales + easier sales bigger propels d 
as 


NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, IOWA 














A SELL-ON-SIGHT SENSATION! 


SUPERIOR'S All-Steel 
SWING-OUT CABINETS ) —— 


Ideal for do-it-yourself workshops, ma- m _ : 
chinists, mechanics, etc. Holds drills, m= Two-Drawer 
calipers, screws, etc. Each drawer has 9 
identification slots. Cabinets weigh 


o re} ° 

Ibs. each; measure 13%” high x 6” zs Cabinet 

wide x 3%” deep—a fast moving profit- i 

maker ! 

6 Drawer Cabinet $5.25 list Good Springs are so easy to in coded compartments. Also in 

9 Drawer Cabinet (shown) $5.96 list stock and sell this better way! one and four drawer assortments. 

12 Drawer Cabinet ' $6.95 list | Order the 2-drawer sturdy all- Boxed refills shipped quickly 
‘ steel Gardner dealer cabinet. from stock. These are quality, pre- 

Scale sanikes aba ee a Holds 218 Extension and Com- cision-made, plated Springs. Ask 


pression Springs . . 79 sizes . . your jobber or write us today! 
SUPERIOR PRESSED STEEL CO. . ones ai, elt tie 
26 Lansdowne St., Cambridge 39, Mass. | | Gardner Wire Co. CHICAGO 50, ILL. 





























Push Black & Decker Saws 


@ 4 models—for amateur and professional customers 
@ Powered by B&D-built motors 
@ Built-in depth & bevel adjustments 


Priced from 


$6450 $4145° Order from your B&D wholesaler—listed in phone book 
to 


Yellow Pages under ‘'Tools-Electric.’ 


Ve, Goo ° 
/ncorforated 
BUSH HOOKS — BANK BLADES — WEED CUTTERS Ate oe 18 86 G6 
DISTRIBUTION THROUGH JOBBERS = Vb sh, North Ca Ys 


NATIONALLY ADVERTISED ‘DOMES o OF ° SILENCE FURNITURE GLIDES 


RUBBER CUSHIONED REGULAR PINTLE & SOCKET TYPE 


One set on a card. One set in a box. 
12 cards in a box. 12 boxes in a : ‘ oo For furniture 
Sizes 142”, 1%”, carton. Sizes — : ae t 

1-1/16", 1", 3%”, 1%", 1%", 14”, f : raver ayer 
54”. 34” 5%”, YA”, —— af “ z ave en u . 


34”. 


























pomes or seer capac 
Sizes: 
Ask your jobber. If he Is not supplied, write DS 292—1%”, DS 293—1%”". 


onus of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Also in 
rtments. 
quickly 
ity, pre- 
gs. Ask 
today! 





